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THIS OILER IS SIMPLE 
AND ACCESSIBLE 


The Detroit Force Feed Oiler Model JTS provides automatic 
positive and dependable lubrication for all types of steam engines, 
gas engines, pumps and air compressors. 

An extra large filler, exact oil delivery, accurate regulation, 
simple mechanism, positive adjustment, better sight feed and a 
convenient flushing device are some of the distinctive features 
incorporated in its design. 

This oiler is a standardized product made in one feed, two 
quart capacity, with shaft extending through the oiler permitting 
it to be driven from either right or left end and is furnished com- 
plete with necessary fittings for easy and substantial installation. 

A heating coil is mounted inside of.the tank with connection 
provided for circulation of steam, exhaust gases, etc. This keeps 
the oil warm and fluid, permitting the oiler to be used on all 
classes of work and under the most severe weather conditions. 


Write for Bulletin No. 100 


DETROIT LUBRICATOR (COMPANY. 
DETROIT, U.S. A. 
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VISE & MEG.CO. 


CLEVELAND 








Strength 
| Utility 
~ Durability 











CY” HE Columbian line of vises which in- Columbian line are able to meet every vise 

cludes a vise for every purpose not only demand from the trade. The many ex- 
gives you these three qualities which every clusive patented features found in 
mechanic looks for but gives you a full Columbian Vises have made them popular 
range of sizes. Distributors of the with mechanics everywhere. 


THE COLUMBIAN VISE & MFG. CO. 


Successors to The Columbian Hardware Company 





CLEVELAND. OHLO 


» 


Trade mark registered U. S. Patent Office 
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RED CAP Jobber, Always— 


One of the most gratifying facts about our business is that when 
a jobber once begins handling the CAPITAL Line of Industrial 
Brooms and Brushes, he seldom, if ever, changes to another line. 


This Will Explain It! 
When a jobber takes on the CAPITAL Line he quickly 
it carries a reputation for superior quality that cuts sales effort 
right in half. He learns that more CAPITAL Brooms and Brushes 
are sold than any other make. His sales records prove it. He learns 
that our program of sales co-operation starts him off from the very 
beginning with big sales and profits. Is it any wonder, therefore, 
that America’s leading jobbers all sell Red Caps, and most of them 


sell the CAPITAL 


learns that 


Line exclusively? 
If YOU want your share of this fine business, backed by the 


best sales-building plan ever perfected, write 


us. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Established 1890 Indianapolis, Ind. 








For All Industrial and Trade Uses 








This 5 Point Policy Wins Friends! 








1. A line of rubber items suf ficiently 
complete to permit eflectively supply- 
ing the requirements of the trade solicited. 


Z A quali ty of pre 
. ' 


and capat io of dais ing Service re 
eults that should reasonably i vemaat 


3. A price basis inducing an d making 


possible aggressive compeution with 
teasonable profit return 


Bunils ormly g ood 


Freedom from con petition from his 
source of supply, either direct or in 
direct, among the trade covered by Madae 
to day solicitation 


. 


5. Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized tr aining and 











— ledge of the oroduct sold, 

















THE REPUBLIC RUBBER Co. 


BELTING 
HOSE 


“We value our connection with the Republic 
Rubber Company very highly indeed and our 
feeling of loyalty to them prompts us to say that 
we are positive that you will make no mistake 


in featuring the Republic line in your territory. 


“We have every confidence not only in the line 
itself, but, in the integrity and fair mindedness 
of the gentlemen of the Republic Organization, 
and for these reasons and because we have been 
remarkably successful with the Republic line we 


consider it one of our most valued connections.” 


Youngstown, Ohio 
PACKING 
FLOORING 





MOLDED GOODS 
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Announcing a new line 


300 LB. RAILROAD VALVES || 


N developing the Walworth RKail- 
I road Valve, our engineers have kept 
SOO a_”. O'S in mind that they must build for 

— . , durability, which means economy to 
the user; ruggedness to withstand 
vibration, and dependability against 
leaks and failures. All these valuable 
qualities have been built into this new 
Walworth Railroad Valve, together 
with an equally important feature— 
the nickel alloy regrinding seat, easily 
and quickly removable for renewal. 

























Nickel Seat and Disc 


This valve is rated for working steam 


¥ pressure up to 300 lbs. at 600 degrees F. 
: Seat and disc can be easily and quickly 

removed for regrinding and renewing. 
| Made in sizes from 14 1n. to 3 1n. 








Globe, Angle and Cross, both screwed 
A = 











WALWORTH CO. General Sales Offices: 51 East 42nd St... New York 
Plants at Boston: Kewanee. [Hh: Greensburgh. Pac: and Attalla. Ala. 
Walworth International Co. New York. Foreign Representative. 


WALWORTH 


Valves, Fittings and Tools for Steam, Water, Gas, Oil and Air 


WHATEVER YOU BUILD YOU NEED WALWORTH 
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“TOLEDO’S” -- MAKE THE HARD PIPING JOBS EASY 


It’s no trouble to handle the difficult piping job when ‘““TOLEDO’S” are used. Light 
and portable, they are put on the pipe anywhere, and with a few easy strokes of the 
ratchet handle the thread is cut. The ‘““TOLEDO”’ Power Drive also converts ‘‘TOLEDO’S”’ 


into swift, highly efficient, power machines. 


Your customers appreciate ““TOLEDO’S’”’. Be sure you can furnish them the genuine. 


THE TOLEDO PIPE THREADING MACHINE CO. TOLEDO, O. 


NEW YORK OFFICE, 72 LAFAYETTE ST. 









Commercial 


ROLLER BEARINGS 


ONSIDER the clean-cut advantages of this 
improved Commercial Roller Bearing. It 















Patent applied for is perfectly rigid in construction, eliminat- 
ing wabbling and uneven wear. It keeps friction 
down to a minimum. 

With Split The reason is this—the Pressed Steel Retainers are tied, spaced and held 
Outer Races rigidly in place by Steel Stay Rods, alternating with hardened and ground 
solid Steel Rollers. Stay Rods are shouldered and electrically welded into 
Send for illustrated the Retainers. This construction keeps the Rollers evenly spaced and always 
catalog. eivine dimen parallel to the shaft axis. 
sions. list pric es and Performance in actual use has shown beyond 1 doubt that this is the right 
load tables. construction for a dependable, efficient Commercial Roller Bearing. The 
merits of this remarkable Bearing deserve your investigation. 




















BOND FOUNDRY & MACHINE COMPANY 


Manheim, Lancaster Co., Pa. 
New York Office, 256 Broadway Chicago Office, Reeves-Bond Sales Co., 39 S. Clinton St. i 
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PHILADELPHIA 


PHILADELPHIA 








10 Factories—120 Branch Offices, and Agents 
Everywhere Are Back of &KF™ Products 


4 


‘ 1 . 
orrers to industry everywhere 1S 


1 1 ‘oa . 
counsei on ull matters that concern friction 


reduction. For back of the ; world-wide 
organization there are 10 factories, 120 

branch offices and authorized distributors 
everywhere specializing on better ball and roller 


7 
fl 


bearings for lineshaft and industrial uses. 
When you put your bearing problems up to 
/ é = 
or its authorized distributors you enlist 
the services of a world-wide group of anti- 
friction specialists. Avail yourself of the services 
of these specialists today. 


ler Bearings is both the mark 


ition of anti-frict 


INDUSTRIES, INCORPORATED, 165 BROADWAY, NEW YORK 
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lore than 100 Factory Offices Throughout the World | Ci 
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Profits Without 


Investment! 


Why should your salesmen 
‘‘“cold shoulder”’ handling 
equipment profits during 1927? 
It’s a simple matter to suggest 
the Barrett Method to your 
customers—Lift-Trucks, Port- 
able Elevators and ‘‘Steeleg”’ 
Platforms—for reducing lift- 
ing, handling, trucking and 
tiering costs. 

Barrett Lift-Trucks are guar- 
anteed to operate 50% quicker 
and lift 25% easier from in ly 
front or at an angle than any IH 
single lift-truck. Barrett Port- 
able Elevators—governor con- 
trol, cut gears entirely enclosed 
and running in oil, automobile 
type brake—lead the field. Bar- 
rett produces more lift-truck 
platforms — ‘‘Steeleg’’ — than 
any other manufacturer. 





Storing radiators with a Barrett 
Elevator 


The entire Barrett line is ad- 
vertised and well known, re- 
quiring no sales effort on your 
part. If you have not investi- 
gated these potential profit 
makers, do so now. We will 
gladly furnish further infor- 
mation on request. 


The Barrett Method in a 
Machine Shop 








Barrett ‘‘Steeleg’’ Platforms and 
Barrett Portable Elevators are 
companion units to Barrett 
Lift-Trucks. 


Factories in Chicago, Toronto, 
Berlin and Paris. Offices and 
Distributors in all principal cities 
of the world. 


BARRETT-CRAVENS COMPANY 


1333 West Monroe Street, Chicago 


BARRETT 


LIFT-TRUCKS 
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Uf SS 
bay Vv 
ie ~ 
we 
AAA 
ey # 
YF: } * 
j fiir 
PZ 
‘ ae 
= 
\ ‘ ' Pa 
are 


Nothing Can Give 
the Long Service 
of WOOD! 


OR big fly-wheels—for high 


installations—wood is really the only 


speed 


practical material for pulleys. For good 


wood pulleys are stronger, more solidly 


built, run truer, last longer, and transmit 


more power than any cast 1ron or steel 


pulley ever made. 


And wood pulleys are less expensive to 
buy and 1. Their init lowe 
and their iod of s S gE 
They egrij s] g the belt 
Iney cant s11p or str 

W hat kind of pulleys do you sell good 





wood pulleys like the REEVES! Do 


you know whether or not there is a 
REEVES representative in your terri- 
tory? Write or wire us for full informa- 


tion on territories and discounts. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 


——" O 
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Standard Mason 


Reducing Valve 


WoW 


on Re 


re ee ms || tinuous use. They know 
ia - || every Mason Regulator is 
‘': ; || designed, built and tested 
| || to meet rigid standards of 
I) | accuracy and dependa- 
! 
| That's why they insist 
upon Mason Regulators. 
H 














ice I set this pressure 
itll stay set!” 


“This Mason Regulator is 
going to put that hand on 
the reduced pressure 
gauge just where | want it 
and week, or next 
year for that matter, | can 
be sure it'll point to the 
same figure on the dial.”’ 


next 


Engineers know that 
Mason Regulators can be 
depended upon to handle 
service pressures with an 
that not 
diminish with long, con- 


accuracy does 


Write for Catalog 62. It 
much 
tion of value. 


contains informa- 





MASON REGULATOR CO. 


Boston, Mass. 
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LINKING QUALITY 
TO PERFORMANCE 

















The association of quality with the always 
dependable performance of T. B. Wood Sons 
Power Transmission Appliances has created 
a steady, regular demand for these products. 


In fact, you will find, when you offer the 
Universal Giant Line of Power Transmission 
Machinery to the trade, that sales resistance 
is notably diminished. 


There are reasons for this, of course, one of 
which is that the experience of 70 years in the 
manufacture of power transmission appli- 
ances goes into every Wood’s Product. 


There are continued, reliable profits for pro- 
gressive dealers who supply the demand for 
the Universal Giant Line. And there’s a help- 
ful Dealer Service that we’d like to tell you 
about. 


T -B.Wood Sons (o.Chambersbut rg. ‘Pa. 


Makers of Power Transmission Mac hinery since 1857 


SOUTHERN OFFICE, 


GREENVILLE, S. ¢ 


When writin 


NEW ENGLAND OFFICE, 
CAMBRIDGE, MAss. 
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A REAL HELP a See 
in Increasing Your Packing Sales , 


THIS 
UP-TO-DATE SAMPLE CASE 


FOR THE 
UP-TO-DATE SALESMAN 


IT IS 


ive-—Gaining the Purchasing Agent's 
attention at once. 
——-Contaiming a time proven pack- 
ing tor every purpose. 
—Ff asy to carry—Lasy to use. 


THIS LINE OF PACKING FOR THE 
JOBBER ONLY 


> 
ie 
0 R. 
oa 
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Linear Packing & Mfg. Co., Inc. 
1901-5 No. Marshall St. Philadelphia, Penna. 











The CHICAGO Line Ball Bearing Equipment 


Consider the advantages: 


Simplest possible construction. 

Fit present equipment. 

Lubricate but two or three times a year. 

Hot bearing impossible. 

No noise—no dirt. 

No dripping oil. 

Operate with reduced power and mainte- 
nance costs. 


Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


Ail Forms of Power Transmitting Appliances 


MAIN OFFICE: 
4 17 No. Desplaines St., 
DAGGETT Ball Bearing Journal Chicago, Ill. 
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pen New Accounts 


With Flexitite 
No Leak Gate Valve 


HEN your salesmen call on 

new prospects, especially the 
“show me” type, let the patented 
Flexitite Disc Gate Valve help to 
pave the way to the first order. And 
the next. 








ee 








(Patented) 





The Flexitite Disc— 
What It is 





Jobbers are getting more business 


\_ ~ 












































{ It’s a one-piece casting | 
every day by this method. made stiffly flexible by a | 
hollow center and saw 
The reason is simple. The trade slot cone. The ewe faces 
actually wants and needsa real leak- are joined on the inside 
i - : by two posts, cast integral 
less gate valve. And now, for the | with the disc. The slicit 
ii } first time, you can furnish a gate | flexibility which results 
> valve that actually shuts off tight— | insures a close contact of 
| never leaks. Its name is Flexitite, the disc and seats. The 
/ : : eis more the disc is used, the 
| the famous O-B gate valve. | better it seats. That | 
i ; ' : : : . | means a pores — 
| — : We'd like to give you complete details. May | leak-proof gate val 
i : ; we? There’s no obligation whatever. Address ~ a 2 
| The O-B Flexitite Gate Valve— 
: Uniform in Every Detail Ohio Brass Company 
i Mansfi mn OI 
O-B Technical Control is a mcthod of man —_ - | 
ufacture. It means that every operation ; 
from the mixing of raw materials to the ; 
final inspections is under rigid scientific ; 
direction and management. This is the | 
basis of O-B Quality and your assurance (3) 
of absolute uniformity. \ /)) 
i 
— i j 
j 
i j 
/ 8 ' 
: 
Flake Graphite Solid Belt Dressing Boiler Graphite 
Graphite Cup Grease Paste Belt Dressing Pipe Joint Compound 
Waterproof Graphite Grease Silica-Graphite Paint Graphite Spring Oil 
The best graphite and the right graphite for each particular purpose are the reasons for the 
superiority of Dixon Graphite Products. 
We have had one hundred years experience in manufacturing and marketing graphite and 
graphite products. In this period the words “Dixon” and ‘‘Graphite’” have become syn- 
onymous to thousands of exacting men in every line of industry. 
THERE IS NO SUBSTITUTE FOR DIXON’S | 
DIXON'S TICONDEROGA FLAKE GRAPHITE. Ideal DIXON'S SOLID BELT DRESSING. Keeps leather belts 
for cylinder and bearing lubrication, for coating gas pliable and dec idedly lenethens belt life. Stops slipping 
kets, and for any other purpose where a better graphite instantly. Used for leather, rubber or fabric belting. 
1s desired. 
ee . o— — DINON’S WATERPROOF GREASE. Protects and lu- 
DIX¢ a S GRAPHITE CUP GREASE The best quality bricates elevator plungers, pump plungers, gears, wire 
minera stock correctly proportioned with lubri« _— rope, and other parts exposed to weather or submerged 
flake graphite It has the property of flowing into the in fresh or salt water. Wall not flush off. 
bearing as soon as the shaft begins to turn, bearing ; ’ 
heats and softens it. Produces dead smooth, graph DIXON'S SILICA-GRAPHITE PAINT. For the protec- 
ited bearing surtaces—i1nsures cool running engine, tion of me tal surfaces against mousture, water, acid, 
motor, shaft and other bearings alkali and other rust creating agencies. 
Werite for Booklet 71-KP. and prices. 
Jersey City New Jersey 
1827 One Weadkeodeh ‘ eauinemmane 1927 
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HE important factor of a company’s suc- 
‘ha is the judgment used in selecting 
equipment. And judgment used in a plant 
as large as the one referred to above, (name 
on request), is invariably founded on ac- 
tual records of performance and costs of 
different kinds of equipment. Is it any won- 
der, then, that 76 U.S. Polishing and Buff- 
ing Machines are used in this plant? There 
are very definite reasons 


why they are. These are 1 A Smith 
yours for the asking. Scie 


Write for Catalog ‘'C”’ 
The United States Electrical Tool Company 
Oldest Builders of Electric Drills and Grinders in the World 


Cincinnati, Ohio, U.S. A. 


Neo 


poll shing 


Installations 





Vibrationless. True running. Built to perform 
perfectly under long, severe service—powerful 
motors of 40 degrees centigrade rating, with 
100% momentary overload capacity; four 
heavy duty SKF Ball Bearings enclosed, etc., 
etc. Furnished in 6 sizes, 3 to 15 H. P. —sizes 
up to 30 H. P. on special orders. Can be furn- 
ished with selective speeds up to 2750 R.P.M. 


in motor-in-the-base type machine. 





Portable Electric Drills 


Grinders-—Polishers 
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COUPON 


THE INTERNATIONAL NICKEL COMPANY 
67 Wall Street, New York City 


Please send literature, ‘*‘ What Governs Your Selection 
of Pump Rods?”’ to the following: 


Company 


Address 


Individual’s Name Title 

















Six Important Points to Consider! 
Ready for mailing to 
| ___ PLANT ENGINEERS | 
+ PRODUCTION EXECUTIVES | 
| PURCHASING AGENTS 


N order to help you classify ence with many types and kinds 

the factors which determine of pump rods. It covers the basic 

the most suitable material for considerations that should govern 
pump rods, this literature dis- your selection. 


cusses, one by one, the six most If you will just fill in, and mail 


; 4 ‘ t<« 2 . 4 ~ er 1. ae 
important standards of compari- he coupon at the top of the page, 


| — literature will be promptly sent 


The analysis embodied in these you. That you may not forget, 
folders is, in reality, the “boiled- tear off the coupon before you 


down” result of years of experi- turn the page. 
” —~ 
(eG! .. METAL |S 


| MONEDL 

















THE INTERNATIONAL NICKEL COMPANY, 67 WALL STREET, NEW YORK CITY 
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he the ability to finance: 
your orders? 


A reliable aid is here ~in this 
| publication. Most of the manu- 
facturers in this issue have been 
i bee orders you take come running their advertising in this 
under the watchful eye of the publication continuously year 

credit man. after vear. 

They are established. They do 
not advertise something they can- 
not deliver. They cannot deliber- 
ately exaggerate product merit or 
institutional service. 


How about the orders your 
company places— the orders that 
you make? 

If the reliability of the manu- 
facturer is checked when you sell 
it Should be checked when you Why? Because this publication 
buy. is A.B.P.—meaning it is a mem- 

Whether his is a dependable ber of the Associated Business 
source of purchase is important to Papers. This means, broedly, 


iearn before—not after his prod- that this publisher has that basic 
ucts are in your plant. A.B.P. requirement— integrity. 

If a product you need is not 
advertised in this publication, ask 


the publisher to direct you to a 
W hat about quality uniformity? reliable source. 


What can you expect in the 


way of prompt and continuous 
deliveries? 


This publication is a member of 








The ASSOCIATED BUSINESS PAPERS, Inc. 


An association of none but qualified publications reaching 
the principal fields of trade and industry 


Executive Offices: 220 West 42nd Street, New York, N. Y. 
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You Can Really Afford 
to Sell This Brand 


You won’t need to waste time intro- 
ducing Duxbak Leather Belting. 
Belt buyers recognize the name 1n- 
stantly and know the service for 
which belting of this brand is 
famous. 


You can really afford to sell 
Duxbak. Its long lfe and trouble 
free operation will be an addition to 
the service-giving reputation you, as 


a dealer, have built up. 


OG) (} 
ESTABLISHED /868. 
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The Clipper Trojan™8 facer 


The Machine that Laces an 8 inch Belt in l4 Minutes 
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[Hooks embedded | 
| flush with surface 
of belt 
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Belt end and | Perfectly 

| hooks ready for bY - | aligned hooks 
lacing : \ | entering belt 
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Ready for final | 
clinching 
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A Three-quarter turn of a crank—and the powerful jaws 
of this new lacer force a row of Clipper Hooks cleanly and 
uniformly into an eight-inch belt. Less than 1'44 minutes is 
required to lace both ends of a belt. 


A pressure of 45,900* pounds on the belt is developed by 
an entirely new principle, embedding the hooks in perfect 
alignment absolutely flush with the surface, thus prolonging 
the life of the lacing and reducing the wear on the hooks 
and pulleys toa minimum. And it will lace even the small- 
est belt with increased efliciency and economy. 


[Industrial plant superintendents will immediately appreci- 
ate the value of the new Clipper Trojan No.8 Lacer to their 
plant operation. 


The Clipper Trojan No. 8 Lacer is furnished with or with- 
out stand. Weight 100 pounds. For complete demonstration 
and prices communicate with your nearest Clipper dealer, 
or with the 


a 


Clipper ‘Belt [acer Company 


GRAND RAPIDS MICHIGAN 





He ad of the 


I neineering,. 






A New Clipper Lacer 
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These figures were determined by 
actual tests made in the laborator- 
tes of the Hooreester’ Polvtechnie 
Institute by Prof. Francis Wo. Rovs. 


Dept. of Mechanical 


ne Ora TEV IIR 





250 Park Avenue 


TTS 


The DUFF {Genuine Barrett} Automatic Lowering Jack 
No. 518, as shown above, is of 10-ton capacity, single acting 
type. Sturdily built for durable service in construétion, 
wrecking, bridge work, steam and electric railroad work, 
and industrial work. The double socket lever facilitates 
convenient and efficient operation under close, cramped 


conditions. 


SSIGN your toughest job toa DUFF 
Jack. Spot a DUFF under that heavy 
load—"“It’s Light on DUFF Jacks.” In 
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every field—for every lifting requirement— 
there is amodel that lives up to this slogan. 
Sturdy, long-lived, easier to operate, scien- 
tifically designed and accurately manufac- 
tured, DUFF Jacks perform satisfactorily 
even under the most adverse conditions. 
Repairs are practically eliminated. You 
save in labor cost, in time and in trouble. 


It pays to standardize on DUFF Jacks. 


Write for detailed literature on jacks in which you are especially interested. 


THE DUFF MANUFACTURING COMPANY, Pittsburgh, Pa. 
Established 1883 


Railway Exchange Bldg. 
NEW YORK ST. LOUIS CHICAGO 


Peoples Gas Bldg. 


Cable Address “Leverjack” 


Monadnock Bldg. 


Candler Building 
SAN FRANCISCO ATLANTA 
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Southern Pacific Bldg. 
HOUSTON 











RED COAT is the badge of honor 

\ among hand-trucks. The “American” 
pressed steel hand-truck wears it. It is 
your mark of identification, your assurance 


of uniform high quality, your guarantee of 


satisfaction. 

\ steel* truck, but one built to a studied 

design, each part shaped and stamped into 

the pattern best suited for its particular 

purpose. No mere assembly of rolled shapes. 

The shapes used are made in The American 

Pulley Company factory for “American” 

trucks and for that purpose only. 

Light as Wood. Good Balance. 
Almost Indestructible. 


it’s an American Pressed Steel Truck 
~it is all red and all right ! 





“American” pressed steel hand-trucks will 
not shrink, splinter nor crack. Bolted in all 
their parts with lock washers. Of moderate 
first cost and requiring a minimum of main- 
tenance. Parts injured by abuse easily 
replaced. An investment—not an expense. 
The Red “American” Steel Truck is a blood 
relative of the American Steel Split Pulley 
and the American Pressed Steel Hanger. It 
is made under the same roof, backed by the 
same thirty-two years’ specialized experi- 
ence, measured by the same high standards 
of perfection. It deserves the same confi- 
dence in its dependability. 


Wrile for the rest of the story. 


*The only wood in the truck is in the hand grips, replaceable at a nominal price. 
THE AMERICAN PULLEY COMPANY, Philadelphia, Pa. 


Makers of Steel Split Pulleys, Pressed Steel Shaft Hangers, 
Pressed Steel Hand Trucks and Pressed Steel Shapes 


MERICA 
Ap TRUCKS § 


PATENTS PENDING 


SEE NEXT PAGE 





Dedicated to the Man Who Knows 
What He Wants 


HIE successful and experienced buyer knows exactly what he 
wants. Every piece of equipment is a tool for a purpose. He 
expects it to be equal to its task and he will brook no substitute once 
a product has demonstrated its superiority for his requirements. 
To make it easy for that man to identify American Pressed Steel Lland 
Trucks, every unit is painted red. labeled on the side members and 
has the name of the maker stamped on the nose of the truck. 
This marking is the user’s guarantee of dependable performance and 
the dealer’s assurance of service and support. [t is the pledge of a 
thirty-two-year old company that this new product: will match the 
standards which have made American Steel Split Pulleys the most 
widely used pulleys in the world. 


Wrile for detailed information. 


THE AMERICAN PULLEY COMPANY 


Vakers of Steel Split Pulleys, Pressed Steel Shaft Hangers 
Pressed Steel Hand Tracks and Pressed Sleel Shapes 


1200 Wissahickon Ave., Philadelphia 


The “American” Truck sales agency is a valuable franchise to the 
mill supply dealer. Write or wire for selling data. 


MERICAN 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 


~\ 


PATENTS PENDING 
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OVERHEAD MATERIAL 
HANDLING EQUIPMENT 














ere 


“Cyclone”’ High Speed Hand 
Chain Hoists. 16 to 40 tons 











HE increasing demand for cost-saving, time-saving, 

strength-saving material handling machinery is in- 
creasing the market for C-M” Overhead Material Hand- 
ling Equipment. The numerous possible combinations of 
“C-M” Material Handlers offer exceptional sales oppor- 
tunities for distributors of the “C-M” line. 


“C-M” Engineering Service is organized to determine 
the correct combinations of “C-M” Material Handlers to 
meet standard and special requirements. Backed by this 
definite assurance of practical co-operation, every ‘C-M” 
distributor secures and holds the confidence of prospec- 
tive purchasers. The “C-M” policy is based on 
ce 3 

FACTS to show YOU a way to MORE PROFIT!”’’ 
This policy applies to both “C-M” distributors and “C-M” 
purchasers. 


ooo wiped a 


The “C-M” products illustrated on this page are a few 
members of a complete family of Overhead Material 
Handlers. Information pertaining to the complete line 
and your profit-making opportunities will be furnished 
gladly upon request. 


THE CHISHOLM-MOORE MFG. COMPANY 
CLEVELAND, OHIO 
Branches in New York, Chicago, Pittsburgh 


Agencies in All Principal Territories for Prompt Service 
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To the 
RAILROAD | 


MEN of © 
AMERICA 





AN OPPORTUNITY IS RIPE for saving 
about seven-eighths of the power 
now needed to start trains. 
Hence heavier freights and smooth- 
est passenger service are practical 
with present motive power. 


A major economy can also be ef- 
Most of 


this cost is avoidable, with every 


fected in car lubrication. 


requirement of maintenance and 
safety being met by journal inspec- 
tion months apart! Yet hot boxes 


will become unknown. 


Indeed, all the chief causes of wear 
and tear disappear from trucks 
and draft gear, as the old sliding 
friction in journals is supplanted 





by perfectly lubricated rolling mo- 
tion, confined entirely to hardened, 
ground, special alloy steel, of 
utmost durability. 


An established, conservative, highly 
successful, world-respected engi- 
neering institution sponsors all this. 
It is being accomplished today by 
means of Timken Tapered Roller 
Bearings. They have become uni- 
versal throughout transportation 
and other industries. 


Data on Timken Bearings in car 
journals, and any desired engineer- 
ing counsel, are at the disposal 
of every railroad. THE TIMKEN 
ROLLER BEARING CO., CANTON, OHIO 
Y Shs 
SF Te 
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When you areasked . 
these questions 


About Chain Block ¥ 


Equipment 







Be prepared to present the essential 
facts about hoisting equipment when 
you are asked. 

Yale welcomes inquiries and invites tests 
to determine the facts. 

Experienced engineers and _ purchasing 
agents who have investigated the Chain 
Block field all agree that it is essential to 
find out whether 

-The chain block is ball-bearing on 
the load sheave 
The steel load chain is die formed. 
side-welded, heat-treated and 
gauged 
The suspension plates are heavy 
wrought steel 
The chilled tread trolley wheels are 
supported on steel roller bearings 
The steel equalizing pin allows for 
adjustment in width of I beam and 


permits flexibility + 
The Yale Ball-Bearing Block and Roller- LJ 
Bearing Trolley is the only combination = 
which satisfactorily embodies all these points 0 
of superiority. It has numerous other A! 
points—if you have the time and inclination O 
to look for them—but you can tell those 
listed at a glance. Combined with safety - 
what is wanted most of all is maximum re- - 
duction in friction—and the Yale Chain i. 


Block has it. 

Have you ready for distribution our two 
folders which state the Yale facts fully and 
concisely ? 


The Yale & Towne Mfg. Co. 
Siamford, Conn., U.S. A. 
Canadian Branch at St. Catharines, Ont. 


YALE MARKED IS YALE MADE 


ry 
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YOUR CATALOG PROBLEMS 


Are Easily Solved 
Through Our Service 




















me PIE LOY > 


IF INTERESTED 
WRITE US 


© 


THE CUNEO CATALOG SERVICE COMPANY 


2242 Grove Street Chicago, Illinois 


a 
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The most extensively advertised 50 . 
line of bolts and nutsinthe World | { EMPIRE11 
—— and your customers are : y HEXAGON 4 
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HILE this is an era of efficiency served most satisfactorilv 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 


Every member of the HEWITT organ- tained and with a complete line of in- 
ization, from the mill mixer to the man- dustrial rubber products, HEWITT 
ager, has been trained to put himself in makes an ideal proposition for every en- 
the position of the purchaser. With this terprising Mill Supply Dealer. Write 
dominant idea the customer WILL be today. 


HEWITT RUBBER COMPANY 


BUFFALO, NEW YORK 
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There is a RAHMANN-MADE 
ay Leather Belt for every transmission 
tN ea 4 need. Properly selected for the re- 
" quirements, few belts give so much 
dollar for dollar value. 


RAHMANN Belts are the result of 
more than thirty years’ devotion to 
the art of skillful belt-making. They 
pull harder, work longer, stretch less. 








Let us show you the complete line. 
Catalogue sent on request. ' 











GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Newark, N. J. Syracuse, N. Y. Philadelphia, Pa. 


HERE’S A REAL 
LABOR SAVER 


For Manufacturers of Goods in Metal, Glass, 
Celluloid, Rubber, Wood and Other Materials. 


nro. SAND BLAST 


Will replace the scratch brush for mat finishing and similar 
effects on all classes of goods—it will replace the use ot 
disagreeable acids for this work. 





It furnishes a modern, cleanly way of cleaning moulding 
sand from patterns and castings. 
Finishes may be fine, medium or coarse on all materials as 
desired—but, most important, it will always be uniform— 
no streaky, uneven results. 
€? Any article to be plated should be sand blasted first—it 
‘ will result in a more permanent plate, quicker plate, and 
1 saving of time in plating and a saving of current. 
The most inexperienced person can operate it without in- 
structions—the work cannot be spoiled. 


Metal Goods 


si 


of Every Kind and Description Should be 
Sand Blasted to increase Plating Durability. 
The sand blasting process is fully treated 1 
our catalogue. It improves your plating, mak- 
ing a surface to which the plate will adhere 
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Get the Free | FIM AN BROS 23 Walker St. 
Illustrated Catalog fa e New York 
Vakers of good machinery for 35 vears 





February, 1927 Febr 


BULL & FROG 


WHEELBARROWS 


Your Good Will Is Safe 


in a Bull Frog Barrow 


When you sell your customer a No. 64 Bull Frog 
Wheel Barrow, he is going to respect your judg- 
ment in the selection of the lines you carry in 
stock. Here is a barrow that says the last word in 
design and workmanship. Shaped handles, rigid, 
rugged frame, seamless tray especially designed 
for easy dumping, smooth-running “never-break”’ 
wheel, angle iron legs extending along handles- \ 
shoes — noseguard — properly designed risers . 
—every detail that helps the man who uses it doa 

bigger day’s work. Here is the outstanding bar- 
row for the contractor and mill supply trade. 














THE TOLEDO WHEELBARROW COMPANY 
Toledo, Ohio 
Branch Offices and Warehouses 


Philadelphia Chicago 
233 North 12th St. 69 E. Wacker 


Drive 



























Specialized Bull Frog 
barrows, carts, and scrap- 
ers for every mill, mine 
factory, and construction 
need. Write for catalog. 
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Your Business Is a 


Profit Machine 


Think of your business as a great ma- 
chine, and then consider what kind of 
metal you would want in the bearings. 
Sell that kind of metal to your cus- 
tomer who is putting bronze bearings 
into the machinery he operates or 
manufactures. Thus you give long life 
to his machinery and a good name to 
your business. 


THE BUNTING BRASS & BRONZE CO. 


TOLEDO, OHIO 





BUNTIN 





<> ye ae 


CORED and SOLID BARS 


PATENTED 
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Sell the COMPLETE 
ARMSTRONG LINE 


and make more profit! 


The ARMSTRONG market is 
already developed. The name 
“ARMSTRONG?” and its reputation 
is known all over the world. Work- 
men and employers who know good 
tools prefer ARMSTRONG Tools 
because they offer the most for the 
money. 


Mill supply jobbers and salesmen 
who push the ARMSTRONG Line 


are cashing in on the popular and 


ever-growing demand for these high 


grade tools. 


The full ARMSTRONG Line includes: 


‘“‘Armstrong” ‘“‘Armstrong Bros.”’ 

Tool Holders Solid Stocks & Dies 
Lathe Dogs Adjustable Stocks & Dies 
Clamps Pipe Cutters 

Ratchet Drills Pipe Vises 

Drop Forge Wrenches Pipe Wrenches 


Write today for Catalog P-10 
which shows the full ARM 
STRONG BROS. Line of Quality 
Pipe Tools with prices and 
desc Tiptions. 


SIZES, 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


305 No. Francisco Ave. 
CHICAGO, U. S. A. 








KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ? Sure 










Requires only heat 





KESTER SELF-FLUXING WIRE SOLDER 


= IN POCKETS SOLDER ae 


KESTER Acid-Core SOLDER 


For general soldering and heavier electrical work. Self 
Fluxing—“Requires Only Heat.” 
Standard size No. 3, about !% inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges 
also available, 

























Here is the small package of Acid Core Solder. So simple 
anybody can use it. Ten cans about ', pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 

For very delicate electrical and radio work. Contains 

— highest quality metals and 
rosin flux. Standard size 
about3, 32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ih. 
spools and 18 in. sticks in 
5 Ib. boxes. 
"Special 
gauges also 
available. 










J 


KESTER Radio SOLDER 


Rosin Core) 





Safe, Sure and Simple 
Harmless to the most delicate 
parts. Absolutely non-corrosive 
flux makes low-loss 
joints. Ten cans 
about ', Ib. each 
percarton. Ten 
cartons (100 
cans) to the 
case lot. 


approved by radio engineers. 
AF 77) 

















J CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U.S.A-6 


Originators py mae s largest 
manufacturers of Self Fluxing Solder 


























\ Your Jobber Can Supply You 
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EDART | 
Catalog 


MEDART A valuable book that is more than a 
catalog. Contains tables for com- 
Flexible setlien strength, becuase, Psesnneg Short Center 


ties and sizes of shafting for various © 
oup in o, needs. Tells how to use couplings, e t yuster 
hangers, bearings, clutches, pulleys, 


+ 


rope drives, etc., most advantageous- 














You can correct unavoidable ly. Gives rules for figuring gear Eliminating the shortcomings 
shaft misalignments with speeds and dimensions. Many other of open belt drives, Medart 
Medart Insulated Flexible features. Well illustrated. Discount Short Center Belt Adjusters 
Couplings. Designed specifical sheet permits ready price computa- possess the good features of 
ly for connecting shafts that tion, hence facilitates buying by mail other drives. Automatically 
ire not in proper alignment — all that you need trom one source of compensate for varying loads 
either angular or lateral and supply. and varying tensions. Solve 
that are liable to get out of a high-speed reduction problems. 
ilignment through shocks and Reduce bea pressures and 
jars. Simply built — powerful Rieti mess edaritebas ix. tek friction losses, increase arc of 
— trouble-proof Particularly Re Rea any el. ee belt contact, save space. Widely 
idvantageous in motor drives— peasaity ne bt tetera ae sae idiot used for driving line shafts, 
they act as shock absorbers Ee ee eee eres eae Mbeee jack shafts, generators, air com- 
new mission requirements. : 
etween driving and driven ma ; pressors, pumps, blowers and 
chine lorsed by thousands similar equipment. Quick ship- 
ot use nmediate shipments ments. 
in not 


The Medart Company 


General Office and Works, St. Louis, U. S. A. 


Offiees in Chicago Philadelphia Pittsburgh New York 
ind Seattle 


Otic nd Warehouse in Cincinnati 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


° ge ggpoge , 
=MEDART 


Everything in Line Shafiing Equipment 


PRLS BOTA BEE NTE TT cats TR FESR TROPITONE OP CEL 
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When writing to Advertisers please mention Mitt Suppiies 
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The New Badger 
No. 5 


The New 


pound leverage principle, certified 


Badger’s powerful com- 


malleable castings, straight grained 
rock maple handles and spurs of spe- 
cially hardened steel make it the King 


Or car Movers. 


To aid dealers of Badger movers we 
give a liberal discount, do consumer 
advertising both in trade papers and 
with circulars, furnish them with 
loose-leaf sheets for their salesmen’s 
price book and electros for their cat- 


alogue. 


Materials and workmanship in Badger 


car movers are guaranteed. 
Ht rite For Information. 


THE ADVANCE CAR MOVER CO. 
Appleton, Wisconsin 


New Badger 








Standard Self Aligning 
Belt Fasteners 


Sin plify your stock of belt fasteners. There are three 
sizes of plates and six sizes of rivets to fasten transmis 
sion belts single to 8 ply, and conveyor belts up to 52” 
thick, any width 

self Aligned Plates— 

self Aligned Rivets— 

Rust Proof Plates— 

Use fewer rivets. 

Quicker to apply and take up belt, 

Curved plates fit’ the pulley. 

Plates can be used many times. 

Upson Works 
Unionville, Conn., U. S. A. 

Also manufaeturers of Standard Maltleable and Steel Fasteners, Upson Bolts 


Nuts, Rivets and “Climax'’ Wire Rope Clips 























car movers 


** SLIP PROOF” 
—_=_ | 








WATER GAUGES 


and 
other quality 


Products 





Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 








Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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Trade Name Re { S. Pat. Office 





Guarantee 


BLUE GRASS Wipers 
and polishing cloths 
must satisfy you that 
they are exactly as 


Blue Grass Brand 
Wipers and Polishing Cloths 


Clean — Soft — Absorbent — Lintless — Sanitary — Germ Proof 


FOR FIFTEEN YEARS we have been manufacturing Washed, 
Sterilized Wiping Cloths, giving our entire time to the 
production of wiping cloths only. We have studied the require- 
ments of jobbers and know the 
necessity of supplying them with 
good quality at the lowest possi- 
ble cost. And the fact that we 


own chemical process in boiling 
water, and put through a drying 
process in hot revolving tumblers. 


sell exclusively to the jobbing They are carefully graded before 
trade should have considerable being packed in bales. 
weight with jobbers who want 


cooperation and protection from 
the manufacturer. 


BLUE GRASS Wipers and Pol- 
ishing Cloths are washed in the 
most modern electric driven laun- 


Standardize on BLUE GRASS 
brand and educate your trade to 
insist on getting them. The name 
“Blue Grass” is an absolute guar- 
antee of superior quality which 
protects both the jobber and the 


represented. If found 
otherwise, any and all $ 
shipments are return- 


dry machinery, sterilized by our user. 


We protect our jobbers. Ask for prices. 


able to the factory 
without cost to you. In 


this connection you 


Louisville Sanitary Wipers Co., Inc. 


Factory and Office. 


have the last word and 


: 759-765 S res S 
are the sole judge. 799-765 South Preston St. 








Louisville, Kentucky 














WE MAKE 


Pressed Steel Wheels 
Dise wheels, rubber tired, sturdily built 


to stand all the stresses 
speedily put wooden wheel or iron spoked 


Forty Years of Knowing How 
There is something in a name, and so every 
product that comes from our stamping ma- 
chines, no matter how humble or important its 
purpose, must add to the good reputation 
Mullins has acquired in forty years of experi- 
ence in the manufacture 


and strains that 
on the junk heap 


of metal stampings. 











Shop Equipment 
Tote pans, shop barrels, shipping barrels, 
pressed steel cuspidors a complete line of 
built-to-last shop equipment 







Kettles and Ladles 


Melting and pouring kettles, dipping 
and skimming ladles, ete. 


Elevator Buckets 


Of all kinds, shapes and sizes, after 
the original Salem patents, which have 





been standard since 1880. 





Three generations of jobbers 
have found Mullins lines 
profitable. If you are not familiar with our products 
and prices, write us for further information. 


MULLINS 


102 Mill Street 


BODY CORPORATION 


SALEM, OHIO 














When writing to Advertisers please mention Mitt Surprtes 
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== YOST VISES —= 








GUARANTEED THROUGHOUT 







Machinists’ 


Vise 


Machinists’ 
Vise 


~ 
— 


~~ 
j 
2 Sizes 
814” jaw 
‘4 QQ 
_t YY 
Pattern = 
Makers’ pine 
aws 
Vise “; _—— 





2 Sizes 
7” and 10” jaw 


Combination 
Pipe 
Vise 














+ Machinists’ 


} . Ja J : Vise 
i = 
= 









4 Sizes 
314” to 6” jaw 


jMachinists’ 
* Vise 


Vise 


Heavy and 
Light 
12 Sizes 
Holds Pipe 
sy 


8 to < 


4 Sizes 
Holds Pipe ~\, 
1” to 8” f 













All Steel Anvils 


3 Sizes 
", 2". 


jaw 


60 Ibs. to 450 Ibs. 


Complete Line Manufactured by 


Yost Manufacturing Company 


Meadville, Pa., U. S. A. 


Established 1908 
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A broom for every industrial 


need, and every one an active 


seller! 








The Standard 
since 1876 





Jobbers and mill supply houses find 
that Lay Metal Case Brooms need no 
introduction to the trade — require 
no “high pressure” 

selling methods. a 
Everywhere, they f 


are the standard by ik 
which industrial wr 


brooms are judged. 
You, too, will find it 
easier to sell the 
product of the leader 


than that of imita- iti 
tors! Write today wt NK 
for details of the Lay is HEV 


franchise. 





' 4 ‘a faa 
i BRS 
Ret} i 
fee ty 


‘ 


THE JOSEPH LAY COMPANY 


PORTLAND, INDIANA 


Sales Offices: 


New York City Cleveland Chicago 
110 W. Sith St. 9343 Gorman Ave. 920 Medinah Bldg 
Milwaukee, 400 University Bldg 











Couple of Corkers. 


Carpenters, machinists, in fact, almost 
any hammer user will quickly answer, 
“Cheney” when you ask what hammer 
he likes best. 


Cheney Hammers have a “sure enough” 
appeal to tool users. From their handles 
of clear second-growth hickory and tool 
steel heads with perfectly tempered ends 
to their “hang” which men recognize as 
true hammer balance, Cheney Hammers 
are the real stuff. Men who use tools 
know good ones when they see them— 
and use them. That’s why they always 
ask for Cheney Hammers. 
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The Fastest Seller 
In The Oster Line 


The economy, convenience 
and all-round-usefulness of 
the Oster Power Boy have 
made it the fastest seller in 
the Oster line. 


This portable power driven 
pipe threader cuts ofi, 
threads and screws up fit- 
tings at the turn of a switcn 
for only 60 centsa day. 


It saves money, muscle and 
man power in the shop or on 
the job. It’s the simplest, 
handiest, fastest method of 
doing the pipe fitter’s hard- 
est job. Mail the coupon be- 
low for full details. 


STER 








The Oster Manufacturing Company 


2087 East 61st Place Cleveland, Ohio 
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for quick 


belt repairs 


Broken belts cause but little delay 
in shops where Bristol’s steel belt 
lacing is used. ‘The Bristol method 
of joining belts is simple and quick. 
Without experience, anybody can 
make a strong smooth joint. 
A few fasteners and a hammer are 
all you need, and these can always 
be kept handy. No investment in 
special toolsorequipment. No need 
for special training or skill. No ex- 
pensive delays. 
There is no sacrifice of strength 
for speed. Bristol’s fasteners are 
made of cold rolled steel and hold 
their grip as long as the belt lasts. 
Backed by over 35 years’ 
experience serving belt 
users. 
Bristol’s are a staple ar- 
ticle at most mill supply 
houses. Order yours now 
and be prepared for 
- emergencies. 

Belt Lacing Information 
Send for the latest) bulletin, 722-H, 
about Bristols. Sample fasteners, too, 


if you wish. The Bristol Co., Water- 
bury, Conn. 


BRISTOL'S 
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PATENT STEEL 


BELT 
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ask SCOIT VALVES 


A COMPLETE LINE OF 


ry BRONZE «4 IRON-BODY VALVES 
biliey BUILT FOR LONG LIFE 


Since 
1886 


Scott Check Valves—an unusually 

complete line—bronze and iron-body 

types—standard and extra heavy pres- 

sures—materials and workmanship 

conforming to the high standard of 

quality characteristic of all Scott 

Valves. Lift checks—swing checks— 

regrinding checks—noiseless cushion 

~—hterature checks—angle checks—spring - loaded 

gladly sent checks—hydraulic checks for extreme 
On request pressures — a variety of types _for — 
practically any class of service. Rn 

Swing Check 
150 lbs. 


SCOTT VALVE MFG. CO. 


DETROIT MICH. SIGN VALUE 


“MAXIMUM SERVICE PER DOLLAR” 


SIGN VALUE 























A Recognized Standard — 


ANDERSON STEAM TRAPS 


Because of our many years of experience in design- Model “D” 
ing and manufacturing steam specialties, Anderson 
Steam Traps are regarded as a recognized standard. 
In many of the largest plants throughout the country 
where the strictest attention is given to efficiency 
methods, Anderson Steam Traps are in use. 

Careful selection of materials, competent testing and 
inspection of each trap and a guarantee of efficient 
results assure you that every Anderson Trap will 
give 100% service. 
















Steam Trap 


Use an Anderson— 


Its a Trouble Killer 
The V. D. Anderson Co. 


Cleveland. Ohio 


336 3rd Avenue, New York City 
134 Plymouth Court, Chicago 

207 Union Trust Bldg., Baltimore 
100 Pearl St.. Boston 














242 Race St. Philadelphia 





When writing to Advertisers please mention Mitt Suri 
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Ss These Lines Do Sell! 


ERE'’S a page of quality products that you'll enjoy sell- 

ing. Each item has been so consistently advertised to 
the trade that little effort is needed to get orders. Attractive 
prices—exceptional quality—prompt shipments—that’s our 
reputation. Send for circulars today. 











“Hallowell” All-Steel 
Benche save time and 
noney No carpenter 


**Gast’’ Olilins Machines for loose pulleys 
vill pay tor themselves in afew months. Loose 
pulleys practically never wear out, vhen 
equipped with the “Gast"’ Oiling Machine. Oil 
ice yearly. Brings profitable repeat order 
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‘“*Hallowell’’ Stee benc! Le 
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an be picked 








‘**Unbrako” Hollow Set and Socket-Head Cap 






‘ ind up under trains that wreck 
imilarly tested Besides, 
I t you and your cu 
but net you more proht, ane 
thing to think about 











Box 3, Jenkintown, Penna. 


J 



































hruary, 1927 
ell 
to 
ive 
oul \ 
Es \ 
na j \ 
\ 
' 
| \ 
| 
/ 
| 
| 
| } 
> he the bullseyein your 
» 
sales guolaan easy man 
i Four Sizes 
for all pipe You can set your sales quota several notches 
3 5 to & inch higher and yet hit it squarely by the addition 
of a single sure-fire’ seller—the Genuine 
: WILLIAMS’ “Vulcan” Vise. 
DB It’s unbreakable, compact. rapid in action and 
) positive in grip. And its entire wrought steel 
construction with drop-forged jaws, base and 
- handle, guarantee a long life of hard, continu- 
Look for this ous service. Order yours today. Literature? 
a J. H. WILLIAMS & CO. 
oA “The Drop-Forging People” 
Xs New York BUFFALO Chicago 
Zi GENUINE 
FA Prade Mark 
DROP - FORGED 


~~ 
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FOREMAN MacKAY 


a The Archer Stone Setting Co. 


used thousands of feet of 


WILLIAMSPORT 
WIRE tcc" ROPE 


in the construction of the Stevens Hotel in Chi- 
cago, Ill. 


In most of the large buildings erected in 
Chicago, Williamspor. Wire Rope was used 


ext nsively. 

You too can afford to be sure. You cannot 
afford to be any other way in using Wire Rope. 
Sure of the Tensile Strength—the Grade you 
are putting into service. Williamsport gives 
you this priceless protection in all grades—no 
other make of Wire Rope does. 


Why take a chance? 
Williamsport Wire Rope Co. 


Main Office and Works People’s Gas Bldg., Chicago 
Williamsport, Pa. General Sales Offices 


Mitt S 
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ANDREW JACKSON 


> 
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ALEXANDER HAMILTON 
BENIAMIN FRANKLIN 


THOMAS JEFFERSON 


6 -FAMOUS AMERICANS 





TWIST DRILL 
COMPAN Y 


CLEVELAND 
NEW YORK-CHICAGO- LONDON 





TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES 


Manufacturers of Carbon and Cle-Forge High Speed Drills tor every purpose; “Mezzo” Super-Carbon 
Drills; Hand, Jobbers’ and Shell Reamers; “Peerless” High Speed Reamers; “Paradox”? Adjustable 
Reamers; “Quick-Set” Reamers; “‘Spirex’? Machine Taper Pin Reamers; Chucking Reamers for 
Turret Lathes; .Counterbores; Countersinks; Sockets; End Mills; and the “Ezy-Out” Screw Extractor. 
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Jenkins Valves 


SINCE 1864 
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There’s No Such Thing 
as a Better Babbitt than 
HOYT?’S Genuine “A”’ 


. SME af 


ia ee 
Every bar is distinctly 
marked with the sig- 


nature of E. R. Hoyt. 


HE best way in the world to 
find out what is the finest bab- 
bitt is to try it yourself. That 
is why we urge you to send us 
a sample order for Genuine ‘‘A’’. 


We know that after you have 
tried it, you would never again 
be satisfied with any other bab- 
bitt regardless of price. 








You Can Get This Valuable Book 
on Request 
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BABBITT 
METAL 


DATA 


\m/ 


iN 


HOYT METAL COMPANY 
SAINT LOUIS 
WEWYORK CHICACO DETROIT 
FIETY YEARS OF BABBITT MAKING 
SINCE 187 


SSSRSSSSRASESESSSSSSHSSSSSSSSsSessesseee 
2 CTTITTITITI III 


Anyone who uses babbitt will want a 
copy of this free booklet. It is full 
of valuable information. We will 
gladly send it to you for the asking. 











BABBITT WO 


HOYT METAL COMPANY 


SAINT LOUIS 


New York Chicago Detroit 
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‘CV Chrome Vanadium 


WRENCHES 


This is the | | 
Engineer’s Wrench‘) « ey 


registered in the 
% U.S. Patent Office. 
Tremendous strength ; ‘\ \ J Chrome Vanadium 
é ~SS registered 
> . € * . Augus ie 1925. 
Light Weight — ee 
“Pear shape” jaws | 


for close corners 


Nickel finish with 
polished jaws 


This is the No. 25 Set 


6 Bonney*CV Chrome Vanadium Double End Engineer’s 
Wrenches—different size openings at each end. 


This set takes care of 21 different size nuts and bolts 
from 1/4” U. S. Standard to 3/4” Hex Cap Screws. 


Complete as illustrated 


Attractive discounts to dealers. Special price to mechanics. 


BONNEY FORGE & TOOL WORKS 
ALLENTOWN, PA. 


Makers of Special Service Wrenches of Chrome Vanadium, 
Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises 
and Drop Forgings and the Bonney Rim Tool. 


BONNEY ENCHES 
Chrome~'ar Vanadium 
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= EN a gasket, it is the material that 
counts; the time and labor of 
"| cutting and fitting go for noth- 
ing x if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 





in composition as not to flatten out when 
the bolts are drawn up. 


Carried in stock at all our branches in all 
thicknesses up to 1% inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING C0. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 


Pittsburgh St. Louis San Francisco 





Te: 


7 | re . thatj roint 
te ye. ‘pamasnnly tight! 
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i ECAUSE the Scale Free Process was invented 
and developed by the manufacturer of 
“NATIONAL” Pipe. 
patented scaling rolls (shown above )—used only 
in the mills of National Tube Company. Because 
it is a separate and distinct process in addition to 
the usual operations in making butt-weld pipe, and 
is applied to sizes | to 3-inch. 
mill scale or 


> . . . 
Because it requires special 


Eliminating the 
forms on the 
skelp in the welding furnace gives a greatly im- 


welding-scale which 


proved product for many types of pipe service as 

indicated by the following advantages: 

Be Clean, smooth surfaces forming a better base for 
galvanizing or other protective coatings 

2. Full delivery capacity, less friction loss because 
there are no obstructions to the flow. 

3. No clogging of valves or small orifices because 
there is no scale in the pipe to break off. 

4. Less corrosion—particularly pitting. Mill scale is 


one of the pring ipal causes Of pitting; it 1s electroneg 


ative to the pipe meta and sets up galvanic action 
causins pittins around the scale areas therefore, 
whet scale 1s removed. longer life is obtained from 
the pipe 


5. Greater strength at the weld. The additional rolling 
which scale free pipe receives, increases 1ts strength 
at the weld approximately 20 per cent over ordinary 


butt-weld pipe 
















oe 








Note the 


inset. The clean, 
smooth surfaces of the scale free pipe 
on the 


from the surfaces of the ordinary pipe 


above 


right are easily distinguished 








| 

i 

on the left. ; 
| 

' 

For details of the Scale Free Process } 
and its advantages, write for a copy of i 
Bulletin No. 7—"“NATIONAL”™ SCALE I 
FREE Pipe—Manufacture and Advan- | 
tages | 
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NATIONAL TUBE COMPANY, PITTSBURGH, PA. | 
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For Safety and Economy, Specify 


ROWER 
VINES 


~ 


mts San 


Bronze, iron, and steel € Standard in quality, dis- 
x] > Oo > . ) aa " ‘= 
globe, angle, cross, tinctive in design, finest 
check, and gate valves of workmanship, and 
i valve for every pur 6 ‘ 

: truly finished products, 
pose—as well as lubri ¢ 7 3 
cators, oilers, grease thoroughly inspected 
cups, whistles, water and ¢ and rigidly tested with 


oil gauges, fusible plugs. 
and a most complete line 
of engineering appli 
ances comprise the 
Powell line. 


more than eighty years 
¢ of continuous develop- 


ment for longevity and 


economy in service. 





Bronze Regrinding Medel bronze Renewable seat ana 
star Globe Valve disc White Star Globe Valve 


m i. The Wm. Powell Co. | Pigs 10 


) 


2521-2551 Spring Grove Ave. 


Cincinnati, Ohio 











Every Customer 


Satisfied ! 


The Standard for 25 Years 


yen ERS who sell “THE CINCINNATI” Portable Electric Tools 
have the satisfaction of knowing that when they deliver a drill, 
grinder or buffer the equipment will make good. For 25 years “THE 
CINCINNATI” Portable Electric Tools have been universally rec- 
ognized for their durability, power and ease of handling. This 
onsumer acceptance means less sales resistance, more repeat orders 
and greater profits for you. Why not cash in on the sales possibili- pees 
ties of “THE CINCINNATI" line? Heavy Duty Bench and Floor 


4 to 5 H.P., fully en 


- 





Grinders. 


Write at once for a copy of our new catalog and complete informa- closed safety wheel guards 
about this fast selling line. a - 
/ 2 gill 
Ie ies gs 
The Cincinnati Electrical Tool Co. 


2681 Madison Road Cincinnati, Ohio 








% s * 
ail 
v 
I »| Post Grinders, with and 
vithout feed. !'4 to 3 H.P., van 
DRILLS - GRINDERS - BUFFERS nus types for Tight and “heavy 
WOTK 
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KILL GUPPLIES | 


| 
A Monthly Journal Devoted to the Interests of the Manufacturers and | 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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lize that svmpathy and advice are not always 


right, MILL SUPPLIES is perfectly wi 
iness publications the distributor is told 
if he does know, it is declared that frequently 


as lalled lo put Into operation a lot of Improve- 


ts in ways of doing business. That is true of 


THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 


CHICAGO 


secure a better place in the sun, and incidentally to 
secure aid in pushing away a few clouds that pre- 
vent a stray beam or two from carrying additional 
RAWFORD-McNASH CLAY ©. COOPER, warmth. 

i —_— oni Some may travel too far afield for business, oper- 
ae cen. mae ate on too small a margain of profit, or stock too 
ARI McOSKER, EVELYN K. NELSON, Assistant Edito inany slow moving articles, but these are cases of 
individual management, and certainly not the usual 
containing two-color advertisements, ¢ thing in the mill supply field. In any event, there 


GRANTVEDT, Special Representa 


I fter the 18th, is no such thing as setting up ten or more business 

commandments by which a business can be success- 

ag og ecg Rete = Medora ote fully run except as they are universally applicable 
nf me , to business. 

Not a word of this comment is in unfavorable 
criticism of the material or thought behind the 
article recently published in MILL SUPPLIES, fur- 

ae »  nished by Mr. Gattshall, advertising manager of the 
, Republic Rubber Company. Some of his sugyes- 
Phe ( tions could doubtless be applied to advantage by 


every supply house in the country. This is particu- 

larly true in stressing the definite and economic 

“LAY OFF, MACDUFF” value of the distributor in carrying full stocks for 
ie convenience of the factories, machine shops and 

louses are responsible for the belief many contractors. 


there is no doubt that executives of mat 


Many houses are remiss in ad- 


(Ye Jp 
iy ilfall 


ey do not know how to manage their vertising these facts in their daily papers and by 


, it is about time io direct mail. The same is true in the introduction 
of specialties. Neither Mr. Gattshall nor his com- 

ed or desired by a majority of them. For some pany had or has any ulterior motive in suggesting 

Ways and means for improving methods of distribu- 

tion beyond the fact that any change for the better 

illing to be would affect all manufacturers. 

‘ed. At conventions, in newspapers 


ralriv remunerative vasis 


he slogan has been “‘‘Lay on, Maeduff, and 


first 


eries, ‘Hold, enough!’ ” 


nd in It is altogether possible for magazines and busi- 

Cl ness papers, general writers and sharpshooters on 
subjects economic to become common scolds and 
fault-finders, so a suggestion that they “lay off’ for 
a time and declare a closed season on the mill 
supply distributor may be good advice. 


supposed not to know about his business. 


i@ of business. Not all the supply houses 





ories in any line have reached perfection in 


remel b Otherw ise SUCCESS would be univer- THE WALWORTH INDEX 

nd knowledge and personality would count for In every issue of MILL SUPPLIES for more than 
vear, there has appeared graphs and text compris- 
: yenerally believed that our supply house ing the Valve and Fittings Index, prepared by Joseph 
utives have an inferiority complex, although  H. Barber, assistant to the president and chief stat- 
sometim« tress their troubles in a national istician of the Walworth Company. One chart 
in inviting relief from manufacturers along always shows the actual movement of valves and 
ies that would result to the advantage of fittings since 1924. The monthly index is a com- 
petitioner. They are neither whiners nor men- posite of important national indexes reflecting 
ut are usine their very active brains to changes in trade activity. In the January issue a 








s\\ 
aa 


second chart traced the full history of the 


the World War. 
The Walworth Company began gathering these 


Index 
sinee the close of 


statistics some years ago, because President Coon- 
ley was determined to have data on which his com- 
pany requirements in 
materials, and consequently sales and 
Finding results satisfactory, research 
forward steadily, with results generously 
t] In our January issue Mr. 


could more surely base its 
terms of raw 
production. 
has rone 
broadeast to 
Barber said: 
“We have several times shown that the Walworth 
Valve and Fittings Index is really a very good index 


the public. 


t 


of average ordering demand for all industries the 
country over. It should fact, the 
ts of the valve and fittings industry filter into 
But 
measuring the aver- 
our index is still very erratic. 
that changes in demand always do startle 
us suddenly. Often the overnight shifting of senti- 


be, in because 


proau 
the nooks and corners of every other industry. 
even with such a broad basis for 
ize demand, we see 
It isa fact 
ment and the consequent demand seem 
the real under- 


and we 


change In 
to nave no re | 


sonable basis. L 


} 


en 


iVing trend of business becomes obscured 


don’t know how the wind will blow next. 
“so, When impressions get askew, we need to clear 
our vision and broaden our horizon to note those real 


underlyli r trends as we 


Vv may see them revealed in 
other indexes of related, but less erratic activities. 
On previous occasions we have drawn attention to 

o more stable indexes, which are related to the 
Ol nd steel industry. Each of these supplement- 


studied again now, 


will help us io 


inderstand our Valve and Fittings Index better, 


though neither will tell us the current trend of 
aen nd as quick] "aS does Our OWN index.” 
There is velief that our readers study these 
charts and the text that accompanies them, for they 
e undent \ luable, and are receiving earnest 
ention from not only organized business bodies 
ind universities but from economists workine in 
many line 





WITHOUT FEAR FOR THE FUTURE 


A number of mill Supply distributors were re- 
cently called on, and from not one of them was 
heard a word of complaint concerning business con- 


expression of fear as to what 1927 


mignt bring in the wav of depression. The only 
remark made that might be construed to indicate 
vy concern was that competition probably would 


e even Keener 1n 


1927 than in 1926, and there was 


no adiscoura discernible in the manner of the 


rement 


man who made the suggestion. 
A few months ago there were frequent expres- 
sions Of dubiousness as to busine prospects Tor 


1927, but these seem to have become less and less 
equent Ne t business men as whole are 
king forward with undue optimism to a vear of 
inequalled prosperity, or that tneyv do not realize 


there might be slight and readjust- 


ments, but they feel that if leaders in various lines 


hold up their heads and act with judgment, 


Sane 


—— February, 1927 





there is little danger of any prolonged disarrange- 
ment of business conditions. 

There is not likely ever to be a post-war depres- 
sion period such as was experienced a few years 
back. The lessons learned then have borne fruit. 
Conservative buying and the federal reserve system, 
together with an increasing tendency on the part 
of business men to study conditions as they go along, 
have made for greater strength and stability in the 
vorld of trade and industry. 

On the other hand, what if we do have periods 
when competition is keen? The mill supply man 
who suggested that competition might be keener in 


1QO7 


i927 did not appear to fear it. 





THE VALUE OF STANDARDIZATION 


In the evolution of many types of pottery, the 
hands do evervthing. Machinery has not entirely re- 
placed the hand-working potter and his’ wheel. 


Shaping his vase with essentially the same methods 


in use a thousand years ago, he turns out a product 
just as individual as his methods suggest. There 
are never any two of his vases exactly alike. This 


makes for variation, to be sure, the direct opposite 
of standardization. 

From the artistic point of view, such variation is 
commendable. Nobody wants a vase exactly like his 
neighbor’s, nor a picture like that on evervbody else’s 
for a commodity is stand- 
is in industrial production, the com- 
standardized so it 


where need 
ardized as it 


moditv must also be will meet the 


demand. With this standardization and mass pro- 
duction comes specialized machinery, at the cost, 
some say, of making puppets of men. This latter 


charge is met, 
Lo Henry Kord, 
man’s good. It 


however, by the remark accredited 
that machinery in the end is for 
“shifts the burden from his shoulders 
Machinery production, with its 
specialized and standardized system, has taken us 
primitive manufacture. — It 
means mass production to satisfy the demands of 
millions of people. 

But the manufacturer is not 
standardized production as he has 
Furthermore, he wants to perfect it. 


] 


¢ } 
onto that of steel. 


out of the realms. of 


satisfied with 
developed it. 
He knows that 
a perfected standardization insures greater output at 


vel 


lowered production costs, that the worker has in- 
creased incentive to labor because of higher wages, 
and that prices as a whole are stabilized. 

Secretary of Commerce Hoover in a recent address 
noted the reduction of unnecessary varieties in 
manufacture as being one of the factors contributing 
to our increasing national efliciency. He called 
elimination of little used items in manufacture a 
drive on waste in both production and distribution. 
This aids standardization of product and brings al- 
lied benefits. The valve and fittings industry has 
set the pace by discriminating between little used 
and odd items, simplified its output, and adopted 
standard sizes and dimensions of its product to meet 
the needs of consumption so far as they are stand- 
ardized. Undoubtedly it finds that attention to a 
lessened number of items means opportunity to per- 
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fect its standard, at the same time that other bene- 
fits result. 

With standardization, then, come not only a 
greater massed output and a product perfected as 
far as possible, but a lowered cost of production, and 
an easier item to sell because it becomes well known 
through its standardization. The resultant quick 
turnover is satisfying to all concerned, from manu- 
facturers down to mill supply salesmen. Adver- 
tisements tell us that standardization builds for per- 
manence, that through it is achieved a scientifically- 
made and higher type of product. 

Many benefits accrue therefore from machinery 
production if it is accompanied by standardization. 
If the latter process facilitates an increase of 500 
percent in production, for instance, costs may be cut 
50 percent, and this results in lowered prices for 
consumers, With producers realizing satisfactory 
prolits. 





DO UNTO OTHERS 


How often do we hear the Golden Rule cited as 
a maxim to govern business relations, and yet how 
often it is forgotten in the reception given salesmen 
or missionaries by purchasing agents or others whos« 
duty it is to receive them. 

Whenever he is tempted to dismiss a salesman 
without giving him an interview, or to treat 
with 


him 
courtesy while he is telling his story, 
the listener might 


scant 
be dissuaded were he to realize 
that the business of the firm for which he buys and 
his own personal prosperity are dependent ulti- 
mately on sales and the success of the salesmen rep- 
Would he like to see his com- 
pany’s salesmen treated that way? Certainly not. 

There are pests in the selling 
everywhere else, and in such cases it might be 
that there are exceptions to the Golden 
to other rules. 


resenting his house. 
some gyame, as 
said 
Rule, as 
there are Nevertheless, it is usually 


est to grant the salesman a fair hearing, both from 
courtesy and because he may have 


i message of importance to the buyer and his house. 


he viewpoint of 





ADOPTING NEW METHODS 
Often, as revealed in “review” letters presented 


in the January issue of MILL SUPPLIES, a manufac- 
realizes the difliculties encountered by mill 
supply distributors. If the manufacturer helps to 
overcome the difficulties, as was the 


In one of 


turer 


case outlined 
these letters, so much the better for the 
distributor. “Formerly,” wrote this manufacturer, 
“we operated on the ‘catch as catch can’ policy, get- 
ting as good a price for our merchandise as we 
could, with nothing standardized.” 
explain the changes made. 


He went on to 
His house instituted a 
“one price” policy, recognized the mill supply dis- 
tributor as the logical distributor of its product, and 
thereby eliminated cost of large sales organizations. 

Other producers and distributors constantly im- 
prove upon the old methods, many cooperating to 
achieve the same goal. Hand in glove they work 
to replace worn out systems with altogether new 


or re-furbished ones. Many dealers concentrate on 





local territories, where the service part of the sale 
can be closely watched and its expense controlled. 
Manufacturers report that distributors are more 
and more interested in watching individual sales 
rather than volume of sales. They strive to make 
such individual sales show sufficient profit to care for 
their separate overhead and to show net profits. They 
discard items not turning over in a reasonable length 
of time. They protest “‘cheap credits’ 
their collections more closely. 


and watch 
They guard against 
too low a stock, for they realize the increased manu- 
facturing costs resulting from rush orders to manu- 
facturers. They adjust their selling, moreover, to 
the growing system of hand-to-mouth buying. They 
awaken to the opportunities offered by specialties. 
In short, and according to manufacturers reporting 
yn the situation, distributors are every year mak- 
ing more intelligent sales efforts. By adopting all 
the new and improved methods they can safely re- 
cruit, producer and distributor alike will meet 
emergencies sure to present themselves. 





SPEAKING OF “PET PEEVES” 
The telephone bell rings. 


Perhaps you are in the 
midst of a mass of 


work. You mutter something, 
swing around in your chair and lift the receiver. 
“Mr. Jones’ sweet voice. “Yes,” you 
answer. “Hold the wire, please.” You wait, and 
perhaps after a bit you hear the admonition, ‘Just 
a moment, please.” Then Smith comes to the ‘phone 
and tells vou his business. Sure, Smith was busy, 
True, he couldn’t take the time to 
for central to land you, but neither did you 
have the time to hold the wire while his telephone 
operator got in touch with him after she had gotten 
you. It’s bad business, this getting the other fellow 
on the wire before you are at the ‘phone, except un- 
der extraordinary circumstances, and then it is well 
to apologize for doing so. It may be all right when 
the man who is waiting for you is one of your em- 
ploves, or somebody who sells to you or is under 
obligation to vou, but if he is a buyer, look out! 
He may explode some day! 


”? asks a 


but so were vou. 
wait 





IT’S NOT THE PRICE THAT COUNTS 

Very often you hear the remark, “My, how high 
prices are! Why, I can remember when you could 
buy it for only a fourth of that!’ 

No one will deny that most things cost a great 
deal less a few vears ago than they do now, but how 
high were salaries and wages? And, furthermore, 
how many people had the conveniences and _ pleas- 
ures that are theirs today? 

It does not great stretch of memory to 
recall the day when the kids, one after another, had 
their Saturday night bath in a tub before the 
kitchen fire, when Dad cut their hair with the fam- 
ily shears, when new suits of clothes or dresses were 
few and far between and when visits to the theater 
were rare. Many things that were treats to the 
folks of yesterday are commonplace today. No, it 
isn’t the actual cost of things that counts, but how 
well people can afford to have them. 


take a 
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Our Platform 


The entire sales program and objective of 
The Mechanical Rubber Company has been, 
and is, based on these points: 


First—To provide a more complete 
line of merchandise than is available 
from any other source, enhancing pur- 
chasing power. 


Second—To rigidly sustain quality 
andintegrity of product, creating good- 
will and winning the repeat order. 


Third—To provide distributors the 
nation over with agenuine,constructive 
plan for the exclusive sale of Mechan- 
ical Rubber Goods and Packings. 


Fourth—To render every reasonable 
aid and service in promoting sales and 
sustaining the welfareof thedistributor. 


Fifth—To provide a cost basis that 


insures a Satisfactory margin of profit. 


Prep meen. 


“meets 7 
We Back } iss Well Bought 
the Jobber L KBOY } is Half Sold 
. Se ‘De oral Us 


THE MECHANICAL RUBBER COMPANY 
Cleveland, Ohio New York City 
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eservations Are Now Being Accepted 


Convention Berths and Staterooms Will Be Allotted Early in 


Spring, and It Is Advisable to Get Applications in Immediately 


At a conference held in New York City 
George A. Fernley, Don S. 


January 7th 
Brisbin and L. B. Beaudin, 


representi iz the three mill supply associations, decided 
that on and after that date all applications received by 
Navigation Co. for 


the Northern reservations on the 








L. H. Larzeler 

Souther Lssociation 
Steamship Noronic, 
would be 


ments of 


for the triple convention 
Applicants will receive acknowledg- 
reservations from the steamship 
will advise as to 
stateroom numbers at a later date. 

1] with 


eee | peer 
li Matters 


cruise, 


accepted. 


their com- 
pany, and the company berth or 


reference to The 


National Supply 
and Machinery Distributors’ Association, active and as- 
sociate members, will be referred to Secretary George 





A. Fernley in Philadelphia. All matters in connection 
with the reservations of members of the American Sup- 
ply and Machinery Manufacturers’ Association are to be 
referred to Secretary F. D. Mitchell or President Don 
S. Brisbin in New York, and of the Southern Supply 


| 





H. A ckhle s 


B. 
sociation President, The National 


Association 
and Machinery Dealers’ Association to Secretary Alvin 
M. Smith in Richmond. The president of each associa- 
tion will appoint a committee of one to allot the rooms 
for their respective memberships. These representa- 
tives will meet on or about March 30th and definitely 


allot berths, staterooms and parlors for the trip. 


! 
reminded that the Noronic is 


Everyone interested is 


( ontiniued on page 54) 
aoe 





ociario?r 


Mitchell Alvin M. Smith 


Fg 
secret 
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ration of 


he Joundation of Your 
HE fifth ana final essential to the Machinery Profits 


foundation of your machinery prof- 

its, is the cooperation of the dealer i, 
with the manufacturer. This cooperation 
means, in short, the dealer’s willingness 
to call on and utilize all the essentials of 
sound and profitable merchandising 
which have been placed at his disposal 
by the manufacturer. 




















Dodge products, including all major parts 
of industry, operating equipment, plus 





National Advertising 








Dodge engineering service supplement- Dealer Confidence in Product 
ing the service of your own Dodge spe- 2 








cialist, plus your cooperation, mean 


bigger profits for you. | Prestige of Product 


Your cooperation includes knowledge 

















and intensive cultivation of your market and its 
opportunities for the sale of Dodge equipment, the 
utilization of the assistance offered by Dodge engi- 
neers, a consistent and effective use of the sales pro- 
motion material offered for your use. 


Cooperation invariably employs 
mutuality. The Dodge Manu- 
facturing Corporation must do 
certain things—you must do 
certain things. The accomplish- 
ment of these things effectively 
and in perfect harmony means 
cooperation in its fullest sense 
and greater opportunity for 
added sales and profit for you. 


The entire Dodge organization 
—executives, engineers, sales- 
men, branch managers, and de- 
partment superintendents, their 
foremen and their workmen are 
all back of the Dodge dealer. 





DODGE ENGINEERING SERVICE 





YOUR The executives are ever watch- 
COOPERATION ful in order that policies are 











POWER TRANSMITTING—MATERIAL 


——— 
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re 
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formulated with regard to your interests 
and that quality and deliveries are kept 
up to a standard that will permit you to 
successfully compete with anyone. 


Dodge engineers are studying the needs 
of the markets you are serving—they are 
developing new products for new condi- 
tions, improving old products 

to serve better than before. 

They are profiting by past ex- 

perience and adding continu- 

ally to the store that is yours 

to call on for the benefit of 

your customers. 


Dodge superintendents, fore- 
men and mechanics are build- 
ing into the products from the 
foundry moulds to the finish- 
ing cut, that quality of mate- 
rial and workmanship that 


Distribution 


Fifteen District Sales Offices 
located in Chicago, Milwau- 
kee, Minneapolis, Cleveland, 
Cincinnati, Oneida, Boston, 
Philadelphia, New York, 
Newark, Atlanta, St. Louis, 
Houston, San Francisco and 
Portland cooperate with 500 
leading mill supply and ma- 
chinery dealers in making 
Dodge service immediately 
available to industry. 





Noyes 








means added value in service and oper- 
ating efficiency to your customers. 


All departments of Dodge are interested 
in sales—all understand their obligation 
to you as the distributor and to your cus- 
tomer as the consumer. They are at your 
command at all times. 


& 


command 


BRANCH 
| MANAGERS 








Booths 118-419-420-421, Chicago Power Show 
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a big ship and will care for a large number of people. 
It is not wise to assume that there is not going to be 
room for you and your associates. The presidents and 
secretaries of all these associations are good salesmen 
in 


(Con fipride d Prowl page 
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you certainly will have very little ground for complaint 
if sometime in the early spring your request for a berth 
or a stateroom is turned down. Let’s go! Send in your 
reservation now! 

News of the resumption of the Triple Convention after 


and very naturally desire to see reservations pour a lapse of two years has met with an enthusiastic recep- 
without delay. In any event, it is evident that the ship tion in the trade, and an extraordinary interest has been 
s not sold out. but there is no reasonable excuse for aroused in the June gathering because of it and the 
you to delay making your wants known now. Later, novelty of holding the meetings aboard a lake steamship. 
vou can cancel your reservation on reasonable notice Indications are that the convention will be one of the 
f necessary. If you do not make your reservation now, most successful in years. 

<> « 


Jeffrey Company 50 Years Old 


History Linked with the Development of Chain Uses in Industry 


A half century ago the greater resources of electrical 
power were yet to be developed, and mechanical material 
andling was in its infancy. Some attempts had been 
made to elevate and convey materials by mac hinery, but 
these were crude and few 

In 1877 the Jeffrey Manufacturing Company, Colum- 
is, Ohio, wl . is vear observing its fiftieth an- 

versary, bega he manufacture of a machine for cut- 
ting coal mechanic mn which new types of chain for 
power transmission were used. The company states that 
that machine was the first practical coal cutter and was 


to revolutionize the coal mining industry and 


chains for many 


destined 


ypen the way for the development ot 
industrial uses. 
1 ’ 

At about the 


hen known as the Col 


member of the 

Rolling Mills 
le one room workshop of the Jeffrey company. Notic- 
malleable steel thimble 
roller chain lying on the floor, he inquired if they might 


same time a companys 


umbus went to the 


ng several pieces of roller and 


not be used as a drive for the feed rolls in the Columbus 
mill. While these chains had been designed for use as 


drives on the Jeffrey coal cutters, it was found that they 
the feed rolls. From this humble 


department of the Jeffrey company 


* «| } y11¢ ] 1 4 1] 
worked eq lally well on 


; ' eS 
beyinning tne cnain 
yrew rapidly, and these t 


wo chains soon were being used 


levat 





for bucket elevators, conveyors and drives in several 
dustries. The power transmission problem of stern 
vheel steamers on the Mississippi river added impetus 
to the development of the chain business. Two of the 
first companies to change from belt drives to Jeffrey 
chain drives on their river boats were the Pittsburgh 
Plate Glass Company and Mahler, Bell & Ollinger, of 
Mobile 
Various companies in industries where materials were 
moved frequently between processes had been experiment- 
ng with several types of conveyors. These were prin- 
pa rope with cross flights for pushing the material 
yut they were not Me atisfactory Simple chair 
tacnmer vere yn developed to carry the flights, and 
ew era Onve r id begur Other types of chain 
1 evyors wet he natural development. Perhaps 
he earliest u f Jeffre mveyors Was by canning com- 
es and ug lits and vegetable and in straw 
rd plant as straw convevors As y as 1886 the 
Portage Strawboard Company, the nucleus of the pres- 
ent American Strawboard Company, had in use over two 
miles Jeffre roller chain. Jeffrey engineers have 
given to industry many of the most important develop- 
ments in elevating, conveying, transmission, crushing, 
ilverizing and shredding machinery, it is said. 
The present Jeffrey plant covers more than 60 acres 


of ground. 


+ 


Twenty branch offices carry Jeffrey service 
part of the United States, and many sales repre- 
sentatives extend it to practically every country. 

In its golden anniversary, the Jeffrey 
Manufacturing Company is to be congratulated on its 
numerous contributions to material handling progress. 
Material handling is an important factor in practically 
every industry. With the heavier handling tasks lifted 
from its shoulders, labor 


O every 


celebrating 


is happier and able to increase 
Production has increased many fold, and 
it has been possible in many lower the 


its earnings. 
causes to greatly 
unit cost. 


— « 


POWER SESSIONS THIS MONTH 


Midwestern Conference and Exposition to Be Held in 
Chicago Feb. 15th to 19th 


The second annual Midwestern Engineering & Power 
Exposition and Midwest Power Conference will be held 
in conjunction in the Coliseum, Chicago, this month. 
The conference will extend from February 15th to 18th 
and the exposition from February 15th to 19th. Fully 
260 companies are expected to show equipment valued 
at approximately $1,000,000. Engines, boilers, turbines, 
methods of coal burning, water 
softening and cleaning, means of transporting material 
and latest developments in handling high steam pressure, 
in fact practically everything of interest to the engineer 
will be shown. About 50,000 visited the exhibit in 1926, 
and it is expected that the number will be exceeded this 
year. 


motors, electrical devices, 


The Midwest Power Conference this vear will be virtu- 
ally all-inclusive, touching on the necessary phases of 
problems discussed at last vear’s meeting and broaden- 
ing the scope to include subjects of vital interest to the 
entire power industry heretofore not brought before the 
sessions. Plans call for five meetings, sight-seeing trips 


+ 


in the Chicago territory and the an- 
February 17th in the 
Notable speakers will 


» important plants 


nual 
Red 
address 
at the 


Thursday evening, 
the Palmer House. 
meetings. 


banquet 
Room of 
the 


conference 


It is expected that registrations 
will exceed 2,000. 

The Midwest Power Conference is sponsored by the 
local sections, regional and professional divisions of the 
Society of Mechanical Engineers, Amer 
Institute of Mining Engineers, National Electric 

Association, Western Society of Na- 
Council and the American 
Engineers. William S. 
is chairman of the conference. 


‘. : 
American 


Engineers, 
Institute 
Monroe, president of 


tional Safety 
Electrical 
Sargent & Lundy, 
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Set for Rise? 


While December Walworth Index Was at Lowest Level in Over Two 


Years, Indications Are for Resumption of Upward Trend in Spring 


JOSEPH H. BARBER* 


Assistant to President and Chief Statistician, Walworth Company 








ss) 1924 1925 926 

VW vorth Chart Showing Actual Movement Sinee 1 Jed 
December Preliminary Index 100 
November Preliminary Index 10.3 


The monthly index is a composite of important nationa 


inde re re flecting changes in valve and fitting: trade 
— y . . , 

wtivityu. T he index measures the significant change aL 

, , . , , ’ , : 

the quantity Of valve and fittings demand, the eee ot 


. : my : am age, 
price fluctuations being eliminated, as well as all truly 


seasona move nie nts. 


The V 


the tendency 


and F 


toward 


alve ittings Index for December shows that 


vear-end sagging continued, and 
Many generally reported 
evidences of declining activity, 
nature of its construction, the Valve and 
Fittings Index was one of the first to reveal the decline, 


first to indicate that the end of the 


became even more pronounced. 
indexes of activity give 
but, by the 
one of the 
hand. 

This index is an average of factors reflecting ordering 
or contracting demand, and the demand factors all meas- 
ure volume changes only, unaffected by price fluctuations. 
While the index takes an average of data pertaining to 
building contracts, sanitary ware orders, mechanical 
equipment orders and other like factors related particu- 
larly to valve and fittings demand activity, it is still true 
that the index is a fair measure of general demand 
activity in the United States. And our industry depends 
for its health upon the health of industry in general. 

It is significant then that of the 
our index, nearlv all have 
sagging of demand that 
This declining trend, 


recent 


and is now 


decline is at 


various demand factors 


averaged in been affected by 


the general shows up in the 
which we have 
months, is after all only a con- 
a sagging tendency that has shown 
1926. At 


three months three-quarters of 


index. 


average 


been noticing in 
tinuation of 


ing all the 


up dur- 


some time during the last 
the 


year 


factors we take into 


our index were at their lowest levels for the year, and 
the combined effect upon the average index is to plac 
the December posting at the lowest level n over tw 


vears. 


We were not greatly impressed by the dwindling vol 
Imes in the early months, nor as long as they wert 
vreater than volumes shown at similar periods in 1925. 
Now we contrast demand in the last quarter of 1926 a 


an average level of 104 with the last quarter 1925 level 
of demand at an 136. The ec 
reveals a drop in the going level 


It ¢ mphasizes the fact that the 1926 exper] 


average level of 


mMparison 


twenty-three percent 
of demand 
ence of persistent sagging is quite opposite from that of 


ouner recen 


occurred with the 


t vears, when continuous 


monthly gains 


approach of each winter. 


When we fail to see repeated an occurrence we have 
become accustomed to, we tend to become apprehensive. 
And when reports change from ‘“‘better than a 
to “worse than a year ago” 
the 


year ago” 


we begin to raise questions 


as to future. How far may this thing go? Has 
somebody put skids under us? And when do we strike 
bottom? We may admit that demand could run con- 
tinuously at this twenty-three percent under the peak 
levels of 1925 and still be quite as good as the average 
level of demand during the last four or five vears, and 
even a whole lot better than in a real depression like 
that of 1921. We may even be willing to admit that we 


did really expect peak levels of demand to 


indefinitely. But is there 


not continue 


anything to indicate how far 


the present sagging will carry? 

The second 
the Valve and Fi 
two forms. The fainter line shows the 
the index, just as they would 
currently each month if 


full 


Index. It 


chart shows the 


post-war record ot! 


ttings shows the index i 
monthly postings 
for have been reported 


these articles had been appear- 
ing each month over the whole period. The course drawn 
by this monthly line is very irregular, and if we had been 
watching this line as it developed its history, there would 
have been many previous occasions when we would have 
puzzled over what the line would do next. And always 
the darkest hour has been just before the dawn. In any 

1921 each time the line has sagged to 


case but that of 

a low ebb it has been just then that a definite rise has 
been ready to set in. 

Is it not probable that the last quarter of 
the current months are showing the worst sagging that 
we shall see in all of 1927”? Notice the second form in 
which we have shown the valve and fittings demand upon 


1926 and 


the second chart. The heavier line shown there is the 
real trend of demand. That heavier line is based upon 
precisely the same measures of demand, but it smooths 


out the month-by-month irregularities. It shows what 
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soled 3) ~ MONTHLY RECORD OF WALWORTH INDEX 
/ “ COMPARED WITH THE 
SMOOTHED TREND OF VALVE AND FITTINGS 


- st DEMAND 





[_« : 
the real. solid trend { demand would h; » hean 
the real, SOlld trend ol Gemand would nave bee! 
were no errath month-byv-monthn fluctuations. 


shows the fundamental 





wave-like trend of tl} 


economic factors underlying the more spasmodic ordering 
h postings. 


as revealed in the month-by-mont 
We have been particular to show part of 
’ line, and only portions of it as a 


line as a “dotted” 
line. Those heavy line that are actually 


declining are the portions we have shown “full” in ord 


port ions of the 
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Experienced Foundrymen 
Look for the Osborn Trademark 


250 





Moulders’ Soft Brush. 


Pure Black or Grey Horse hair 


set 


Size of block 9° 


ent in 


brush. 


Length of hair 2's 
x1 


and 


Very convent- 
a long-wearing 


Made of 
staple 
4 rows wide 


Osborn Foundry Brushes bear the familiar 
Osborn trademark—known to experienced 
foundrymen for years as the symbol of 
quality. 


A large measure of the preference for Osborn 
Foundry Brushes and foundry equipment 
lies in the fact that Osborn has made an 
intimate study of the practical needs and 
requirements of foundrymen. To this Osborn 
has added a degree of quality far above the 
average. 


On this page are illustrated a few of the 
more popular Osborn foundry brushes—a 
catalog showing the complete line of Osborn 
Foundry Supplies and Equipment will 
gladly be sent on request. 


JHE TSBORN MANUFALTURING LOMPANY 


Cleveland, Ohio 


BETTER 


5401 Hamilton Ave. 






WEARING 


amie emer mer nee 


Brushes 


BRUSH 
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205—Moulders’ Soft Brush. Made 
of extra-long, stiff Pure Black Horse 


Hair -staple set. Length of hatr 
3Y%"—-5 rows wide. Size of block 
9%" x 2”. Very popular with foun 


drymen for their efficiency and 
long-wearing qualities. 













204— Moulders' Hard Brush. Thisisavery 


popular number 
rocker face 
of pure horse hair 


——g —y 


brush « 





»ecause of the curved or 
and theextra heavy filling 
Exceptionally long 


——— ™ 
“ LOSBORN — ~— | 
ee i ae 
| ef | 1 t 
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4 ‘ re ' 4 
28—Bridled Casting Brush. This 
»ntains more wire than the 
ordinary casting brush Heavy 


sheet tron bridles minimize vibra- 


tion and reduce breakage of end 


wires 
length 


FOR 


Will give 2 to 3 times the 


of service 


EVERY 





seep eRIEAIN SANT 


USE 
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to emphasize the fact that the real trend was downward 
in those particular pericds. Then, for contrast, we have 
shown the heavy trend line as a “dotted” line wherever 
the demand was steadying before a rise, was definitely 
rising, or was continuing at high levels just prior to a 
decline. 

There are two points of interest in the diagram as 
thus drawn: First, declines have consumed approxi- 
mately twelve to fourteen months before steadying at 
lower levels. (This generally is confirmed by other 
studies analyzing pre-war periods.) Second, the decline 
usually 
the time it has progressed eight or nine months. 


strikes its gait,” or fixes its angle of slope by 


These facts should help us in answering the question, 
“How far will the present sagging go?” The mechanical 
computation of that heavy trend line trom the monthly 
postings is quite definite in saying that a real declining 
trend was begun with the opening of 1926. But statistics 
have their limitations. The slope of the declining heavy 
trend line, as shown for 1926 here, is not drawn to date 
absolutely and finally. It is based partly upon estimates 
and reasoning. Nevertheless, the picture revealed is very 
close to the facts, and the slope of the heavy line, as 


shown here, suggests fairly enough the really moderate 
nature of the decline as compared with the decline 
1920 and 1921. 


The December posting of the index, which has t 


as touched 
low levels, and which contrasts so sharph 
y] ordering in December, 1925, is probably after all too 
w. That is, there is little in the present picture of the 
real underlying trend to suggest that the recent Decen 
ber level is to be a level which will continue for very 
long. The declining trend of demand should have rev 


ts worst by the time this article is printed. And, if pre- 


edents are followed, then by spring the underlying 


conomic factors should have laid the foundation for 





he resumption of a rising trend in our demand inde 
[ff we think in the broader terms of the annual total 
business done, then these variations in demand are not 
very great, because one vear’s annual total of demand is 
isually not greatly different from another year’s annual 
total. In normal times such disturbances as occur in the 
tions of demand usually result from t} 
proportionate Snare of MUSINeSS ! pie 
A disproportionatels large last-halt vear ol bush 
irred in the last half of 1925, just before the d 
nately large first-hal ear business of 1926. This 
the smaller half o 1926 bus ¢ } he las halt 
926. This lesser volume may carry along far enoug} 
hat it will be the first half of 1927 that Is the leane 
suct reaso conhirms the previous deaur 
he spring of 1927 a e should begit . 1 
iké ne i } »f 1927 etter na an S! 
ring 1927's inn lal total lp _ rn | rood \ ~ 
«il { 
—~<t- ¢ 


QUITS THE SUPPLY BUSINESS 
Northern) Machinery Company to Devote Its Energy 
to Burner It Manufactures 


‘he Northern Machinery Company, tor more than 


laill 


rty years a well-known supply distributor in Minneap 
las given up the supply end of its business to devote 
lll its energy to the natural draft burner it is now 


manufacturing. 

This company Was ¢ stablished in 1883 by A. F. Bruch- 
holz, who at that time was agent for R. Hoe & Co., 
manufacturers of saw and saw bits. He took on other 
agencies from time to time, and later called his business 


the Northern Machinery Company. The business con- 


+3 


57 


tinued to expand, Mr. Bruchholz taking on woodworking 


machinery, then iron working machinery, as well as a 


ge 


‘neral line of mill supplies. 


M. C. Barnum joined the company in 1914 and assumed 


the management at the beginning of 1915. In 1916 Mr. 
Bruchholz’ interests were purchased by Mr. Barnum and 
three Canadians, W. H. Young, of the A. R. Williams 
Machinery Co., and E. G. and L. R. Barrett, of the Vulcan 


Ir 


on Works, all of Winnipeg. In 1921 Mr. Young and 


the Messrs. Barrett sold out their holdings to Mr. Bar- 
num and George A. DuToit, Jr., who had been for 11 


ve 


‘ars purchasing agent for the Minneapolis Steel & 


Machinery Company. 


bt 


The Northern Machinery Company established an oil 
irner department in 1923, selling oil burners for domes- 


tic and industrial purposes, and in 1925 commenced the 
manufacture of the “Northern” natural draft burner. 
The company has branched out in a national way with 


i+ 
it 


s burner and has distributors in 30 cities, from coast 


» coast. 


Mr. Barnum is president of the company, Cyrus P. 


Barnum vice-president and Mr. DuToit treasurer and 
buyer. The company formerly handled mill supplies, 


\ 
\ 


( 


ood shop and metal working machinery and garage 


quipment, and covered Minnesota, North Dakota, South 


Dakota, northern Wisconsin and northern Iowa with 10 


Sc 


_ 


1 


ilesmen. The home of the company is at 503 South 
ixth street. 


FAFNIR ELECTS NEW OFFICERS 


H. Cooper Becomes Chairman of the Board and 


Maurice Stanley Is Elected President 
At a recent meeting of the board of directors of the 
afnir Bearing Co., New Britain, Conn., the following 
anges in offices were made: E. H. Cooper resigned 


s president and was elected chairman of the board; 


Maurice Stanley, formerly vice-president and secretary, 


Wi 


is elected president; E. R. Carter and R. N. Hemenway, 


formerly assistant secretaries, were made vice-presi- 


ary and treasurer, and C. F. St: 


dents; A. G. Way, formerly treasurer, was made secre- 


nlev was elected assis- 


R. R. Searles retains his office of vice-president and 


endent, and G. F. Atwater continues as 


assistant treasure} 

Ik. H. Cooper, the new chairman of the board, was one 
if the organizers of the company in 1911. He will con- 

ie to be actively interested in its policies, but plans 
to leave the direction of affairs to the other officers. 

M 1 l¢ otal ley the new president, has beet con- 

ted with the company since 1914, hav ng filled the 
offices of sales manager, secretary, and, later, vice-presi- 
li and secretary. He has been particularly identified 
with the standard bearing sales and will continue his 
close association with this branch of the business, espe- 
cially in the automotive field 

I. R. Carter, one of the new vice-presidents, who has 
} h both tl i } 


een in close contact with both t 


ne automotive anda gen- 
trial sales of standard bearings, will continue to 


hye 
be closely identified with these lines. R. N. Hemenway, 


ie other new vice-president, and C. F. Stanley, new 


ty) 


ssistant secretary, are both connected with sales in the 


ndustrial bearing department, which covers the com- 


pany’s line of ball bearing transmission equipment, in- 


cluding hanger boxes, pillow blocks, loose pulleys, ete., 


s well as textile and many special applications using 


the Fafnir transmission, or long inner ring bearing. 

















A New General 
Catalogue will translate 
your customers’ needs 
into terms of 
your goods. 

It will increase your 
turnover without 
increasing your 
inventory or your 
organization. 





Jobbers Catalogue Department 
The Lakeside Press 
R. R. DONNELLEY & SONS COMPANY 


731 PLYMOUTH COURT = CHICAGO 
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1926 


Financial Review of Central Trust Company of Iliinois Shows That 


Past Records Were Eclipsed During the Year Recently Ended 


Manufacturers and distributors of mill supplies and 
business men in general will be interested in the facts 
revealed in the summary of 
in the financial 


Illinois, 


finance and _ business 
review of the Central Trust 


Chicago. 


given Com- 


pany ot The report in part is as fol- 


lows: 
There 
high mark for 


United States 


is much satisfaction in again reporting a new 


business and 


operations in the 
L9L9;, 192s 
unusual totals for 
but the year 1926 eclipsed all previous 


financial 
ti The business summaries for 
1925 presented new 


the United States, 


nad 
alia 


some and 
records in the total of financial operations (war financing 
n the totals of manufacturing and mer- 
chandising operations, as well as in the totals of more 
various lines of production and distri- 


not included), 


than 70 of the 


bution. Few lines of importance failed to record a new 
high in 1926 and most of these have recently made 
material gains and finished the year in a reasonably 


satisfactory manner. 

great industry which has 
een able to keep pace with the upward trend in busi- 
volume, and in relative prosperity the farming popu- 
1 of thirty million people is well below the 
population of eighty-five million people. 
t 


Agriculture remains the one 
not b 

ness 
urban 
Crop produc- 
ion for 1926 was nearly 5% above the ten-year average, 
1925 it was a fraction of 1’ 


while in below the ten-year 


average. Through this increase in production, agricul- 
had it 
in the average selling 
Outside of the cotton belt, the 
gross buying power of the farmer gained somewhat dur- 
cotton omitted, the 


ure would have received a considerable up-lift 
not been for a decline of about 9° 


price of 


farm products. 


ing the year and, gross income of 





all farmers and the total cash receipts of all farmers 
from 1926 operations will both reach the highest point 
since 1919 
A considerable actual decline in wealth has been oc- 
casioned by the continued shrinkage in commodity prices. 
Fart ealth, placed at 41 billion dollars in 1910, was 
7S ) »? lars Bal 1920, followed DV a drop In two 
i} f no less than 15 billion dollars to a total of 63 
| ! ir n 1922 
Phe nge in the aggregate of corporate wealth since 
1922 ; not been great, and the total wealth of all cor 
9 ed at 102 billion dollars in 1922, remains 
er ¢ t! fl lhe ()t h imount wo-th rds 
rn fiwey ISS S () } na mn eC; } 
mplete anal s show 1s ( ( be 
1) vi 14 manutactut al minh 
railroads and other publ itil iving 
2 \ th, made u homes and rsonal 
: wned b yrovernme Ss and mu palities 
nd 1% in merchandising and miscellaneous activities 
Phe nal debt of the ed Ss eS W: re 
f } ‘ eal $1.173.000,000 and the r 
deb \ reducer vy $750.000.000. that our 
n if ul cle now |e than $61 per capita ym 
pared with S68 a vear ag decrease of 11’ In one 
endat The net result of treasury operations 11 
matters relating to the public debt was a decrease of 5‘ 


debt for 


amounting to 12 


in interest on the public 1926 from 1925, the 


reduction from 1924 


al revenues for the fiscal year 1926 amounted to 


$660,000,000, a gain of 10% over the previous year, while 
expenditures were $680,000,000, an increase of only 6% 
over 1925. 

Total member banks of the Federal 
Reserve System as of June 30th, 1926, were $40,845,000, 
compared with $39,105,000 a vear before, a gain of 4%, 
and compared with resources of $35,777,000 on the cor- 
responding date of 1924. 

Total national banks as of 
1926, were $25,516,000, an increase of 4% in twelve 
months. Deposits were $20,642,000, also an increase of 
17, although the 

Individual deposits of all banks in the United States 
as of June 30th, 1926, were $49,724,000, compared with 
$47,573,000 a before and $43,366,000 


resources of all 


resources of all June 30th, 


number of banks decreased 1%. 


year two years 
before = 
Business 1926 


previous year. 


failures in numbered 20,974, an _ in- 

over the The total liabili- 
failed concerns were $530,000,000, an increase 
The number of 
1926 was 2,208,000, an increase of 
1°> over the number in business the year before. 


crease of 5% 
ties of the 
of 15¢ 

cerns In 


over the previous year. con- 


business in 


Money in circulation on the first of January 
$5,001,000,000, compared with $5,008,000,000 a year ago. 
The per capita circulation was $43.03, compared with 
$43.62 a vear decrease of 1%. Total stock of 
money in the United States was $8,643,000,000, com- 

with $8,484,000,000 a vear ago, an increase of 
2. Stocks of gold coin and bullion were $4,502,000,000, 
an increase of 2% 

The 
the principal 
modity 


was 


ago, a 


pared 


over a year ago. 
average wholesale price of all 
markets, 
Index on 


materials at 
he Bankers 


t 
Ist, 1927, was $394.88, 


raw 


according to Com- 
Price January 
compared with $428.58 a vear ago, a decrease of 8%, 
wholesale price of all materials 
he aver- 
1913 aver- 


leaving the average raw 
above the 1913 average, while t 


age price of all commodities is 50° above the 


now at just 26% 


age. The great discrepancy between the prices of raw 
materials and the prices of manufactured foods and 
ther merchandise is unnatural, and these two lines, or 
price trends, will naturally work toward each other, 


either through 











an increase in raw material prices, a de- 

crease in prices of manufactured merchandise, or bot! 
Important raw materials now selling at higher prices 
nan ; eal clude oats attle, hogs, sug 1! 

| eum al lui el Those selling lowe} nan a Veal 
ago clude wi corn, barley, rve, flaxseed, potatoe 
she em, 4 et Sli W )] tto1 pig ror le ad ne nd 
rubber 

Gross earnings of the principal steam railroads for 
eleven months 1926 are estimated at $5,909,000,000, 
an increase of 5° over 1925. Operating expenses were 
$4,.296,000,000, an increase of 3 over 1925, leaving net 
yperating income at $1,613,000,000, a gain of 107 over 
1925 anc 24° ver 1924. 

Freight car loadings for fifty-two weeks ending De- 
cember 25th, 1926, exceeded 53 million cars, compare 
With 51 million cars the year before, a gain 1 and an 


i 
increase of 10°¢ over the same period in 1924. 
Automobile production for i 
OOO 


passenger cars and trucks, an increase of 


over 1925. 
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Mill Supply Distributors 
Selling 
Johnson Leather Belting 
Have the Distinct Advantage 
of Furnishing Superior Quality 
and 
Profitably Executing Orders from 


Other Mill Supply Distributors 


Johnson Belting Company 


nn -lers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 
product 
General Offices anil Fuciory 


423-43>D Kast 56th Street, 


New York TU. 


Distribution Entirely through the Mill Supply Distributor 


















Clearing House for Dealer Campaign? | 


Gattshall Says Distributors Realize Conditions Are Not What They 


Should Be, and Urges Use of Associations in Spreading Gospel 


R. M. GATTSHALL 


Advertising Manager, Republic Rubber Company, Youngstown, Ohio 


A careful reading of the letters published in MILL 
SUPPLIES, January issue, shows clearly the problems of 


the mill supply distributor have not changed. The same 


thorns that have been pricking his skin for years are 
working deeper. More men are discussing these same 
few points; they name the evils but fail to suggest a 
possible remedy. 

It seems unnecessary to name again the troublesome 
things industrial distributors are beset with, but, my 
desire is to point out how uniform the conclusions are, 
and to say again that if the disease is the same, the 
search for a remedy should be of yeneral interest, be- 
cause when found, it probably would be effective in all 


Cases. 

In the letters published you 
by all. 
profits. 


find these points touched 
nearly 
Er. Lack 


upon 


ol 


2. Necessity of closer co-operation with manufac- 
turers, 
3. Necessity for working natural territories more 


closely. 


easy t 


It is 


, ‘ 
t t 
feeling ol 


o gather from the statements published a 
yptimism, but, 
oneself with 


reading with a desire to ac- 
the glow of enthusiastic sati 
» pervade. 
the point. 

Smith-Courtney Co., 


facts, is- 


tion is not so apt t Following are a few 


paragraphs to prove 


Alvin M. Smith, said: “However, 


satisfied with 


we are not vet the compensation we re- 
ceived for our service. We believe that the distributors 
in this industry are entitled to a better net return on 
sale but they will not get it until they, themselves, 
ire determined to secure the adequate profit over and 
ibove the cost of distribution to which they are en- 

ed So long as there are distributors who prefer 

ime, upon margins below the cost of distribution, at 
le expense ot similar volume with proper net return, 
so long will the industry as a whole suffer from this 
phase of distribution. We think, too, that our busi- 
ess would have been better this vear but for some 
t the direct sales made by some of our manutacturing 
friends in our territory. We have lost some very good 
business in this manner during the vear.” 

George Puchta, Queen City Supply Co., said: “Our 
volume of sales is in excess of 1925, but our net profits 
ire less. Most manufacturers admit that their best and 
most economical method of distribution is through the 


distributor, yet many of these manufacturers will sell 


lirect to the consumers. Hand to mouth buying Is 


here to stay and adds to the cost of doing business. 
Greater co-operation is absolutely necessary between dis- 
tributors and manufacturers, and a greater profit is 
necessary, and must come soon, or many supply houses 


will continue to show figures in red, which they cannot 
do indefinitely and remain in business.” 

George W. The Curtis Buffalo, 
“Why not learn and practice the true 
of Then everything will be in a 
different Service and quality will be re- 
warded by a remuneration. Manufacturer, jobber 


linked together on a sound work- 


Curtis, Supply Co., 
said: 
spirit 
very 


should we 
co-operat ion? 
light. 


fair 


and consumer will be 





ing basis, each rejoicing in the other’s prosperity and 
expressing a genuine good will.” 

Herbert W. Strong, The Strong, Carlisle & Hammond 
Co., said: “The gross margin is a shade better than it 
was last year, and, consequently, we are feeling a little 
better about our net results than we did a year ago.” 

B. H. Ackles, The Rayl Company, said: 
the year of 1926 in the Detroit section been satis- 
from the standpoint of volume. Gross _ profits 
have been better with us, and all indications are we are 
going to continue to have a large volume of business 
throughout 1927.” 

Joseph A. Scallan, The Scallan Supply Co., said: “This 
however, has not kept pace with the increase 
in overhead, We believe that with the help of the 
manufacturers, and more co-operation on the part of 
jobbers, we can show further improvement.” 

J. E. Dilworth, J. E. Dilworth Co., said: “Our busi- 
ness will show a larger volume than we ever have had, 
and I believe that we have made some profit this year.” 

J. L. Pitts, Brown-Roberts Hardware & Supply Co., 
Ltd., said: “In my opinion we are entering upon an era 
which will be a squeezing out process, and wind up with 


“Business for 
has 
factory 


increase, 


the elimination of those concerns entering it in a crippled 
condition as a result of bad judgment as regards credits 
and over extension. No doubt, competition will be keener 
than ever before, and for the next years it will 
‘the survival of the fittest.’ ” 

IF. W. Swanson, Globe Machinery & Supply Co., 


two be 


said: 


“It seems that there surely was never a time when it 
Was so essential for distributors in this industry to 
maintain legitimate margins. Without a fair margin 


today, the jobber in this field has no possible chance of 
ever breaking even.” 


Ray mond Seabrook, 


Nason Mfg. Co., said: “‘As never 
before, the situation les in the hands of all of us. If 
we refuse to be stampeded by bad faith here and there 
and continue to stand together, consolidating and ex- 
tending our mutual good faith, we shall succeed.” 

A. G. Snider, Hide Leather & Belting Co., said: 
“There is no question that the margin between costs 


and selling prices in the mill supply business is becom- 
ing narrower vear.”’ 

P. W. “How- 
ever, we are of the belief that business will be on a highly 
and it will be 
expects to get In the way 


each 


Klinger, Klinger-Dills Company, said: 


competitive basis during the next vear, 


necessary to go after what one 


O! orders.” 


Ed. C. Teuscher, Teuscher Pulley & Belting Co., said: 
“We hope that manufacturers and jobbers alike will 
come to an understanding of the underlying principles 
of merchandising. which are that they cannot endure 
through the years if they fail to have a definite sales 


policy.” 

From these expressions and the many others that can 
isn’t it true that the same thoughts are ex- 
pressed as have been expressed for many years past? 
Some manufacturers are invading the distributors’ field 
and quoting dealers’ prices. Some distributors are get- 
ting into territories they cannot serve economically and 


} 


be shown, 










Engine Room, Hotel Bossert 


fp h ta 


McCulley says: 


“Forget sheet packing; 
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By James M. McCulley, Chief Engineer, 
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are cutting prices. Profits are not what they should be. 

It is no longer necessary to prove to mill supply dis- 
tributors that conditions are not what they should be; 
they know it and admit it. but suppose all of them 
were organized to the nth degree, and that they then 
demanded a fair and living protit, would they get it? I 
hardly think it would simply tend to more 


manufacturers in competition with them, and entrench 


SO send 


more strongly the mail order house and chain store. 

Price cutting among distributors is not a deliberate 
effort to reduce profits, but a desire to meet growing 
and keener competition, and a belief that volume will 
bring back what is lost on the individual sale. Educa- 
tion of such individuals will do more to reduce the prac- 


Of 
to learn 


than anything else. distributor is 


to school 


V 4 


course no 


conduct 


1ce 


to go how to his busi- 


but 1 


going 


ness, ieither ill he completely overlook educational 
| put before him that will help him ring his cash 


and profitably. 


materia 


register more often 


From the time of the frontier trading post the dis- 
tributor has been a factor in merchandising, but as the 
country opened up and changing times made it easier 
for people to secure contact direct with factories, their 
natural desire has been to eliminate the middleman’s 
profit. The direct seller, knowing the strength of his 


appeal when he talks of savings, has educated millions 
on the thought of ‘ 
or 


‘as good merchandise for less money 
better 
The 
tion of easy 
lower prices.”’ 
his chief 
What 
among skimping and 
prices and slowly losing out? 
the 


merchandise for the same money.” 
and mail 
reading signs 


chain store order house place in posi- 
which 
The house-to-house seller uses price as 


argument. 


say: “Consistently 
sales 
are distributors doing to offset this? 
squirming t 
Manufacturers admit 


economical outlet, 


Talking 
reduce 
dis- 


So 


themselves, 


oO 


tributors are most source of 


why argue the question? Distributors admit they are 
hurt, so why argue that question? The one place 
where the admission should come from and does not 
come from is the buyer, the user and consumer. He 
does not know the distributor is necessary and econo- 


1 4] 
1 the 


he hasn’t 


+4 
vitnout 


mical, anc he doesn’t know is that 


reason 


been told and had 


it proved to him, because 
the 


a 
+ 


fact 








logical explanation of the s alleged, demand 
would be futile. This is not a job for a distributor or 
1 manufacturer or an association; it is a job for all dis- 
tributors 

All told, there are approximately 2,700 mill supply 
distribu in this country, and vet the total member- 
ship in the National and Southern associations prob- 
ibly wo reach 500. The members who actively par- 

e in association work are relatively few umbet 
M: raise their voice In protest against the evils 
the industry, but when it comes to work to 
rl em, few helper re available 
he distributor is either necessary or he not 
pel reement among distributors, manu urers 
ernme}! agencies 1 roingy to nange ! 

l leas about the matter. If the distrib r is 

nece ! the. re reasons why he is necessa} and 
! O! re good and sufficient ne elling of 

then en y thouands of buyers and here 
re art busin¢ going where it should. If distribu 
tor would r 110 nel S ) il 1 their ide Ss { their 
mpo. nee ind the association acted is i clearing 
nou for these ideas, all distributors and their sales 
for would be in possession of uniform data which 
would soon saturate the country. 

Furthermore, the very act of gathering, assimilating, 
and using this data would teach distributors and their 
sales forces things about themselves that might prove 








63 


tema 











startling to many. This information would serve to 
show how uniform their troubles are, and understanding 
would result that would show that disrupting a price or 
a market not only does the individual no good but harms 
others. 

An idea seems prevalent that in order to curb the 
direct seller, distributors must find a way to organize 
for a boycott, which can’t be done, because of the Sher- 
man Act. Probably educational data regularly sent out 
from a central point would show that if more attention 
was paid to the manufacturers’ policy of sales, support 
would be withdrawn from the manufacturer who is hurt- 
ing them, and would then be given to those deserving of 
it. It might show that manufacturers can’t 
direct at distributors’ costs if they are forced to subsist 
entirely on their direct sales. 

Uniformity of thought and action might do a lot of 
good, and just why a close working arrangement can- 
not be brought about in the two associations now exist- 
ing is beyond me. A program that understood and 
participated in by all for common good certainly 
would eliminate a lot of the business troubles now being 


discussed. 


also sell 


is 


a 


Personally, I believe in stressing the impor- 
tance of distributors, and I’d like to see a red hot dis- 
cussion develop as to why it can’t be done or why some 


other idea would be better. Now is the time to do it, 
because the time is not far distant when the triple 


convention will start on its cruise, and just so sure as 
men begin in earnest to find a way to help themselves, 
just that sure will a working plan be hit upon. 


<< 


BUILDING NEARING COMPLETION 
New Structure Erected by Hide Leather & Belting teu, 
Indianapolis, Modern Throughout 
The new building being erected at 225 South Meridian 
street, Indianapolis, by the Hide Leather & Belting Co., 
manufacturer of leather belting and distributor of mill 
and mine supplies, is nearing completion. The company 
has already begun moving machinery onto the second 
floor, although it is not expected that the office will be 

moved before next summer. 
This new structure has four basement, 


stories and a 


is so constructed as to carry two additional floors, 
which the company expects to add soon. It has a total 
floor area of 21,560 square feet. The building is con- 
structed of reinforced concrete with steel sash, and prac- 
tically the entire north and east sides will be of glass. 
This makes the building particularly adapted to manu- 


and for which tl} 


leather specialties, 


use the mynd, third and fourth 


wil 


Lp dad set 


— 1 ")) . . rg sacel 14 1A ehat ] 
The new building is fireproof throughout and equipped 


lat + 





Vitnh a spl If svstem It has the ve ry iates n the 
way of heating and ventilating The unit system o 
heating is employed, and particular attention has bee 
paid ventilat n teatures Water cooled by a refrig- 
erat r hine will circulate throughout the structure 
ay piped to the bubbling type of fountains 
re than half a century the building a 
n street, which adjoins the new sti 
been occupied by the Hide Leather & Belth 
buildir s now being remodeled and made a 
225 South Merid street structure, the w 
the two buildings having been removed. 
The company will continue to occupy Pk 
which is at 735 Virginia avenue, and the curryi 
in Columbus, Ind. The capacity of Plant No. : 


modern, 
re} Here are 
factured automotive accessories, replacement par 


stampings, mirrors, etc 


ased recently and made thoroughly 


factory having been practically yuilt 
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at the POWER SHOW Feb. 15-19, Coliseum, Chicago 
HENRY VOGT MACHINE CO. 


INCORPORATED 
LOUISVILLE, HY. 
New York Chicago Philadelphia Cleveland Dallas 


Manufacturers of: OIL REFINERY EQUIPMENT, DROP FORGED STEEL VALVES AND FITTINGS, WATER TUBE AND 
HORIZONTAL RETURN TUBULAR BOILERS, ICE MAKING AND REFRIGERATING MACHINERY. 
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Detroit, the Fourth City, 


and Its Supply Houses 


Great Automobile Center, Founded as a Fort 
Two and a Quarter Centuries Ago, Started Early 
the Advancement That Has Carried It to Its Pres- 
ent Position—The Many Industries of the City 
Are Served Well by an Imposing Array of Distrib- 


utors, Whose Histories 


Detroit, fourth city of the United States, industrial 
giant and place of beauty, has grown from humble be- 
ginnings. The great Michigan metropolis, famed as the 
center of the world’s automobile industry, a city the 
phenomenal growth of which in recent vears has been 
a thing to marvel at, has advanced triumphantly from 
the site of a small fort, founded two and a quarter 
centuries ago, to its present prominence, because its 
citizens have profited by the natural advantages of their 
community and pushed ahead steadily, persistently, even 
daringly toward the goal of success. 

Although perhaps not generally realized, Detroit is 
one of the oldest cities west of the Alleghenies. To quote 
from “Know Detroit,” a booklet written by Harry L. 
Shearer, industrial secretary of the Detroit 
Commerce, and published by Printers, Incorporated, 
Detroit: “Detroit was 53 vears old when Pittsburgh was 
founded, 95 vears old when Cleveland was laid out, and 
Detroit 
had been making history 129 years when Chicago was 


was 100 vears old when Buffalo was plotted. 


named.” 


Board ot 


Are Sketched Herewith 


It was on July 24, 1701 that Detroit was founded. 
On that date a fleet of canoes, carrying Frenchmen and 
Indians, under the command of Antoine de la Mothe 
Cadillac, entered what is now the Detroit river and 
selected a site for a fort on the right bank of the river, 
and here Detroit was born. In 1749 the town began to 
grow very rapidly, and in 1764 it was estimated that 
the population was 300 families. 

Detroit was located at a very strategic point, being 
the most important settlement in what was then Canada, 
next to Quebec and Montreal. It commanded the upper 
lakes and was on the line of communication used by 
most Indian traders and the whites. With these crude 
advantages, the community developed. In 1779 the 
population was 2,525 whites and 188 slaves. The real 
industrial development of the city did not begin until 
the early part of the nineteenth century, however, al- 
though forty vears before it was in what was called the 
household stage, skilled artisans began to arrive, and 
stone quarries were worked, gristmills’ were operated 
and one man built a mill run by the current of the 





This Detroit waterfront pieture was copyrighted by Maj. Hamilton Maxwell, and purchased from Un- 


derwood & Unde } mood, New York. 


We are compelled to say that. 


“Mill Supplies” does not know who 


Major Maxwell is, who took the photograph, or why the latter went so far up the river to get his shot, 


when a look up Woodward avenue, into the business section of that fine town, which made Senator Couzens 
and Henry Ford famous, would have been more interesting. 
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Anyway, the picture well decorates this page. 
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Detroit river. Between 1769 and 1794 the ship building 
industry started, and has continued an important in- 
dustry up to the present time. But for the first 100 
years Detroit was primarily a fur trading post. 

The total value of manufactures in the city in 1810 
was $24,742. Products included tanned hides, liquors, 
soap, hats, candles, woolen goods (made in homes, for 
the most part), saddles and bridles and flax and hemp 
goods. Returns from 1810 to 1820 are incomplete, but 
they show that the manufacture of tin was introduced 
during that decade. Abundance of cheap land and its 
great productivity caused many settlers to prefer farm- 
ing to industry, however, which naturally retarded indus- 
trial development somewhat during this period. 

Up to this time transportation had been poor, and 
the markets for goods confined necessarily to the imme- 
diate region. But the next twenty years saw the com- 
pletion of the Erie canal, the introduction of the steam- 
boat on the Great Lakes and the building of railroads, 
which were the main factors in the increased activities 
in manufacturing during the period from 1820 to 1840. 
Figures for Wayne county, which Detroit dominated, in 
1840 showed that the products of flour and gristmills 
and sawmills had forged to the front, the total value 
of these products being $116,375. Leather was still a 
leading product, valued at $81,000, and metal products 
and machinery had become prominent, the 
various metals produced being 
machinery $21,760. 
produced in Detroit. 


value of 
$45,500 and that of 
In that year 420 tons of iron were 

The iron industry owed its exist- 
ence to the abundance of wood, from which charcoal was 
made. The first steam sawmill was built by the Detroit 
Steam Mill Company in 1832, and 28 mills were in opera- 
tion in 1840. Of interest because of the later develop- 
ment of the automobile industry in Detroit is the fact 
that carriages and wagons to the value of $5,075 were 
produced in that year. 

By 1860 the metal industry had become most promi- 
nent in Wayne county, although sawed lumber was first 
in number of mills with 43, second in value of products 
with $619,000, and second in number of men employed 
with 466. Although there were only seven establish- 
ments smelting copper, and but 40 men employed, the 
1860 was $1,500,000. 
Manufacture of machinery and steam engines engaged 
12 plants and employed 505 men, with a total value of 
$608,000. There was only one plant turning out bar and 
railroad iron, but it employed 300 men, and its products 
were valued at $585,000. This marked development of 
the metal industry might be called the forerunner of 
the industries that thrive in Detroit today. 


There was a 


total value of copper smelted in 


notable growth of manufacturing in 
Wayne county from 1860 to 1880, the total value of the 
product in the latter vear being $33,470,000, or 
than five times the output of 1860. 


more 
There were then 
1088 manufacturing establishments, nearly three times 
the number in previous. While 
tobacco and cigars led in number of establishments and 


value of 


existence 20 vears 
products in Wayne county in 1880, iron and 
steel was second in rank in value of products and first 
in magnitude of plants. In Detroit proper iron and steel 
led in value of products manufactured, with 


foundry 
and machine shop products fourth, 


flour and gristmill 
products sixth and shipbuilding eleventh. Wyandotte, 
Mich., in the Detroit area, has the distinction of 
produced the first Bessemer steel in America. 

In 1899 the machine shop 
products in Detroit was nearly twice as great as any 
ther, their value being $12,714,000. At this time the 
production of 


having 


value of foundry and 


patent medicine and druggists’ prepara- 
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tions had become prominent, ranking third in value with 
$6,176,000. Iron and steel products ranked sixth with a 
value of $3,199,000, and brass and bronze products 
totaled $1,633,000 in value. 

In 1904 foundry and machine shop products again led 
with a total value of $13,647,000, while patent medicine 
and druggists’ preparations were second with a value 
of $9,423,000. Here the automobile industry makes its 
first appearance, standing eighth on the list, its total 
value, including bodies and parts, being $3,609,000. 

In 1880 Detroit ranked nineteenth in the United States 
as a manufacturing city and seventeenth in population 
(116,340). By 1909, after the automobile industry had 
been firmly established there (and its products amounted 
to 24 percent of the total), Detroit had advanced to 
ninth in population (440,412) and sixth in value of 
products. 

The first successful “horseless carriage’ was driven 
on the streets of Detroit in 1894 by Charles B. King. 
In 1896 Henry Ford brought out his first car. William C. 
Maybury became interested in him, and through his 
efforts the Detroit Automobile Company was organized 
to manufacture this car. The company was short lived, 
and in 1902 was reorganized in connection with the 
Leland & Faulconer Company, and became the Cadillac 
Motor Company. The Olds Motor Company, organized 
in 1900, was the first automobile manufacturing company 
to turn out cars, this organization manufacturing 418 
the first year. Ford organized his own company in 
January, 1903, and made 672 cars of Model E this first 
year. In this year other companies were organized, 
including the Packard Motor Car Company, and from 
then on the growth of the automobile industry was 
steady. Allied trades naturally benefited from the ad- 
vancement of the automobile industry. 

Values of some of the products of Detroit in 1923 
were as follows: Motor vehicles, $236,758,047; motor 
vehicle bodies and parts, $102,896,470; brass, bronze, 
copper and allied products, $12,792,612; copper, tin and 
sheet iron, $2,359,894; electrical machinery, appliances 
and supplies, $8,098,959; engines and waterwheels, 
$10,565,495; flour mill products, $4,794,690; foundry and 
machine shop products, $30,780,669; hardware, $5,903,- 
810; iron and steel works and rolling mills, $2,446,251; 
iron and steel forgings, $12,122,308; machine tools, 
$1,790,403; paints, $4,448,544; screw machines, $3,180,- 
608; stamped and enamel ware, $10,059,132; steam fitting 
and steam and hot water apparatus, $3,870,654; stoves 
and hot air furnaces, $4,845,861; structural iron, not 
handled in rolling mills, $6,646,886; tools not specified 
elsewhere, $1,817,352. The total value of products 
manufactured in Wayne county in 1926 is estimated at 
$2,654,.845,245. 

While the automobile and allied industries constitute 
the outstanding activities of 


Detroit, there are many 
other prominent 


industries in no wise connected with 
automobiles, such as the drug business, the manufacture 
of stoves and many others, in that city. A new field 
in which Detroit is becoming a leader is the aeroplane 
industry. There are now four factories making planes 
and the city has assumed a leading position in the manu- 
facture of aircraft motors. 

The modern industrial city must be served well by 
supply houses if it is to function properly, and Detroit 
is so served, some of the mill supply houses there being 
among the best known in the country. Some of these 
ante-date the Civil war, others are of more recent birth, 
but all have advanced with the development of Detroit 
and perform an inestimable service in keeping the in- 


dustries of the city functioning properly. It is the pur- 











pose of MILL SUPPLIES to trace the development of these 


houses in the following pages, but, before doing so, we 


Wish to express our appreciation of the 
the Detroit 


co-operation of 
Commerce and our 
Detroit.” 


Board ot indebtedness to 


the booklet, ““Know 


The Rayl Company 


Rayl Company originated in a small hardware 
which was purchased by the late T. B. Rayl and 
Dudley W. Smith, the president of the present company, 
October 10th, 1875. 
Mr. Rayl had been 


The 


store, 


a partner in the hardware business 
of Donnelly, Rayl & Co. in Worcester, Ohio, and Mr. 
Smith had worked for him there. In 1875 Mr. Rayl 
went to Detroit. A very few months later, having de- 
cided to buy the hardware store of Glover & Powell from 
Arthur Glover, was in poor health, and who died 
shortly after the transfer of the business, he asked Mr. 

Mr. Smith went 
established, which 


who 


Smith to enter partnership with him. 
to Detroit, partnership 
continued until 1894 (when a corporation was formed) 
without so much as a scrap of paper binding the part- 
ners to any agreement or understanding. 


and a was 


When the business of Glover & Powell was purchased, 
it was at 114 Woodward avenue, 
street. Of 


corner of 
this 


next to the 
particular interest in connec- 
tion 1s a picture of this first home of The Rayl Company, 
shown herewith, with Mr. Rayl (the 
at the and Charles <A. 
president of Thi has. A. 


Rayl store 


Congress 


man with whiskers 
Strelinger, founder and 
Strelinger Co., then a clerk 
man mustache at 
the building. Shortly after- 


Rayl and Smith acquired the 


left 


at the with the the 
right) standing in f it of 
ward Messrs. corner in 
remained tor many 


branch at 228 Congress street, west, 


ana tnere business 


1915 the 


addition 


vears. In 


het | 


T,B.RAYL & Co,’ 


Where 
at the left 
man at the 
linger, pre 


Stre linge } 


The Raul ¢ ‘ompany originated, T he 
with the heard is the late T. B. Ra ls the 

righ t, in shirt sleeves, Charles A. Stre- 
sident and The Chas. A. 


Co., then a clerk in the Rayl hardware 


ida 


fowunde y oft 


store. 


was built. It was intended for a warehouse, and at first 


was so used. Later, mill supply department 


however, the 


vas transferred 


there from the main store, and, while 


he building is still used partially as a 
mainly to the mill 
In 1915 the 
Woodward 


warehouse, it is 
end of the 
to Grand 


devoted supply business. 
River and 
building on 
were added. 


Ravyl Co., President 


main store moved 
Last fall the present 


leased two stories 


Was 
avenues 
Griswold 


In the 


street was and 


early days of the T. B. 
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Smith states, there were only two busy seasons, spring 
and fall, so the partners decided to keep business going 
during the dull seasons by adding such lines as sporting 
goods, house furnishings and builders’ hardware. The 
mill supply business of the company was a natural out- 
growth of its tool business, and it expanded so that in 
1913 a separate mill supply department was created, and 
Bb. H. Ackles, who had joined the company as a boy in 
1900, was made manager. Mr. Ackles, incidentally, is 
president of The National Supply and Machinery Dis- 


| 
Ray 


BiH bya] 


adn, 


The Rayl Company factory supply house (left) and 

hardware store. 
tributors’ Association. Shortly after the erection of the 
branch building on West Congress street, the mill supply 
department was moved to that location. The Rayl Com- 
pany now carries a stock of hardware, machinery, mill 
and contractors’ supplies valued at $250,000, in addition 
to its retail hardware business. 

As has been stated, the partnership of Messrs. Rayl 
and Smith continued until 1894, when the company was 
incorporated. At that time the late James Wilkie, an 
old employe, and Alex Paton, who joined the house in 
1880 as an errand boy, were admitted to the company. 
Mr. Ray] was elected president, Mr. Paton vice-president, 
Mr. Smith secretary-treasurer and Mr. Wilkie a member 
of the board of directors. John A. Brown, the general 
manager of the company, who had also entered the em- 
ploy of the T.-B. Rayl Co. as an errand boy, was ad- 
mitted to the board of directors in 1914, and was ap- 
pointed general manager in 1921. Mr. Rayl died in 
1907, and Mr. Smith then became president, secretary 
and treasurer, in which capacity he served until 1912, 
when Charles W. Bachmann came from the Fletcher 
Hardware Co., to take over the duties of secretary- 
treasurer. The name of the company was recently 
from The T. B. Ravl Co. to The Rayl Company. 
The company is capitalized at $400,000 and has eight 
mill supply salesmen covering the southern half of Michi- 
gan. Wm. Reed is the buyer. 

It is stated as an interesting fact of the early history 
of The T. B. Rayl Co., that it was one of the first hard- 
ware stores to issue a complete tool catalogue. This cat- 
alogue was issued in 1878. 


The Chas. A. Strelinger Co. 


When T. B. Rayl and Dudley W. Smith went to De- 
troit over the hardware business of Smith & 
Glover, they found there a young clerk who had been 
with the firm for six He remained with the 
T. B. Rayl Co. for nine years, and then set out to estab- 
lish a business of his own. That young man was Charles 
A. Strelinger, and the business he founded is now The 


changed 


and took 


years. 


(Continued on page 73) 
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THE HIGHEST 
STANDARD 
OF VALUE IN 
MECHANICAL 
RUBBER 
GOODS 
FOR MORE 
i 


YEARS 
islet 


BOSTON WOVEN HOSE & RUBBER CO. 
Makers of Quality Rubber Goods for Fifty Years 
Works: Cambridge, Massachusetts Postal Address: Box 5077, Boston, Mass., U.S.A. 


Makers of BULL DOG Belting, BULL DOG Hose for a dozen different uses. 
BULL DOG Friction Tape and other mechanical rubber goods. 
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“ANCHOR 


In this truck-- 


everything your truck 
| customers want! 









Strength? Yes — in an Anchor 


Truck there is strength to spare! 


of steel throughout. 
Every part rigidly constructed. No 
wood to splinter or break. 


It's made 


Lightness? Yes—an Anchor 


Steel Truck is light as wood! 


All- 


Balance? 





It’s perfect! 


Your customers will be sure to like 
this unusual truck. It means longer 
truck life — lower 
nance. 


truck mainte- 
Let us send you complete 
information, including a copy of 
Catalog No. 101. 

Anchor All-Stee] Trucks are made 
in a wide variety of types and sizes 


ANCHOR POST FENCE 
COMPANY 





9 East 38th St., New York, N. Y. 
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=== === | Build Your Business 
noon ore With 
uincy Compressors 


With the idea of installing Air Compressors in every de 
partment becoming more popular daily, every mill, foun 
dry and shop in your territory is a possible prospect for Au 
Compressors 








As a Mill Supply Jobber, you are in an excellent position 
to furnish the compressors needed, and collect a good profit 
from every sale. The first move is to get behind a make 
of compressors that will sell your reputation as an A°-l 
jobber. Start right. Put your weight behind Quincy 
engineer-built Compressors and every Quincy you install 
will sell another 





Quincy Compressors are manutactured in types and sizes 


MODEL “W" WATERCOOLED for practically every industrial air job-—are original designs 





Size Dis ment 1 1 , , 

- Wd sagen 5D ou. fi not imitations. Only the highest grade materials are used 
M \\ 2 cu. ft in Quincy construction and after the final factory inspec 
Al \\ 2 t x é > 

M Wed “x5” duplex 125 f tion, every Quincy Compressor is guaranteed free from 
M f flaws or defects Silent running, hfe long trouble-free 


service, quick pumping, are just a few of the features otf 
Quincy Compressors. And our service starts the day y 
take on the line 
This space will not permit us to tell you all of the advan 
ith Quincy Compressor Co. But 
the coupon below, bring you the 
omplete story. You'll not be obligated in any way by 
sending for information. And it may prove profitable all 
ak 


1 


taves Of a connection Ww 


iro 


Quincy Compressor Co., 
302 Maine St., Quincy, IIl. 


; , 
If you can convince me that it will mean money in my pocket 





ng units, pt matic t 1 work, sand City State 


QUINCY 
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(Continued from page 68) 
Chas. A. Strelinger Co., one of the larger machinery 
and supply houses of the country. 

Mr. Strelinger started in business with hardware and 
tools as his lines. Gradually he added general mill sup- 
plies and machinery, keeping constantly abreast of the 
growth in number and variety of industries in Detroit. 
The first Larned 
street and Woodward avenue, where it remained for five 


home of the Strelinger house was at 





years. Seeking larger quarters, Mr. Strelinger then 

moved his business to Bates and Congress streets, the 

home of the company for 29 years. The present build- 

ing at 149-165 Larned street, east, was built and_ oc- 

cuplied by the Strelinger company ten years ago, on the 
The Chas. A. Strelinger Co. 

te of what had been, for a number of years, the Strel- 
inger company warehouse. Another warehouse was se- 
cured and occupied until five years ago, when the com- 
pany took over the present three-story warehouse on 
Jefferson avenue, west. 

The original store had four stories and 12,500 square 
ect of floor space. The second was a five-story build- 

with 30,000 square feet, and the present structure 
has seven stories and 95,000 square feet, in addition to 
25,000 square feet of floor space at the warehouse. 

In 1893 Charles T. Bush joined the Strelinger house, 
nd in 1894 Charles FE. Allinger became a member of 
he ff. They were still young men at the time, and 
they grew up with the business and became important 

rs il s success. In 1898 the business was incor- 
porated under its present name, The Chas. A. Strelinger 
Co. 

Later Messrs. Bush and Allinger participated in the 
reanization of The Bush-Campbell Co. (now The Boyer- 
Campbell Co.). In 1908 Mr. Bush and Mr. Allinger dis- 
posed of their holdings and joined The Chas. A. Strel- 
Inge Co. as Mr. Strelinger became president, Mr. 





Bush vice-president and general manager, and Mr. Allin- 


ger secretary-treasurer. While Mr. Strelinger is in 
close touch with the activities of the company, the actual 
management of the business is now in the hands of 
Mess) Bush and Allinger. 

A very interesting comparison between business in 
the early davs of the house and the present time was 
given a representative of MILL SUPPLIFS by Mr. Stre- 

“When tl business was in its infancy P. S. Stubs’ 
English blades held the market for hack saw blades for 
many years,” he said. ‘We sold perhaps more Stubs 
blades than any other house in Detroit, and our pur- 
hases never amounted to more than 10 dozen blades a 
yeal Now we don’t think it so much to sell as many 


as 250 dozen hack saw blades in a single day. 


“In the old days we carried in stock an assortment of 
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one each of 12 or 15 medium sizes of ordinary solid 
and shell reamers, with perhaps three or four of each of 
the leading sizes. Today we carry as many as 500 in 
some sizes. 

“Up to 15 years ago the largest lathe carried was a 
14-inch, the largest shaper was a 15-inch, and the large- 
est drill press a 20-inch. Now we carry extremely large 
sizes of these and other machine tools, as well as many 
varieties of special machine tools. 

“Our entire stock of cut gears, mostly brass, 30 years 
ago would have gone in a peck measure. Now sizes 
up to 36 inches in diameter, 4-pitch, are carried in stock, 
and the floor and shelf space devoted to stocks of sears 
is not less than 5,000 square feet. The same or more 
may emery wheels, which range 
in size from a half-inch to 24 inches in diameter.” 

The original Strelinger catalogue, entitled ‘““A Book of 
Tools,” the company states, was the first machinery, tool, 
and shop supply catalogue of its kind ever gotten up. 
Although the last edition of this catalogue has been out 
of print for more than twenty years, the Strelinger com- 
pany still receives requests for it from all over the coun- 
try almost daily, and frequently from foreign countries. 

The Chas. A. Strelinger Co. is capitalized at $1,200,- 
000, and carries complete stocks of metal working ma- 
chinery, woodworking machinery, tools, shop supplies, 
electrical and motors, metals, and many other 
classifications of shop equipment. The company has 
more than thirty sales and service representatives cov- 
ering Michigan and parts of Ohio and Indiana. 

Edward C. Bockstahler is buyer and manager of the 
machine tool department, Harry W. Cowan manager of 
the machinery section, A. T. Harland buyer of supplies, 
and C. B. Kershaw manager of the mill and supply sec- 
tion. 


be said of stocks of 


tools 


H. D. Edwards & Co. 


H. D. Edwards & Co., one of the oldest mill supply 
houses in the state of Michigan, was established in 1855 
in a little store on the west side of Woodward avenue, 
between Congress and Larned streets, by the late H. D. 
Edwards. 

In its inception it was merely a small rubber specialty 
store, featuring stocks of rubber goods and druggists’ 
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H. D. Edwards & Co. 


sundries, but it was not long before the business branched 
out into a mill supply house. In the early days the 
lumber industry was the largest industry in Michigan. 
Nearly every city had sawmills, and it was with these 
mills that the Edwards company did its first mill supply 
business. Eventually the lumber business died out. but 
other industries had arrived to take its place, and H. D. 
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You Sell 
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You will be able to furnish from the 
Standard Whiting Brands given below 


The RIGHT Belt 


At The RIGHT Time 





‘STEERBAX 


Reg. U.S. Pat. Off 


The top-notch Whiting Standard— 
the belt that made the Whiting 
reputation—as good a belt as can 
be made or bought anywhere, at 
any price; made of selected first 
quality centers of large pac ker 
steer hides, standard tannage; in 
any size or weight, available quick 
ly to any one wanting the very best 
in belt quality and serviceability. 
DU-O-TAN 


Pat. Of 


I 


\ first-quality belt built to satisfy 
those who pin their faith to « hrome 
tannage—and a belt that 
disappoints; 


never 


pac ker steer 


finest 
hide centers of special tannage, 
having the flexibility and grip of 
chrome tanned leather, with the 
stiffness and 


lateral non-stretch 


ability of oak tannage; a special 


belt for special duties. 





STEERBAX 
WATERPROOF 


(Reg U S Pat Off 


All the splendid quality of material 
and workmanship of standard 
“Steerbax’’, plus waterproofness; 
waterproof cement and oil dressed 
leather—a combination to stand up 
and deliver its load in the presence 
of moisture, steam, and wet condi 
tions generally; a belt you can de- 
pend upon for the service you want 
where the 
against it. 


SPECIAL PLANER 


\ high speed belt of standard qual 


conditions are all 


ity but specially designed to work 
over small pulleys; the best of 
leather and the best of workman 
ship, combined in a belt built for 
service under either wet or dry 
conditions; a belt that is sure to 
please under the diffic ult conditions 
for which it is intended. 


Look into our Dealer proposition 


Whiting Leather & Belting Co. 


General Office and Factory: 


Long Island City, New York 


Factory Branches at 
24 Noble Court 314 Market Street 224 N. Sheldon St. 
CLEVELAND, ©. Newark, N, J. Cicaco, ILL. 





LEATHER BELTING 
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Edwards & Co. 
these 


had expanded and added lines to serve 
industries. Today the company is a large 
supply house for factories, mills, railroads and shipping. 

One of the industries served early by the Edwards 
house was the marine trade, and the company is today 
perhaps the largest marine supply house in Detroit, and 
the only house in that city handling marine hardware. 
H. D. Edwards, the founder, was particularly adapted 
for directing a house serving the marine trade, for he 


newer 


was a fighting sailor himself, having commanded the 
U. S. Gunboat Albatross and the Penobscot during the 
Civil war. In the company office hangs his honorable 


discharge from the United States navy, and a newspaper 
clipping which reads as follows: 

“Capt.. H. D. Gun- 
boat Albatross, has resigned his appointment as acting 
master of the and arrived at home. The Albatross 
Mobile City, and subsequently on the 
last hostile shot on the 
her in the destruction of 


iMdwards, late commanding U. 8. 
Hav 
the fight at 


Galveston 


was in 
blockade, where the 
coast of Texas was fired bv 
the blockade runner Denbigh.” 

While Capt. Edwards was fighting for his country, his 
business was managed successfully by his father, W. G. 
Kdwards., 

George W. Detroit from New Bed- 
ford, Mass., March 12th, 1869, to become associated with 
i when H. D. 
came sole owner of the business, and 
sfully until December 20th, 1920. As- 
for many years was Frank W. Eddy, 

1914. In September, 1914, shortly 
death of Mr. Eddy, Joseph M. Schenck, 

ident, treasurer and general manager of the 
Detroit New York City, where 
he had been for 19 vears an attorney connected with the 


I's otfice, 


Kdwards went to 


his brother in business. Some years ago, 
Kdwards died, he bye 
ved it 


late 


sociated with him 


the 
present pre 


yusiness, moved to from 


corporation counsel’ and entered the business of 
his father-in-law, George W. Edwards. From the time 
of the latter’s death until June Ist, 1923, the business 
was operated Mr. Schenck and the Detroit Trust Co. 
as trustees. On the latter date it was purchased by 
th n Oration Harriet Edwards Schenck, the 
vice-president, is the wife of the president and the daugh- 
ter of the late George W. Edwards. 

A short time after H. D. Edwards established his busi 
ness he took over more space, moving to what is now 


140-148 Woodward avenue, corner of Atwater street. 


where it remained for about 50 vears. The present 


huilding, at 167-181 Larned street. east, was leased and 

upied by the company January Ist, 1922. It is 
a structure 80 by 120 feet, with five stories and a base 
n The company, which capitalized at $300,000, 
carries an average stock of mill supplies, mechanical rub- 
ber goods and ship chandlery valued at $200,000. A 
force of ten salesmen cover the states of Michigan and 
Ohio 

In addition to its supply business, the company is 
engaged in manufacturing. In a factory in Cleveland it 
produces the Hartz Steel tackle and snatch blocks, and 
manufactures Smith patent belt fasteners and the Joy 


pneumatic air hose coupler in Detroit. The Edwards com- 
also developed and brought out Edwards Hi Heat 
packing, which has been used in aeroplane motors. 
George W. Edwards had the distinction of never hav- 
ing borrowed a dollar during his many years in 
and the company still follows that policy. 


pany 


business, 
It buys every- 
and, naturally, takes advantage 
Mr. Schenck ascribes much of 
the that it not 
quality products and watches 


thing on a cash basis, 
| the suc- 


borrow 


liscounts. 


cess of the house to fact does 


money, handles 


close lv. 


Mr. 


credits 


Schenck states that the company has a number 


of employes who have been with it for upwards of 40 
years and have been big factors in the prosperity of the 


house. This is notably true, he states, of Frederick W. 
Frede and J. G. Armstrong, who have been identified 
with the company throughout their business careers. 
Mr. Frede serves as secretary of the company, while 
Mr. Armstrong is the buyer. 
The Boyer-Campbell Co. 
One of the younger among the prominent supply 


houses of Detroit is The Boyer-Campbell Co. The com- 
pany was originally organized as The Bush-Campbell 
Co., September Ist, 1906, the organizers being Charles 
T. Bush, W. W. Campbell, F. H. Charles E. 
Allinger and W. C. Brown. The company then occupied 
a building with three stories and basement at 66 Con- 
street, 


Bover, 


yress east. 

In 1907 the company was reorganized as The Boyer- 
Campbell Co. At that time Messrs. Bush and Allinger 
returned to The Chas. A. Strelinger Co., with which they 
formerly had associated, and A. R. Smith 
H. IX. Andrews joined The Boyer-Campbell Co. 
Smith previously had been with The T. B. Rayl Co. 

In 1912 the company moved into its present quarters, 
a modern, six-story, fireproof building located at 
Congress street, 


been and 


Mr. 


362 
east. 
W. W. Campbell is president of The Boyer-Campbell 


Co., A. R. Smith vice-president, William C. Brown secre 








The Bowe r-Comphe ll Co. 


tary and Harry KE. Andrews 
Jr, is general manager, J. F 
R. H. Doolittle buyer. 


$750,000, carries a large 


treasurer. W. P. Goudie. 
Phillips sales manager, and 
The company, capitalized at 
and well assorted stock of bench 
machinery, tools, manufacturers’ 
equipment. Eighteen 
jacent territory. 


supplies and 


Michigan 


halll 


Satetyv 


salesmen cover and ad- 


The history of The Boyver-Campbell Co. is a 
constant development and expansion. It h 
with the growth of Detroit 


storv of 


as kept pace 
The company 
has tended toward specialization, and this has been par- 


Lhe 


industrially. 


ticularly manifest during the last year and a half, some 


of its sales representatives being specialists and econ- 


great many of 


territory by The 


fining their efforts to certain lines, a 


which controlled in the 
Campbell Co. 


are Bover- 


J. T. Wing & Co. 


J.T. Wing & Co. was established December 10th, 
but its 


1886. 
earries 
Wing, grandfather of 
present head of the 


from Ohio. where he 


history connects up with a story that 
Austin E, 


founder 


back to pioneer days. 
J. T. Wing, the 
company, went on 


and 


horseback 








New. 


Revolutionize 


Wood Screw 


Driving g@® 


\ 


7». 


ONE are the old fashioned methods 
of driving screws. With the coming 
of these new ‘‘Van Dorn” Electric 
Screwdrivers, it is no longer necessary to 
use the slow, unhandy and tedious hand 
methods. Body builders, wood working 
plants, piano factories, and thousands of 
other concerns driving screws daily in 
manufacture or in shipping departments, 
need these new time saving tools. 


They can be used with or without screw 
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Electric 
crewdrivers 












No. 1 Electric Screwdriver. 
Capacity up to No. 10 Screws 
inclusive. Price $49.00. No. 2 
Electric Screwdriver. Capa- 
city up to No. 16 Screws in- 
clusive. Price $60.00 


slot finders and with various sizes and 
lengths of blades to fit the particular job. 
All drivers are made with the well known 
powerful **Van Dorn” built motors, auto- 
matic safety switches and quick action 
chucks for changing bits. 

You can sell these new screwdrivers on 
nearly every call. Have you considered the 
possibilities of this complete line? Your 
territory may still be open. Write for full 
information. 


The Van Dorn Electric Tool Co. 


Makers of Portable Electric Drilling, Reaming and Grinding Machines 


Cleveland, Ohio. 


Sales and Service 


Branches 


Atlanta 
Boston 
Buffalo 
Chicago 
Cleveland 
Dallas 
Denver 
Detroit 
Indianapolis 
Kansas City 





99 Sales and Service 


Branches 


Los Angeles 
New York 
Philadelphia 
Pittsburgh 


St. Louis 
CTIRI C Salt Lake City 
San Francisco 
Seattle 
Toronto 
Winnipeg 




















February, 1927 





was born, to Detroit to study law in 1813. He 
became a successful lawyer and represented what was 
then the Northwest Territory in congress, and for his 
trips to and from Washington he had only the horse 
as a medium of transportation. When the Pottawatomie 
Indians were transferred from Michigan to another res- 
ervation, Mr. Wing superintended their transfer for the 
government. He owned the dock at which the first 
steamboat to reach Detroit stopped. 


J. T. Wing’s father was born in 1819 in Detroit, and 
while he was still a boy, the Wing family moved to 
Monroe, Mich. The son followed in his father’s foot- 


steps, so far as law was concerned, and incidentally be- 
a successful banker in Monroe, where J. T. Wing 


himself was born. 


came 


J. T. Wing had no leaning toward law. 
states, he 


As a boy, he 
was a trader, and his love for trade has con- 
tinued since. While still a youth he moved to Detroit and 
went He was employed by Buhl Sons Co. for 
four years, and by J. P. Donaldson Co. for a year and a 
half. In the latter part of his twenties, however, he 
decided that if he were ever to enter business for him- 
self, he’d better get Action followed decision and 
resulted in the organization of J. T. Wing & Co. as a 
supply house, at 39 Woodward avenue, where the busi- 
remained for 39 years, before being moved into 
the present location at 300 Bates street, January 15th, 
1926. The company at first occupied only a small space, 
13 by 25 feet, at its original location, but gradually took 
over more room at the same place. 

In its early days J. T. Wing & Co. supplied ships, 
stave and sawmills, flour mills and other industries then 
in Detroit. The lumber industry was a big factor in 
Michigan then, and much of Wing’s business was obtained 
from the lumber mills, while ship supplies was another 
important activities. J. T. Wing & Co. 
with the growth of industry in Detroit and 
as Mr. Wing says, a little ahead 
now carries supplies for practically all lines 
of manufacturing. The company also branched out into 
manufacturing at an early period. Today it manufac- 
ures babbitt metal, leather belting, packing and gaskets, 
and has a die casting and machine shop. The company’s 
building on Bates street is 80 by 150 feet, and has four 
stories basement. In addition, there is a two- 
story building, 52 by 100 feet, on Atwater street, where 
the babbitt metal and bronze factory is located, and a 
building, with 75 feet frontage on Woodward 
avenue, where the machine shop is. The Atwater street 
building was purchased within the last two years. J. T. 
Wing & Co. have 15 salesmen. The company covers the 
United States pretty generally in its sale of babbitt 
metal, but otherwise its sales activities prin- 
cipally to Michigan. 

About thirty years ago Mr. Wing established J. T. 
Wing & Co., Ltd. in Windsor, Ont., Can., and a general 
line of mill, engineers’ and contractors’ supplies, as well 
as hot air water boilers, enameled goods, 
plumbing supplies and builders’ hardware, are carried 
there, the builders’ hardware line having been only re- 
cently added. J. T. Wing & Co., Ltd. was incorporated 
in 1912, and a new building was erected in 1915. This 
is a modern structure, 100 by 120 feet, four stories in 

mill construction throughout. The company 
another building, 133 by 137 feet, in Wind- 
sor, Which houses a warehouse, machine shop and garage. 

Mr. Wing is still actively engaged in the direction 
of both of the Wing houses, although each is in direct 
charge of a general manager. He does not confine him- 
self to his work as steadily as in the earlier days, how- 
ever, and does a great deal of traveling. He has made 


to work. 


busy. 


hess 


phase of his 
kept pac 
vicinity, however, or, 


f 34 


of it, and 


and a 


two-stors 


confines 


furnaces, hot 


height, of 


also has 


NI 
“I 





trips around the world, as well as having visited the 
principal points of interest in the United States. 

N. S. Boyes, general manager of J. T. Wing & Co. in 
Detroit, joined Mr. Wing in January, 1900, and has 
been a big factor in the company’s success since that 
time. John Stuart, the vice-president and general man- 
ager of J. T. Wing & Co., Ltd., like Mr. Boyes, has 
been a prominent figure in the advance of the business 
under his charge. Mr. Wing is president and treasurer 
of J. T. Wing & Co., Ltd., Mr. Boyes is secretary, and 
J. T. Wing, Jr. and J. R. Milner are vice-presidents. 


Buhl Sons Co. 

Buhl Sons Co. had its origin in the firm of Buhl, 
Ducharme & Co., which was organized in 1854 as a 
wholesale hardware business by C. H. Buhl and C. A. 
Ducharme. Mr. Ducharme died in the ’seventies, and 
Mr. Buhl continued the business. He eventually pur- 
chased the Westerman plant for iron and steel manufac- 
ture at Sharon, Pa., and conducted the Sharon Iron 
Works, which later was sold to the United States Steel 
Corporation. The Buhl Sons Co., however, continues to 
handle large stocks of iron and steel. 

After the death of Mr. Buhl in 1894, the business was 
continued by his sons, T. D. and Frank H. Buhl. It was 





Where 


Buhl Sons Co. Was Born 


incorporated in 1902, and the name of the house changed 
to Buhl Sons Co. F. H. Buhl managed the Sharon Iron 
Works until it was disposed of, while T. D. Buhl had 
actual charge of the Buhl Sons Co. T. D. Buhl died 
in 1907, W. E. Buhl succeeded him as president, and 
A. H. Buhl became vice-president. When W. E. Buhl 
died, in 1916, A. H. Buhl became president and L. D. Buhl 
vice-president. F.H. Buhl died about ten years ago. It 
will be noted that the third generation of Buhls are now 
at the head of the company, A. H. and L. D. Buhl being 
sons of T. D. Buhl. 

The first home of Buhl, Ducharme & Co. was a small 
store on the west side of Griswold street, above Jefferson. 
This was occupied only for a short time until the busi- 
could be moved to a store on the west 
Woodward avenue, between Woodbridge and 


ness side of 


Atwater. 


This was a four-story building, with a frontage on 
Woodward avenue of about 100 feet. Here the com- 
pany continued business until 1873, when property on 


West Woodbridge street was purchased and a four-story 
building, extending back to the river, erected. This 
became small for the business, and in 1900 the 
company leased another four-story building having a 
frontage of about ninety feet on Woodbridge. This 
building was occupied until 1910, when it was razed 
and a six-story steel and concrete building erected. This 


too 

























REPEAT 
BUSINESS 


VERY knows that real 

profits come from the sale that leads 
That's 
just what the first order of Kleen 
Kwality Kloths means. 


salesman 


to a continuous flow of sales. 


Practically all of your customers use 
wiping cloths of some kind. Isn't it just 
as easy to sell them a brand that is not 
only clean; but actually sterilized? 
Klean Kwality Kloths are washed in 
chemicals, boiled in live steam and 
baked at 225° F. for 30 minutes before 
they are baled. This makes them as 
sanitary as hospital gauze and lintless, 


too. 


You can sell them in four grades and in 
any quantity from 10-lb. packages to 
1000-lb. bales. Let us show you how 
they will be a profitable product for you 


to handle. 


Aaron Ferer & Sons 
ST. LOUIS 


Branches in main 


industrial centers 


Kleen Kwality 
IKLOTHS 








The John B. Wiggins Company, 
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They detach from 
tabs with perfect 
edges. 

: 
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The man who can say 


“YES” 


Every salesman is trying to reach him. 
How far do YOURS get? 


THERE are plenty of men in thousands of 
firms throughout the world who can say no when 
it comes to doing business—but there are com- 
paratively few who can say yes. 


Every salesman is endeavoring to reach and 
cultivate the man who can say yes. And invari 
ably from out of the mass which is see!sing him, 
he will give preference to the salesman whose 
business cards show by their quality in evidence 
much plainer than words, the blue-blood of the 
firm behind them. 


* * * 
WIGGINS Engraved Business Cards—the card; 
that detach from tabs with perfect edges—are 


used by firms that set examples of salesmanship 
for others to follow. 


It has taken sixty years for The John B 
Wiggins Company to raise its standards of qual- 
ity engraving to the point of international 
recognition, and now—an unrivaled leader—it 
is patronized by firms and individuals through- 
out the world for all types of copperplate 
engraving. 


ft the request of any executive or salesman, we 
will gladly send a sample tab of the ensraved bus 
iness cards which ue have other lead 
throughout the United States 
Simply clip and send the coupon belou 


made for 


ing business firms 


The John B. Wiggins Company, 
1143 Fullerton Avenue, Chicago 


(Established L857) 


WIGGINS 


Peerless Book Form 
CARDS 


1143 Fullerton Avenue, Chicago 
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was connected with the original building by arch-ways. 
There the company remained until 1921, when the pres- 
ent fine home was built at the foot of Adair street, 
along the river. The main building at the present loca- 
tion is a thoroughly modern office structure and ware- 
house, 243 by 490 feet, and six stories in height. 
the the iron, and heavy hardware 
warehouse, which is 200 by 380 feet and has five stories, 
and the crane building, 80 by 380 feet. 

Almost at its very inception Buhl, Ducharme & Co., 
began furnishing supplies for lumber mills, 
machine shops. This the 
did the other and the company 
now handles a general line of mill and factory supplies, 
all branches of the manufacturin: 
its territory. The and mill supply 
is one of nine departments, the 
iron and 


Across 


driveway are steel 


blacksmith 


and end of business grew 


steadily, as features, 
serving industry in 
aepartment 
others being as 
builders’ hardware, 
auto accessories and electrical supplies, roofing, house 
f nys, sporting The 


furnish tools. 
is capitalized at $2,800,000, and covers Michigan, 






factory 
follows: 


steel, general hardware, 


} , 
yooads and 


company 


Indiana, 


—— 


Ae = 
OFFICES ano ¢ 
WAREHOUSE NO.| 


j 


Buhl Sons Co. 
Ohio Wisconsin 


salesmen handle lines that go directly to the industries, 


with 54 salesmen. 


and 
another sell to retailers. 

A. H. Buhl is president of the company, L. D. Buhl 
vice-president, H. W. Horton and F. 


while 


secretary 





born treasurer. William A. Reglien is general m ive} 
ind Otto Ziegler is director ot purchases, with the fol- 
owing several department buyers serving under him: 
L. Noechel, A. Aird, E. D. Wheeler, G. W. Bantz- 
haff, Geo. M. Schne der, Chas. F Schlink, Geo Kk. 
Veazic und Jas. J. Case. Mr. Osborn, the treasurer, 


woKKeeper In 1885, and hi: 


been connected with the house ever since. H. W. Horton, 





t! ecre r first started work for the ompa ( 
Sharon mil ind later went to Detr . ) rf 
the « sales force William A. Reglier 

ina joined the company as a stenographer it 
and Otto Ziegler, director of purchase wi worl 
as a sto clerk in 1888 Both Messrs. Re and 
Z. re members of ft board of dire rs An- 

er director is Leon Smith, who rted to wor a 
t clerk in 1880, later became a city salesmat nd 

ill interested in local sale os 
Other Houses in Detroit 

Palmer-bBee Co., 2778 East Grand boulevard, was incor 
porated in 1905. William EI. Bee is preside ind gen 
eral manager; Jesse If. McBride vice-president: Homer 
W. Maxwell secretary, and Geor; A. Bee treasurer. 
The company handles power transmission, elevating and 
conveying machinery and supplies, and manu ures 
speed reducers, flexible couplings and I-beam trollevs 
It has a capitalization of $1,000,000 and carries an aver- 
age stock of $250,000. G. J. Monteith is buyer. 


Roehm & Davison, 3289 Beaufait street, established 


79 
the real old houses of Detroit. It 
was originally a carriage and wagon supply house, but, 
with the falling off in the carriage business, the lines 
of the company changed, until today it is a large distrib- 
utor of iron and steel, with 12 salesmen covering Mich- 
igan, Indiana and Ohio. Charles M. Roehm is president, 
F. A. Wittman vice-president and buyer, and L. 8. Roehm 
secretary. 


G.. &. 


in 1867, is one of 


Gransden & Co., 642 Jefferson street, west, was 
established in May, 1917, and incorporated January Ist, 
1926. This company supplies factories and contractors 
with wire and manilla 


and packing. 


rope, mechanical rubber goods 
C. S. Gransden is president, Mrs. Grans- 
den vice-president, and H. H. Hollinstat secretary-treas- 
urer. Mr. Gransden is buyer. 

Central Distributing Co., 944-950 Harper avenue, was 
1911. It is capitalized at $110,000 and 
carries a stock of steamfitters’, mill, factory and machin- 
supplies valued at $100,006, 
Michigan, northern 


incorporated in 


iat 
| 3 


Five salesmen cover 
and Ohio. A. J. Weather- 
manager and buyer, William H. Hud- 
vice-president, A. M. Weatherwax 
W. E. treasurer. 
Gregg Hardware Co., 124 Cadillac 
porated in 1906. J. H. Gregg is president and general 
manayer, J. A. Janisse vice-president, W. S. Garner sec- 
retary and buyer, and C. C The 
stock 


$100.- 


Indiana 
wax is president, 


son secretary, and 
Rinderknecht 


was incor- 


square, 


McMillian treasurer. 


is capitalized at $200,000 and carries a 


and mill supplies valued at 
lower 


cOMpany 
of builders’ 
OOO, Its 


salesmen. 


hardware 


territory is and it has five 


Kerr Machinery Corporation, East Fort and Beaubien 
1906. It handles pumps 
and auxiliary power plant machinery and marine equip- 
ment, 


streets, was incorporated in 
and covers Michigan, Ohio, Indiana and the Great 
territory with 10 David M. 


b. Singleton 


Lakes salesmen. Kerr is 
president and general manager, A. 
and C. A. Midworth 


American Equipment Co., 


is vice- 


president secretary-treasurer. 


5928 Second boulevard, was 


incorporated in 1919. It carries a stock of machinery 
and tools valued at $20,000, and 
Ohio with 


Henry ( 


son secretary-treasurer and manaver., 


al 


covers Michigan and 


salesmen. L. F. 


northern seven Goodson is 


Good- 


company is 


president Bach vice -president and G. F. 


The 


capitalized at 


S20.000. 


The Taylor Supply ¢ Larned street, han 


10., B40 West 
valves and fittings. Jas. P. Feely, Jr. is press 
dent, L. M. Feely vice-president and Harry W. 


asurer, 


4 


Taylor 


deals in pipe, valves, f Ss, packings, engineers’ sup- 
y Bi encan | oe ee | } 
piles and special cs Ne! Anderson 5 lt uvel 
. ‘ , R ‘ ) ) wi Ian) 
Carnahan & byrne Macl ery Go., Int 133 Beaubier 
street, was established in 1920 and incorporated in 1922. 
ri }] ly tlkinge BYo 1? Mmeroand 26) 7°] ‘ « }" 
It handles woodworking machinery and carries an aver- 
age stock of $25,000. Three salesmen cover Michigan 
for the company. John T. Byrne is president, John G 


= ° o% 
Nramer vice-president cretary- 








, { 

was incorporated in 191 | 

$50,000, and carries ais 

née) 4 a ae ae a ae 
29,000, Its erritory neiuaes eastern and southern 





hio and it 


treasurer, A. W. 


Mich Eng- 


lish is president and Po vice-president 
ind F. E. Taylor secretary and buver. 
Other houses in the city are as follows: Cadillac 


Machinery Co., 6209 Hamilton street, machinery; Carle 
Woodbridge street, metal work- 


Fitti Co., 931 West 


Ings 
ngs; Contractors’ 


Machine ryv Co., 546 East 


me 


machinery; Caton Pipe & 


Mlizabeth street, pipe. valves and fitti 
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from the The MICHAEL DRAIN VALVE 
tightest set 7 
without damage 






TH 


HE Michael Valve auto- ([éxene CyLanpeR SCS 


matically keeps the cylin- “= EERE: cig 
der drained both when the \ jj a gine Hl 
engine is in operation and ss as a ie 


when it is idle, and therefore 
makes cylinder drainage sure and thorough without any 
routine on the part of the Engineer. 

In comparison with the common practice of draining 
cylinders by hand-operated valves at each end, a single 
Michael Valve to which both cylinder ends are con- 
nected, eliminates uncertainty as to what is in the cylin- 
der, danger of packing or cylinder head blow-out and 
damage, and washing away of the lubricants from 
ry °,? > entrained water. Inasmuch as cylinder oil is better able 
fl he positive action socket to stay on and between rubbing surfaces in compara- 
tively dry steam, the installation of a Michael Valve 
does it / reduces wear on the cylinder walls, piston rings, rod and 

« me packing and minimizes the attention required at these 
parts. The immediate removal of the water as it enters 
See those dovetailed flutes in the socket. or forms, maintains the higher temperature at which the 
cylinder is able to get more mechanical work from the 
incoming steam. 





When the dovetails on the wrench and the 


socket interlock, you have a perfect grip on As the entire drainage action is automatic, forgetful- 
; 2ss or carelessness cannot endanger the cylinder, and 
the screw. It must move when you turn ee ee ee ie <li t 2 
ke : ; é the attendant is protected from the scalding that he may 

the wrench. The action is as direct and get any time with hand-operated drains. 
positive as that of meshed gears. The Michael Valve is equally applicable to cylinders 
‘ of high or low speed engines, pumps, compressors, etc.— 
No enlarged sockets. rounded corners and easily substituted for the hand drains and makes a neat 


installation. 





slipping wrenches. No splitting and screws 
jammed in holes. No lost time, temper and OU can sell Sherwood products to critical customers 
. an cael i ciads asin lence th: in ‘bunts rT heir 

- with vel onfidence that you are actin tor their 
cussing. : every co a 7 g 

. as well as your own best good. 
Positive action! The wrench grips the screw. The prices, quality and service will enable you to 
Actually. the tendency is to contract the screw, compete successtully against all comers, and the further 
. cooperation and inducements that we offer are too good 
rather than to expand and burst it apart. to neglect. 

° , , . ee 1r details an > same » why ave 
Phe primary function of Bristo safety set screws Ask us for details and at the same time why not have 


. . ' is quote on your next stock order? 
is to set, and they do it with a vengeance, but 


Bristo users also appreciate the comparative ease This Sherwood Catalog FREE 


ae : 
with which they can be removed and the num- 
F ti Send for your co; and kee 
ber of times they can be reused. Send fo dutta x Doaiie keep it 
: handy as a guide to proper selec 
Look into this Bristo socket; consider Bristos for th. Si Takers, Eerie, < wens 
Drainers, Force-feed Oil Pumps, 
Sivht-feed Lubricators, Ojul and 
Grease Cups, Oil Gauges, Indi 
cator Cocks, Gauge Cocks, High 


production as well as maintenance. Samples 
gladly furnished for examination and test. What 
sizes, please? Ask for Catalog 814-H, when 
you write. The Bristol Co., Waterbury, Conn. 


Safety =~ 4 HERW O00 ) 


POWER PLANT and INDUSTRIAL SPECIALTIES 


Pressure Gas Valves, Flue Clean 


ers, fusible Plugs, el« 
Ask for Catalog 18-S 


Sherwood Manufacturing Company 
1718) Elmwood Ave., Buffalo, N.Y 
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Equipment Co., 5169 Martin street, contractors’ equip- 
ment; Detroit Machinery Exchange, 8637 Kercheval ave- 
nue, machinery; Detroit Pipe & Supply Co., 1871 Gratiot 
avenue, pipe, fittings, radiators and boiler tubes; J. W. 
Dopp & Co., 2987 East Grand boulevard, contractors’ 
equipment; International Machinery Co., 140 

Larned street, metal working machinery; Lee Machinery 
Co., 3171 Bellevue avenue, new and used machine tools; 
Peninsular Machinery Co., 429-431 Jetferson avenue, east, 
Riverside Depot, 
Aubin avenue, new and used machinery and mill 
Schaefer Rubber Co., 1217 
mechanical and plumbing rubber goods; E. 
Machinery Co., 693-701 
used metal working machinery. 


Kast 


metal working machinery; Machinery 


201 


supplies ; 


RYE: 
Griswold street, 
B. Stickley 
Congress street, new and 


east 


Branch Houses 
The following branch establishments are maintained: 
} Co. of 150 
J. A. Roe manager, mill, steam and plumbing 
The Motch & Merryweather Machinery 
Cleveland 2842 West 


branch manayver, machine 


Crane (branch Chicago), Randolph street, 


supplies: 
Co. (branch of 
Handloser 


& 


Grand boulevard, R. ¢ 


The Ohio Rubber TeX 


tools: 


tile Co. branch of Cleveland), 158 West Larned street, 
Kk. H. Griffiths branch manager, mechanical rubber 
goods; Joseph T. Ryerson & Son, Inc. (branch Chi- 
cago 1600 East Euclid avenue, W. H. Basse branch 
manager, iron, steel, machinery and boilermakers’ sup- 


The Strong, 


Co. } 
Geo. F. Turner 


& Hammond ranch of 


, west, 


Carlisle 


1300 Fort street 


plic _ 
Cleveland branch 
working machinery. 


manayer, Metal 
IMPROVEMENTS AT TANNERY 
Chas. A. 


Has tl ndergone Changes in Recent 


Schieren Companys Plant in Bristol. Tenn. 


} ears 





Work of rebuilding its entire beam shop and adding a 
proof extension, equipped wit! ncrete vats. at its 
Oak Leathe Panneries in Bristol, Tent is in line with 
t} LL les of the Chas. A. Schieren Compat n im 
r)? } } dqdiinw me ' ad 
Re ears Nave NV} ssed rie revovullaing a n 
I} ’ mail {le *¢ { I n nts «i n nt ! Ces 
The \ the handle ird were completely rebuilt 
t r n I"? ross | vstem was installed 
handling and transferring of hides from 
ne ! ( When the mprovements em 
1) ed ( Wu ive ef ymplete nis ¢ a 
} Migi \ bye rep) co rue 1O hro rnou 
he entire ne} Vas ped iuton ri 
t ( l ap’ ( ( ( l } pro re 
1 ddet I} yuildin vel i re than 23 
iC 1'¢ 
Phe tanne ( en shu vn since 
vas ¢ ( 4 3 a Phe compa ises 
he nu yal ! ( ! ) s Ca t I} 
926 the compa stored morte in 9.000 
lo} ons or cords of estnut o i} wi) \ i 
many Housanad NiWdes 
tt <b 


E. P. ALEXANDER PASSES AWAY 


Veteran Leader in Leather Belting Industry Dies Sud- 


denly in His Philadelphia Home 
\lexander, t of EP. 
manufacturers of leather belting, and a 
of the National Leather Belt 

Manufacturers, died 10th in 
his late residence, 3412 


Mr. Alexander 


«& 


past 


Edward P. presiden lexander 


Inc., 


Pon, 


president Association of 


Ing very suddenly January 


Baring street, Philadelphia. 
was born in Winchester, N. H., July 


18th, 1844, the son of Lemuel Hastings Alexander, who 
had been a tanner of leather since 1817 and who com- 
menced the manufacture of leather belting in connec- 
tion with his tanning business in 1844. Mr. Alexander 
received his education in Rutland, Vt., but left school at 














Edward P. Alexander 
the age of fourteen to enter the hardware business 
Keene, N. H. He later was in the same line of business 
in Dubuque, Iowa, for a few years. 

In 1867 Mr. Alexander moved to Philadelphia, where 
he and his brothers, Charles H. and Henry W. Alexander, 
established the firm of Alexander Bros., for the purpose 

manufacturing leather belting. Mr. Alexander did 
the traveling for the firm in the early days, covering the 
and south during the troublous post-war period. 
For fifty the business was under his management. 
It grew steadily and gained an enviable position in the 
trade. In 1921 Mr. Alexander and his son, Julian Alex- 
established the leather belting firm of E. P. Alex- 


+Y) 
ifi 


oO] 


west 


vears 


inder & Son. Inc., Philadelphia, of which he was presi- 
dent at the time of his death. 
Deceased was active in the National Association of 


Leather Belting Manufacturers from its inception and 
the organization for a number of 
his activities he was prominent 
He was an elder in Northminster Pres- 
Philadelphia, thirty 


about twenty 


president of 


\\ S 


years. 


addition to Dusiness 


n church work, 


churenh, for years, and, 
prior to that, a trustee for 


Mr. Alexander 
now the 1 


vears. 
is survived by a son, Julian Alexander. 
P. Alexander & Son, Inc., : 
. Philadelphia, 


head of E. ind 


ACTIVE 


two daughters. Mrs. Laird H. Simons, of | 
and Mrs. Joel H. Hildebrand, of Berkeley, Cal. 
*— 
Use of Wreneh Display Boards 
Supply houses using wrench display boards have 
found them to be a convenience and sales help, it is said. 
The boards always should be so placed that the customer 


will come in contact with them easily, and thus they will 


aid it Another advantage of the wrench 





boards i vy call immediate attention to shortage 
in stock, and in this way loss of sales through lack ot 


avoided. Dealers will do well to use 
stands displaying various smaller items handled by them 
wherever possible. They are usually compact and 
up but little space, and each holds a considerable supply 
f 


) voods. 


merchandise is 


take 
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Your Salesman 
is one of many 
and— 


in order to give him an “even 
break” he should be equipped with 
up-to-date catalogs and price lists. 
His data and photographs should be 


in the most practical form for use. 
The loose leaf method is the answer. 


There are many loose leaf binders 
on the market, but the one that has 
been selected as standard by the 
plumbing and heating and automo- 
tive equipment industries, as well as 
by thousands of institutions in vari- 
ous lines merits your consideration. 


Chis is the Kalamazoo catalog cover. 


In case you have not seen it, let us 


submit samples. 


Kalamazoo Loose Leaf Binder Co. 





actories at Kalamazoo, Mich., and 
Los Angeles, Calif. 
Sales Offices in Principal Cities 









KALAMAZO 


ACCOUNTING-SYSTEMS 
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Oxy-Acetylene 


Welding and 


Cutting 
Equipment 


s for 1927. 
There is a complete new line of 
Imperial Welding’ and Cutting 


Equipment. 


Imperial has big new 


Radical improve 
ments have been made which 
insure continued leadership for 
these popular torches and outfits. 
The new Type X Imperial Welding 
Torchis new in exterior design and 
embodies animproved mixing prin- 
ciple which insures accurate con- 
trol of gases and successful welds. 
The No. 11 Welding Outfit, shown 
for all 
Oxy- 












here, provides equipment 
welds within the limits of th 
Acetylene proces 

There are 
Nits, t 





other new Imper 










Imperial Weldiné and Cutting 
Outfit are 
Rena heed 


packed in substan 


case 





a ight teel carrying 


THE IMPERIAL BRASS MEG.Co. 


511 South Racine Ave., Chicago 
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election and Use of Babbitt Meta 


Close Attention Always Should Be Given to the Sery 


Are to Perform and 


to Their Lubrication. Casting 
C. W. HUDSON 


Sales Manager, Hoyt Metal Co., St. Lous 


selection of a babbitt metal, tl 


t 
} 


ervi to perform in the bearing is the 
tari consideration. A very inexpensive |} 
Which will give almost indefinite service u 
tion of light load and absence of impact, 
probability fail quickly if it were installed 


subject to high pressures and speeds, 








to conditions of lubrication that the de- 
hrust and lack of attention. On the sirable qualities of babbitt metal ars 
ther hand, there no economy in = brought int rvice 
ising a high grad costly babbitt Phere — _ doubt perfection of lubrication § de- 
Where a low grade alloy will suffice. many salesmen and buyers pends largely upon the kind of - 
In selecting the proper grade metal, who know a lot about bab- cant and its method of application 
onsideration should also be given to bitt metal. and can vive Among the systems of applying the 
Porene: Heeveens OF CLReiy cabnarendined proper advice to would-be erhares vel the full force Teed, used 
h temperature to which the bear- : in best automotive ‘e; the splash 
bye subjected consumers as to the kind method ot lubrica vhicl is used 
| renera the ideal bearing metal they should use to secure in less expensive a otive e1 gines 
me which combines extreme hard the best results in individ- rit ling, used sive n sta 
t na Ww Coefficie Of friction ual cases. On the other ionary ele machinery, and » 
hould provide pertect contact be hand. it is very probable pracuce od placing oil soaked waste 
Ver he Ing s ce and. the : ! ne stulng box, 
ae nee i pa ve ngs oes? there are many whe baoie Th. ms ee 
stan i nicl ma Le they are mn need of taypor- » th ervice require and ne vette ly 
) ip Complete conta { mation on many details. the svstem used t app g¢ the lu- 
mn seldom obtained in pr Hoth that in mind “Mill ceca tne less 18 cae YeOmerery 4 
mt Nee Ss true n Une Supplies” secured from oa : ee 2 — — — ay _ 
\ supported by a nun ; ‘ ! ne lerne ine ne ermissibdie 
i, Mesias. Ciao: secs ccm babbitt = manufacturer a pressures, velocities and temperatures 
ae - ’ detailed and very infornrve- a beari 
ict betwe the be nys five article on habbit Usually, whet dois app i 
haft Which he ng and metal how made. its nanner similar to tha gine 
ee wag ws a various uses. and methods nk } ‘apis ee sp et ayaa 
met must re use an when load is plied 
t ) | tie F ee abl t ne iad of application. It ts hoped oe is sais son eng mall ha 
y imperfections of adinstwa the information contained : is. The maximum pressures ; 
great exte! \ nbinati¢ in’ the accompanying ar- wed on main shaft b ngs | 
properties is obtained by the sci ticle will well serve the | designers of both steam and inter 
] y f oy ‘ } ) } 5 ‘ ‘ f ymbiust ) } eS pal ! so 
¥ — ae vgs apse purpose for which it is in- ‘ao a ale teases rs The 
ne ves rracie t Ot) a POUNGS per s 4 
In the he hardness is furnished b tended. lowable pressures depend much upo 
formed by some of the cor he speed, the nature of lubrication 
1e) metals These id the ope ing temperature 
mn are carried in a sof tal of For high speed machines, only very light loads should 
aabbitt. In such a | es sup be used on the bearings, except where the weight of the 
the load while the natrix bearing itself is an important consideration. The allow- 
ws the bearing to adj ire oO} able bearing pressures for motors and generators some- 
ear, to the irregularitic ignment times run as low as 40 pounds per square incl Wit! 
he shaft too great a load at high speed, the babbitt might softe: 
IDEAL LUBRICATION and run out from the bearing, due to increase en 
While the selection of the proper metal is very impor- perature. This indicates the importance of the qualit 
ant, many bearings are made of metal which is wel] of the babbitt particularly in relation to its compressive 
lited to the service which the bearing must give. but Strength under load and its hardness at elevated tem- 
1 because of carelessni as ng and fitting and peratures. For the most severe conditions of pressure 
ailure to provide proper means of lubrication. In the speed and liability to shock, tin base babbitt should be 
following paragraphs are outlined the chief considera- Used. 
ons in the design of a bearing and the proper ethod All of the alloy babbitts have, roughly about half the 
casting the metal and fitting so as to secure 1 only tensile and compressive strengths and hardness at a tem- 
a properly fitted bearing, but one in which the metal has perature of 212° Fahrenheit that they have at 70° Fah- 
in efficient structure. renheit, so that a bearing which must necessarily run 
Ideal lubrication is the maintenance of an unbroken at high temperature should have generous ¢ nough dimen- 
il film between the bearing and revolving shaft. Perfe sions to make up for the weakness of the metal at this 





nature of the seldom r 
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ll t10 respect is 

the lubrication, 
supported. machit 
for the 
which the oil film is less 


of difficult, 


most impor- nearly perfect 
that be 


made in this 


yabbitt metal, n 


can 
condi- 
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Wo 


a respect 
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in bearing largely because the 
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and Fitting 
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design, allowance 
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WE ALSO MAKE 
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BABBIT T WHITE METAL 
MELTING FURNACES 


—FFoR- 


MACHINERY BUILDERS 
REFINING PLANTS 
PRINTING PLANTS 
FOUNDRIES 
MINES 
ETC. 
MADE IN 3 SIZES 
SOQ POUND CAP. -1000 “+ ND CAP-2000 POUND CAP. 
EACH MADE TO BURN 
COKE — COAL - WOOD -OIL - GAS 
THEY ALSO HAVE TWO BOTTOM DRAW 
OUTLETS - ONE ON EACH SIDE OF FURNACE 


Illustrations, Prices etc. on Application 


ROWELL MFG. COMPANY 
APPLETON WISCONSIN 
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emperature. (A very important point to remember. ) 

The metal should be melted quickly in a clean ladle, 
brought to the proper pouring temperature and cast at 
once. Prolonged heating or over-heating is often injuri- 
ous to babbitt metal, especially when melted in small 
quantities. The melting points and copper content of 
these babbitts have much to do with their pouring tem- 
peratures. Babbitts high in copper require a high pour- 
ing temperature and should be thoroughly stirred before 
casting, as the copper has a tendency to segregate. Just 
before pouring, the metal should be thoroughly skimmed 
* all dross. 

The mold, having been heated to about the pouring 
emperature of the metal, should be allowed to cool down 


between 200 and 500° Fahrenheit before pouring the 


metal. Thin castings and quickly setting metals require 
he hott mold. The mold should not be jarred while 
he meta freezing, as this is apt to cause the forma- 

nm of a coarse structure in the casting. If a casting 


maximum hardness, strength and fineness of grain 
Ss required, tne mold should be chilled by applications 
or by carefully spraying or pouring on 


By slow cooling a less brittle casting is secured, 
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but one which will not be as strong, will be softer and 
have a coarser grain. Probably the most serviceable 
bearing for general purposes is obtained with a mold 
heated to a temperature between 200 and 500° Fahren- 
heit, depending on the thinness of the casting and the 
fluidity of the metal, and by not chilling the mold too 
rapidly nor cooling it too slowly. Under these conditions 
the ideal crystallization of the metal into hard, and not 
too coarse, grains imbedded in a soft matrix is most 
likely to be obtained. 
FITTING THE BEARING 

After the bearing is cast it should be scraped in so 
that it will fit the shaft perfectly whether or not it is 
machined. This scraping is accomplished by lightly coat- 
ing the shaft with prussian blue, ground in oil, and re- 
lave been as- 


! 
volving the shaft in the bearing after they hi: 
sembled. The shaft coming in contact with the “high 





parts” of the bearing deposits a coating of blue on their 
boundaries. After taking the bearing apart these “higl 
spots” are removed by carefully scraping them with tools 
made for this purpose. This whole process is repeated 


again and again until perfect contact is obtained between 
all parts of the surface of the bearing and the shaft. 


o> 


Williamsport Control Changed 


Passes into Hands of Old Emploves 


Q) he outstanding reorganizations of the ne 

ear is that of the Williamsport Wire Rope Company, 

Williamsport, Pa. With the purchase of the Cochrar 
svndicate headed by Robert) Gilmore, 


Edgar Munson, Logan Cunningham and C. M. Ballard. 


the nth f this important business has virtually passe¢ 
the hands of old emploves, who have alread ike 

ird expansion which will make the tactory one 

rest Wire rope plants in America, according: t 

e new organization, while introducing new capi 

Wi not affect the personnel of the old organization 
ich has stepped into the limelight in the manufacture 
and distribution of Telfax marked wire rope within the 
ew vears. Robert Gilmore, president. continues as 

ne di ting nead He has been active 1\ associated wit! 
! ! i 4 ears, and is rated S &@ reaqdcel ! 
vil pe industry. Edgar Munson becomes vic 
resident and treasurer, Logat Cunningham © vice 
president and secretary, and C. M. Ballard vice-presi 
dent and general sales manage} These men have been 


important factors in the upbuilding of the company. 


No time is being lost by the new organization in put 
ting into effect one of the most progressive programs 
t the Williamsport company’s career, for the task of 
enlarging the present plant and extending present faci 


las already begun. The Williamsport Gazette-B alle 


“During the past six months the work of filling in the 
area known as the ‘White Basin,’ located to the southwest 
of the present buildings of the company, has been under 
way. Plans for new structures are being drafted and 
the actual construction work will be started just as soon 
as the immense fill of the ‘White Basin’ is completed. 

“One new building will be 450 by 200 feet, and will 
equipped with the most modern of labor saving de 
vices. Together with the present and other buildings, it 
will make the Williamsport plant the largest in the coun- 


try devoted exclusively to the manufacture of wire rope. 


Building Program Under Way 


“What is equally important to the city, the new bui 


. 1] a hl) ] P , ent le 1 ae } » 
nys Will enable the company to add several hundred me} 


+ +4 l l ° 1 e “ } 
O its present force. which 18 now belng worked on qa 


} hi : . — ‘ 1 + +h laa 
na nNignt snlits In order to Keep pace W1tNn ne volume 





; | » hi ° ] 4 ; sla+3 
O orders which more than tax ne present tacilities. 
Tr ntit ol] 7 aes | +} ac Ee 
nhited orders whicn Will Keep ne pla rong nae 
nit }y gre now ) hand " | ay 17] haing anamens+ ] 
niteivy are NOW On Nana, ana aYe GalivV DeINY auygrmMentea 
by additional orders coming from all parts of the United 
St and from many foreign countries. 
\\ imsport Wire Rope Compa) Ss organize 
! i, nad has rown steadl int Ss even now 
n e largest In tne country It has warehouses anc 
branches in nractiecally everv stat and al he lore 
rancnes mM practicaliv every state, and also Nas a iarge 
export business. While the actual amount involved it 
the reorganization has not been announced. the deal is 


evarded as one of the largest financial transactions mad 


n Williamsport i 


a number ot vears., 


oe 


YOU DONT NEED SALESVMEN 
Not If Youre Going to Vake Price Sell Your Goods. in 
the Opinion of Detroit Dealer 
The mill supply house that depends upon price cutting 
dispose of its goods has no need of salesmen, in the 
opinion of N. S. Boves, general manager of J. T. Wing 


& Co., Detroit. 


‘l believe any salesman should be able to go out and 


sell goods at the market price.” said Mr. Boyes in a re- 
cent conversation with a representative of MILL Sup- 
PLIFS. “It vou’re going to make price sell vour goods, 
do away with vour salesmen. Go to your printer and 
have your prices published and send them out. 

“The distributor does not demand an exorbitant price 
for his goods, but he must charge enough to pay his in- 
ventory cost and realize a good return on his investment 
Price cutting is detrimental to everybody’s business. 
and, all things being equal, we should all get the market 
price for the things we sell.” 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 





108 Washington St., New York 


Philadelphia: Widener Bldg. Detroit: 7752 Du Boise St. CHICAGO: McCormick Bldg. 
Cleveland: Auditorium Garage Bldg. 




















ROYERSFORD 


— offers — 


ROLLERINE ( gecistreep ) 





“The BEST Lubricant’ 


It costs more, but it’s worth the difference. 
Vo {eid No Grit 


Vo Decomposition an ces P A 
Five densities, and in containers from five 


pounds to a barrel. 


Try it for that particularly troublesome 
place. 


ROYERSFORD FOUNDRY & MACHINE COMPANY, INC., Box S, Royersford, Penna. 
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Interest Kept Alive by Follow-Ups | 


Enthusiasm for a New Product May Die if It Is Not Kept 
Before Distributors and Consumers by Consistent Effort 


FRED COUNTERMAN 











out his salesmen on 
with a new number added to the 
is something devised by the experimental de- 
partment of the works. We might, in order to make the 
illustration more concrete, call it an offset crowbar. 


sends 


of the month 


A manutacturer 
the first 


line. It 


corps of 


The salesmen have been shown this new bar and per- 


haps a few stunts have been per- 
formed with it in their presence to a 
demonstrate its value. They are THIS 

| TO ng ie rHIS PLAN 
told to go out and. stock dealers 
with it. The salesmen are high 
essure men. They could. sell 


Msquimaux Pies to 


Phey 


Laplanders. 
“pepped up” 
the house, where they had a 
the 
how 


are all after be- 


banquet, with sales manager that 
they must make 
leir quota, or the shop would have 
time. 


Crow bar ate t he 


nowimne 


them 


Oo fo on part 


“An offset 


deale Yr 


told Just what mill men and 
mtracte have been looking for and tells of the 
) ears, only nobody — before up advertising 
hought to invent one. And now Salina of 
here it S, mechanically pertect, a al . : 
indred percent practical and a - phen iat and ¢ 
o time ver.” its merits. 
Lt is adm that the offset 
rowbar is all that is claimed for it. 
Sometimes new things are all of that. The distributor 
zes the reliability of the manufacturer. The idea 
Inds pract cal. He can see where that new bar would 
¢ aluable tool. It is going to be in demand and he 
ants to | ne of the first to have it. He wants to be 
Cal When his customers begin to demand offset crow 
the manufacturer’s salesman assures him the 
Phe prospect buys and he buys fairly liberall 
\ the distributor, he has been made enthusiastic 
erits of the new bar. He thinks every is 
I house ought to buy that bar. He has bee? 
ured that just as soon as possible users know about 1 
will want it. He tells his own salesmen about 1 
expe them to give it a boost all along the line. But 
ippens One or two of his salesmen send in or 
ders in which a twelfth of a dozen offset crowbars are 
imed, but the orders are few and soon they cease to 
yme The stock is forgotten and lies in the storehouse, 
prac al a dead loss. The manufacturer was full ot 
faith in his product. He inspired his own salesmen wit] 
enough of that faith so they could go out and sell offset 
rowbars. But the man who bought from them was one 
step farther removed from the original source of enthu- 
iasm, and the man selling for the man who bought was 
till another step removed, and the possible user was yet 
irther down the line. What is likely to happen is that 
the distributor, who buys liberally on the strength ot 
e manutacturer’s representations and under the enthu 


siasm of the moment, finds himself with an overstock of 
sell. He may 
that that manufacturer is satisfied to sell on the load-’em- 


He 


omething he cannot get the impression 


‘em basis. may even get mad 


Its one thing to arouse in 
others enthusiasm for a thing in 
which you are interested. 
quite another thing to maintain 
enthusiasm. In 
interesting article Mr. Counter- 
man sets forth the necessity for 
keeping up enthusiasm in a new 
product once it is introduced. 
value of follow- 


the 


he consumer 


enough to 


take his business away from the offset crowbar man be- 
cause he thinks the latter has struck him once and might 
do it again. 

The buyer who has bought for use rather than for re- 
sale is not affected in just the same way as the buyer 
who stocked it, but he may find himself with a supply of 
white elephants on his hands, it 
the form of half a offset 
crowbars his men will not use. His 
trouble is that the bar does not look 
good to the workmen. It 
handed to them to use, but there is 
no suggestion as to how it may be 
used to the best advantage. They 
enthusiastic demonstration 
by the manufacturer who knows its 
every The has 
was sold on 
He has not 
gone out and used the bar in actual 
practice. 

And there situation 
that is going to bring the manufac- 


dozen 
PAYS 


has bee 


It is 
yet no 
this very 
advantage. boss 
bought because he 


theoretical arguments. 


we have a 
in holding the 
turer's sale of offset crowbars to a 
full the product has 
been given a fair trial. He 


yt ¢ + an an 
yot OM tO an | 


distributor s 
stop before 
on 
nas a 
good thing. It 


thusiastic start and everything 
its tavor ana 


is the Lack of 


seemed in then 


proved to be a flop. What reason? 


low-up. 


That distributor who took on the new product was 
Poe +] a¢ 2 1, } ; ’ ] i” Py | 
fully sold at the start: he believed in the article on 
he would not have bought it. Unfortunately the manu- 


facturer did not co-operate with him to see that his sales- 


- +}, 
ages i tne 








en were also sold and knew the advant bar 
is wel s the manutacturer’s salesmen knew them. It 
would seen » be almos lecessal that a manutacturer 
low his product far enough to see that the ultimate 
le VV } \\ O prese} Re to users. 
Otherwise the sale t IN¢ ~ will no be os Oo make 
He pr rmdue SUuUCCeSS, 
| is 1 c lp hi tpn duct be a fine desirable 
Ise uo article Be 1" people will buy a useful article to 
use, it has to be sold to them. People have to be sold 
on the good vs as well as on the poor things. We all 
elieve in safety first, but it takes campaigns ot educa- 
tion to teach us not to drive onto a railroad track without 
first making sure no train is coming. And er we have 
been taught to be careful, we have to be kept taught. We 
must be reminded regularly or we forget. It is the same 
with the best products of a manufacturer. It takes sales- 


manship to induce buyers to accept them, no matter how 
And it kind of 
will 


MOVIOUS lelr advantages, takes some 


follow-up to keep buyers sold on them so they not 


forget as as the first enthusiasm dies down. 


The 
with merely selling a stock of bars to the distributor. He 


Soon 


+ 


manufacturer of the offset crowbar must not stoy 


must keep advertising them so the distributor will be re- 
the advertising that the bar is on the market, 
| When 


minded by 
that it is a good product and that it is moving 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 














The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass. 
and the entire fixtures are tested under hydraulic pressure before leaving our 


factory. 








VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 





tous removed in an instant. 
ee 
a i as 


4 The VOGEL is the simplest and most durable trost- 
proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


J Wilmington, Delaware 
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= “SUPERIOR” 
| Cap Screws and Bolts 
for 





— Quality and Service 
Machine Bolts 


° Stove Bolts 
a Specials Stove Rods 
Step Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 























he hears nothing more about the new product after stock- 
ing it, his interest dies quickly, even with a stock of the 
goods unsold in the warehouse. 

On the contrary, when he continues to see the bar ad- 
vertised, when he is steadily reminded of its advantages, 
he does not feel that the manufacturer has simply sold 
him and forgotten that he stock. And when he 
sees the manufacturer advertising those bars to users, 
to the dealers’ prospective purchasers, he does not lose 
faith in their future as a steady seller. 


has a 


He keeps them 
alive on his own lists because he sees they 
the manufacturer’s list. 


are alive on 
And there is the user, a contrac- 


tor, perhaps, who has bought a sample bar or two. He 
needs to be reminded by advertising that the bar is a 
good thing and that its use will save time and labor 
for his men. 


Every one of us can point to something we have bought 
at one time or another because some salesman showed us 
What a good thing it would be in our business or 


home. 


in the 
The salesman has persuaded us that an automatic 
waste basket emptier would be a fine thing for the office. 
We can just see it doing its work and saving us time and 
money. But when we that patent 
novelty of its use wears off, 


installed 
forget to charge 
empty the 
waste basket by hand, and pretty soon the mechanical de. 


pet device 
after the 


the 


we 


battery or to wind the springs and we 


vice is shoved into a corner or into a closet and there it 
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forgotten. The trouble is that 
we are not kept sold on its advantages. Perhaps it is 
something much simpler than a waste basket emptier. 
It may be something entirely practical and useful, but 
that not obviate the fact that we are creatures of 
habit and that, after the first enthusiastic trials of some 
new plan, we relapse into the old habits, even to our own 
detriment. 


accumulates dust and is 


does 


The ultimate consumer must be kept sold on the prod- 
uct he has actually bought or he may go back on it. Work- 
men often take up new tools at the request of the boss, 
but never make proper or continued use of them because 
they are not sufficiently sold on them to keep on using 
them until they become as familiar in use as the old tools 
of less efficient type. 

We think of follow-up as a means of keeping after a 
prospective purchaser with continued advertising until he 
finally buys, but it does not often occur to us that there 
needs to be follow-up to make sure that after that pros- 
pect has bought he will stay sold on the product and push 
it for resale or push it for use, according to his position. 

Because a new product starts off with a boom in sales 
does not mean that it has become a permanent success. 
The boom may deflate and the factory be left with a dead 
number on its list and dead stock in its warehouse, unless 
there is such follow-up as will keep the purchasers sold. 
whether they have bought for resale or 


for use. 
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Flexible Holds Sales Convention 


Many Important Matters Discussed During Three Busy Meeting Days 


The 


successful 


Flexible Steel Lacing Company, Chicago, held a 
Ith, Sth 
until late for 


sales convention January and 6th. 


The assembly worked from. earls three 


crowded days. 
Extensive new 


equipment attention. 


Discussions were held informally on the many angles of 


was a center of 





Fle i ible Steel Lacine Company Sales Conve ntion 
A] ! 


alesman’s and executive’s mutual interest, and all ex- 
pressed satisfaction with their gain in the exchange of 
Very all 
ympany sales territories as well as in export sales. 

It was announced at the convention that for some time 
has been stamped on each section of Alligator steel 


lacing the small figure of an alligator, the company’s 


} 
Ideas, 


satisfactory progress was reported in 


there 


holt 
Te | 


registered trade mark for this product. It is planned 
to use this device on all future production of Alligator 
steel belt lacing except on sizes 0O and 1, which, because 
of their size, 

F. A. 
of W. J. 


render it 
Billings, who 


impracticable. 
most of the territory 
Young, deceased, was welcomed as 


takes 


over 


an aggressive 


0 y= 


a etl 
EAR, * 
in ume 


iit S@CSN1O)}) 


Otherwise, the 
organization is unchanged. 


Relative to 


selling member. personnel of the 


1927 possibilities, the sense of the meeting 
was that the cumulative value of the vears of work plus 
the current vear’s effort should develop another increase 
in sales volume, regardless of whether general business 
vields a few percent 


loss or gain for the vear. 
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SAGINAW MANUFACTURING COMPANY 


SAGINAW, MICHIGAN 




















FULL SAFETY AUTOMATIC = ae 
MOTOR CONTROL 








. ‘ d 
\ simple, man size push button starts the motor. 
\! yther one stops It. The Swit h proper 1s fully 

ised, and includes mechanism to break the 


ntact upon overload both while starting and 
1 
i 





e running. No separate fuse connection is 
necessary. [his Hisey Motor Starter is far superior 
to the ordinary old fashioned switch which is ex 
ternally mounted on some grinding machines, 
which offers only limited protection to the opera 










Miule in 7 sizes 
1% to 10 HP. 
Picture shows 
2 and 3 HP 


size 


tor and motor and is dangerous and not approved 
by the Underwriters 

[his Automatic Motor Starter is standard equip 
nent on all Hisey double end grinding and bufhne 


chines. 








Our full safety cornbination wheel guards (patent applied xs 
for) can be supplied when specially ordered. They are 


nterchangeable with the standard open end type. 


1o¢ 
Your territory may still be open, ierite for full information J ELECTRIC 
4 


THE HISEY-WOLF MACHINE CO. DRILLS - GRINDERS 
Cincinnati, Ohio BUFFERS 
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INDEX AS BUSINESS GUIDE 
J. H. Barber Addresses Association on the Use of Indi- 
cator in) Vanufacturing Control 


A vrowing interest evident in the general subject 
of controlling a business according to the shifting eco- 
nomic tides of industry. Three hundred members 
the luncheon of the Illinois Manufacturers’ Cost 
Association at the Hotel La Salle, Chicago, January 18th 


IS 


at- 


tended 


to Joseph H. Barber, assistant to the 
e Walworth Company, talk about “A 


Profitable Manufacturing Control.” 


hear president ot 


th imely Guide to 
) 

A unique and interesting feature of the luncheon was 
a souvenir at each plate in the form of a reprint of Mr. 
latest MILL SUPPLIES article the current 
business conditions as shown by the Walworth 
Fittings Index. In fact, he explained that 
s the “Timely Guide to Profitable Manufac- 
Control” which the Walworth Company itself 
ll, he continued, its timely value is not limited 
the of 


Barber's 


on 
trend ol 
Valve ar 
this 


turing 


1d 
IndgeX 1 
is 


C4 


using. 


to any particular industry since index valve and 


fittings trade activity is itself necessarily a broad aver 
re Index activity in all the many industries that use 
valves and fittings. 

In the Walworth Company, Mr. Barber said, the timely 
indications given by this index are used profitably in 


sales probabilities, 


yauginyg 


n laying plans for produc 
employment and payrolls, and 


tion, purchases, in know 


ny whe 


to expand or contract commitments for selling 


expense and general “overhead” expense. 


MAKES BIG DEBENTURE ISSUE 


& Decker Company. Which Hias Expanded 
Rapidly. to Provide More Working Capital 


Black 


; . . | 

\Ynnouncement has been made of the flotation ) 
$1,250,000 of ten-vear, 6 per cent, sinking fund con 
vertible debentures, the proceeds of which will be used 


The Black & Decker Manufacturing Co., Towson, Md., 


additional Work!) 


ny capital. 


The | & Decker Manutacturing Company, which 
produce complete line of portable and tionary 
ect) has expanded rapidly. It completed t} 
( to its modern plant in Towson last summe} 

t mpany now has a combined floor space oft 
OO lare fee n its Towson and Indianapoli 
i! | ddition, the company has constructed a ware- 

} e and service station in Oakland, Cal 

in inized as ibsidiary, Black & Decke Limited 
Lon I gland, which occupies a building at Sloug! 
Bu England, with a floor space totaling 20,000 square 
( he bsidiary is directing the Black & De e) 
he British Isles and continental Europ: 

st tions are maintained in seventeen cities 1 

the United States and five in Canada. 

S. D Black, president of the company, states tha 
“ale 926 exceeded those of 1925 by approximatel) 
207 percent, and that nothing in sight points to othe 

ain healthy business in 1927, during which he expects 
he company’s increase in volume to at least equal that 

1926 
o—rr- @ 
Continuous Exhibit in Cleveland 

The Cleveland Engineering s ciety has opened a con 
inuous exhibit of engineering equipment and materials 


to its club rooms in Carnegie hall. 


adjacent 


The exhibit will be open daily. A different line of prod- 
ucts will be featured each month. The exhibit opened 
with machine tools, small tools and gauges as the fea- 


Q] 


ture, and more than 40 leading manufacturers of the 
United States are represented with displays of small 
tools and shop equipment. Subsequent features will in- 
clude such lines metallurgical equipment and ma- 
terials, electrical, foundry and material handling equip- 
ment. The center of the hall will be used for meetings 
of the Cleveland Engineering society and of local sec- 
tions of national societies. 


as 


oi « 


DEALER GOSPEL 


Mills & Lupton Supply Company Com- 


SPREADS 


ol 
ments on Distributors’ 


Viavazine 
Importance 


A striking example of a distributor keeping in close 
touch with customers and prospects is the Mills & Lup- 
ton Supply Company, Chattanooga, which issues monthly 
a house organ called Super-Service. The following com- 
ment on the value of the distributor appeared in one of 
the of the little 
MILL SUPPLIES will find it 

“Another source of satisfaction is the rapid realizatio: 


magazine, and readers of 


issues 
of interest: 
of the mill supply 
The 
exemplified by a recent questionnaire sent to a selected 
list. hat the 
bs geographical location and knowl- 


dealer’s position in the community. 
recognition of his importance to the purchaser was 


Replies received proved conclusively t dealer, 


reason of his stock, 


conditions, could distribute more economi- 
the A further, 


more conclusive example of the dealer's consequence. is 


edge of local 


cally than manufacturer. and perhaps 


the reversion to dealer distribution by manufacturer: 


dispensed 


and 


having bec 


large warehouses 


organizations, 


who have abandoned 
branch 
the 


outlet. 


with costly yme con- 


vinced that their most 


‘al 


imately 385 


dealer or jobber is decidedly 
In there 


manutacturers;: ot t 


economi Chattanooga are approx- 


he investment 


think 

were there no dealers’ stocks from which to draw daily.” 
<> « 

Receives Four Prize Awards 

The 


facturer ol! 


American Pulley Company, Philadelphia, mz 


pressed steel specialties, was awarded fou 


D\ 


{ 
) 


the 


bee n 


Sesqui-Centennia 


awards at 
it 


prizes the jury « 


ion in has announced. 





Exposit 





addition to the grand prize for its pressed 

eel reels, spools, ams and beam heads tor wire and 
textile manufacturers. the company was awarded th 
medal of honor for its steel belt pulleys and steel shaft 
hangers, a gold medal for its new pressed steel hand 
truck and another gold medal for its pressed steel ca) 
wheels for hand and inspection cars on railroads. 

o—> 
Lufkin Issues Catalogue 
The Lufkin Foundry and Machine Company, Lutki 


Tex., distributor of mill supply specialties and manuti 
turer of saw mill machinery, oil field and refinery eq 
No: 25; ‘Fhis is well ar 


of 198 pages and cover, and contains 


ment, has issued Catalogue a 


¥y1 «4 771 


rane ad book ( 


illustrations. The first 133 pages. aside from the fey 
; agg oe 

devoted to the index, ete., are given Ove} O lines 

which the company serves as distributor, whil 


» book pertains to products manufac 
and published ty) 
»y Company, 537 South Dearborn s 
Foundry Machine Compan) 
Houston, New Yor! 


remainder of the 
tured. The catalogue was compiled 
The Bluford Shar} 
Chic: The Lutkin 
branch sales offices 


1 Los Angeles. 


+ 


reel 


and 


iro, 
has in Tulsa, 
City an 





F¢ 


bruary, 


1 
| ee 





It’s New! 


The Guarantee 





on (Qdheso: 


HEN you recommend HiLaBb 
ADHESO Belting to your cus- 
you can do so with full confidence. 
ADHESO wears, and wears and WEARS in 
spite of high speeds, small pulleys, excessive 
and continued strain—the service that it is espe- 

cially made for. 

Besides, ADHESO is practically immune to 
steam, water, oil, acid fumes and the like. It 
does not crack or lose its pliability even under 
most trying conditions. Transmits more power 
because it clings tighter to the pulley. 


lta 4 


Ee a 
bd 


tomers, 





Just the Thing for Salesmen 


lhe Guarantee Breefbag is well adapted 
tor use by Mill Supply Salesmen and all 
other salesmen who carry samples and 


bulky catalogs. It contains three pockets 


56 Years’ Experience Back of It 
—the wide center one for the catalog 














Like the other HiLaB brands, ADHESO is 
the perfected result of 56 years’ experience in and the side pockets for price books. lit- 
akir only high- grade leather x hae : 
tir It is of combination min- A Brand for erature, and samples of small tools and 
3] vecetahle tan ae Every Service ° 2 
4 egetable annage—in Piggy gens specialties. 
ring maximum pulley grip. | ¥ Bigs sein 
Stretched, tested and inspected ca Gine AE Re 
for high tensile strength and uni- {iLaB brands. Ea : . : 
formity—special HiLaB features. especially suited Special Breefbag Features 
Pp suitable for short, griieigs 
= e1ts Ray ae oo ae gi Rain Distinctive Appea 
Bank on ADHESO! es and hbe li ea ee Seaal Wcomie< iiss 
" : . Sagyin 
. = ays Close } 











Write Today for | Double Handles “Touted 
Special Jobbing Proposition 


HiLAB 


Leather Belting 


| 

Hide Leather ~ . & Belting Co. | 

Indianapolis ‘ -- we) | Indiana, U. S. A. a 
‘ Ole 


Guarantee Breefbags may be had in 
enuine cowhide or in walrus hide. We 
Mave an attractive catalog. Will you 


write for it? 





TheGuarantee 
Traveling? Bago 


COM PAN Y 














Lll South Market Street. Chieaco 
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id Random Hotes 
‘Srom American ‘Jrade Literature 
CARL Ww. MILLER - — 
ee ee 


Scientific 


investigation has disclosed that paint mixed 


vith metallic powder will shut in or keep out heat. 
Radiators diffuse warmth much more effectively if not 
treated with metallic paint. On the other hand, a coat- 


ng of metallic 


pout so 


paint, such as aluminum, will keep out 
the from the the top 
treated will resist about 50 percent 
s heat, while an ordinary covering will absorb 


percent of heat sun and 
Of a motor car so 


f the sun’ 


about 90 percent, to the consequent discomfort of riders. 
The grinder, the 


drill 


and the 





press power NackK saw 
are the three most used machines in a machine shop. 
Recognizing this, a manufacturer has combined these 
three machines into a compact machine shop unit for use 
in garages and smal! repair and machine shops. Th 
three machines are mounted on a wood table with the 
motor and driving pullevs below Kach machine is 1 
dividual] ontrolled. 

This is what takes place when iron or steel cut b 
the oxy-acetylene process. By means of a powerful pre 
heating flame from the torch, the metal is brought 
ncandescent heat. Then a jet of pure oxygen 1 rced 

Oo the metal under pressure, which oxidizes or con 
imes a narrow strip or cut of the metal, not more than 
L/32 to 2/716 n width, without disintegrating the 
mit id] t ) e path of the cut 

Since the development of reliable electrical equipment, 
and the universal installation of electrical power, motor 
driven roll doors have proved increasingly popular. 
While the first cost is considerably higher in hand op- 
ration, the ultimate economy is great. A few cents a 
day tor curre) results in many minutes saved fo 

bor, waiting automobiles, locomotives and cars I 
evere eather the quick opening and closing of doors 


importance. 


N is tools used in industry is more rlected 
and abused than saws, and yet the saw in many cases 
inds for the heart of production. There are a num 
t n made or automatically sl} arpening the 
+e 1 ri 0 aws used in cutting wood and metals 
| e machines will salvage such saws screw slotting, 
ns 1 adsn Il cold iw na ! 1 met 
i bern \ CVE where teeth occur as small as 
Zz ! ( ! SL put t \ t 
! ( Wa ( ( t ! na id i ! ) 0 
! red = D\ ! qa metnoa Vl I means 
l i t I) r} «i l ) ( if t 1 cil d nys 1! 
1} singe ( { 
e nve ] ram 1 i WomMatic device Vi l 
he momentum venerated by a qual t ) watel 
ving through an inclined pipe line to elevate part of 
the water to a height far above the source of ipply 
Of all available equipment used in forcing water to dis 


int or elevated points, the hydraulic ram is mecha 

lv the simplest most durable, most effective and least 
expensive self-contained pumping unit known. A very 
slight fall only is required to operate a ram, but as the 
mount of fall increased its action becomes More pow 
erful, and it will force the water in a proportionately 


larger flow or to a proportionately higher elevation. 
Rams are used for a large variety of pumpine duties, 
such as supplying water for dwellings, hotels, factories, 
Water 
can be used direct from the ram or from a storage tank, 
which is kept filled by the ram. Its operation continues 
day and night; consequently, the water used during times 
when there is a large demand on the tank 
during periods when the demand is low. 


railway tanks, stock watering troughs and so on. 


is replaced 


During the last forty years the diamond has become 
almost indispensable to industry. The largest class of 
industrial the manufacturers of automobiles 
and internal combustion engines, due to the large amount 
of precision grinding necessary. Another wide use for 
industrial diamonds is that of trueing grinding wheels; 
and in the turning of such substances as hard rubber. 
celluloid, bakelite, condensite, mica, paper rolls and 
fibre products, the diamond pointed tool is the only one 
that will hold a cutting edge indefinitely. Diamond tools 
are also used in the fine finishing of brass, 
ite and other allovs. 


users are 


° ) 
bronze, lion- 


The 
Sree om i 
building construction. 


With the 


summer has a 
who 
various heating devices made for 
their work during the 


season no longer monopoly on 


Contractors are equipped 


heir 


use go 


t 
on with coldest weather, without 
costly delays. Heaters are made to produce hot concrete 


of trom 70° to 90° F. in zero Oil burning 


1 freight 


weather. 
orches will thaw out sand and gravel in 
unloaded, will melt ice and 
thaw out ground for 

similar ways. Portable 


water for and 


cars 
iat it can be 
structural 
serve in 
furnish 
Kept 


snow around 
excavation, 
water 


work, and 
many 


hot 


heaters 


concrete mortar, which is 
heated mixing 


or oll burning salamanders dry the 


from freezing by a coal 


time. 


pan, and 


work in 


, 
record 


While the 


‘al developments 
hus the 


screw thread was one of the first mechan 


in the history of man, only 


recently 
drudgery been taken out of driving wi 


od serews. 
Where screws are used in quantities, the tedious 
electric 
are similar to the portable electric 
had without screw slot 
ious size bits to fit every job. With 
total of 35,000 woodworking plants in the 
an enormous market 


slow, 
hand method is fast being replaced by portabl 
screwdrivers, which 
drill. The 


finders and 


tools may be 
with var 
estimated 


United States, 


with or 


exists for this tool. 


There are two systems for the transmission of power 


by ropes—the English, or multiple wrap system, and 
the American or continuous wrap system. Each system 
has its advantages. The English system employs a 
separate rope tor each groove in the sheave. It is pri- 
marily suitable for large powers in direct drives that 


from the weather. In the American 


SVs- 





em one rope is used for the entire drive, wound around 
e driving and the driven sheaves, passing trom the 
rooves in one to corresponding grooves in the o ! 
A small tension sheave is placed between tl Lyi 
and the driven sheaves, by means of which the rope is 
taken from one side and returned to the other side 
the driven sheave. This system is particularly satis 
factory for out-door drives. The installation of rop 
drives should not be undertaken without having plans 


made by an experienced engineer. 


containing over 65; nickel. 
tough, ductile. 
machined, forged, soldered and welded. 
finish. 


it finds use 


Monel metal is an alloy 


It is non-corrodible, 
steel. It 
It takes 


sistance 


and as strong as 
can bye 
and 


to COrroslon 


retains a nickel Because of its re- 


in almost every industry 
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20 years on the market without a complaint 
Belts are like shoes—they need attention or else they become 
hard and cracky. Atlantic Belt Dressing being a high grade ar- 
ticle, so little is needed that the cost of keeping belts soft and 
pliable and making them wear longer is very small. We manu- 
facture three kinds—for leather, rubber and canvas belts. Also 


made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


= ——_— 





























































ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


» IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 
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Nearly a quarter of 
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hasingle idea 


1 century—Concentrated effort— 






Determination to do one thing—and to do it unusually 
well—have achieved a reputation tor an out \ 
standing rubber product—have evolved belting 
that has become standard in industrial America. @ 
PACEMAKER > ea 
O r 

Turnis thousand yf wu in re tf ke in lant * - 

c enpine * 7 

jf / 


Diibuor of Pacemaker Behing are making sone A oii 
ry * e e 7 ane” 
The Cincinnati Rubber Mfg. Co. — Pe 





Cincinnatt, Ohio 


rota wR 
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is no use popping at the basket from every place on the 
| floor,” Mr. Deute continues. “There are times when it 

| 

{ 


CN, is necessary to pass the ball around and get into position. 


Aa ? But all passing should be predicated on moving the ball 
f Al into position to shoot for the goal, and then the attempt 
mA 


CROCCO, 


| Current 
Jrom Our &ceh and wes 


should be made.” 
{ Another method’ of breaking down the ‘Wooden In- 
: dian’s” defense, Mr. Deute suggests, is to drift from 
Sicilian ils Siialleeiieeni business talk into general conversation, returning after 
“Zink Doesn't Give a Hang for Volume” is the title “ while to points of the sales talk. deen cu effective ro 
: Ml on The small rather than large towns, for small town business 


+ 


a very interesting article by Ruel 


¢Daniel in j 
lobber’s Salesman. The article deals largely with how ‘ i 

dea eheaye : me more time to visit. 
Ralph J. Zink, vice-president and sales manager of the 


men have fewer callers than the city prospects and have 


I] ic C 1) } 1] } | ‘There are ‘Wooden Indians,” this writer states, 
Coast Klectric Go., San leyo, Nandles Nis salesmen ae ‘a : - , 
Od : who listen attentively and intelligently. But they can- 


} 


“ ‘ inws , ‘ . ‘ofits and forget . , _ : 
Above all things, we watch our profits and forge not and will not be rushed. Mr. Deute says that the 


the prices of competitors,” the author quotes Mr. Zink 


best sales method in such a case is to give one’s tall 
‘ ‘ ino v7 . lized «a J r ime avo that th "°e was ] . 
as Saying. We realized a long time ago tha nere Wa let: allow each point to sink in and then close with a 
10 credit to a concern to pile up a great volume of sales — statement by the salesman that he wants to do more 


nrohit were lackine We have guit watchine vo P ; * : ° SaekGe 
profnt vere lacKInyg. We hav {ul Wa 11 volume han just se ll the line. desires the buver to be well pleased 




















fivures ; | wok tot > next umn on tne | s whicl ate o4 . 
igures and look to the next column on the OKS, WHEN with it, wants him to purchase after mature judgment 
tel] ic the ‘ofite. we ale 1) Ve does not “7 s}°.. " 4 4 : . 
els u ne prom ve make, Volume doe not pay ove ind, therefore, that he will allow the prospect to sleep 
‘ } , an’ oy }ea ye . + S *) aC ai : , . 
ead and salesmen’s salaries. If there is not a fair profi yn the proposition and will return the following mor 
Wit volume ! more HDusihness ! ets ne 14 
mot it loses. Agal Mr. McDaniel wotes Mi P : 
: : In Selecting Machinery 
us saving, “We impress upon our men that we had 
. in als _ dono a hunch” when } ing n hiner en ee 
rT rather they sell 50 dollars’ worth otf merchandise Paul M Ce nt Sone oes See eeaeee Sy: GE 
, raul nm ™ CO? nN] ( rs ft ( ns 
in ( ifalr profi 1} t neat a) ell a f hundred t I omit Fa O1 o Be ) aere’ 
| | | 1; n the ) Machinery written ) f 
lar order on which We get merely a handing charge ! 
, SSue ot Va f List? yu es supp 
) Ve ) Ww! Silt A. al Cit ° 
arge and sma ries alike. will be } ested jy } 
( \ n ) Who Noy re ( i ) CI . . 
-. : i] Cle 10 ~ SIs of scle? fic ec lipme} yu no | 
. forest in: order to Sel ir wa savs Mr. Y | . : 
Ss most Clear} ented, perhaps vith 3 < < 
i 1 i PN ! Mal ) ) ! ‘1 
are! aon ~ 
a Neil eacl new ni Ir Wa te 
i e produ 5s Ss naard e} ign Val ( 
] ( rea > l ilt ) | chanwe n« Ss manu ture wa nu ] ee 
mie ) \ — er vith 
eP1e( automat machine} t ts high r 1c] 
_ i Sen 1 eae nae LS = lucing thi ne article, he suggests For sma , 
r met selling and the stock. Mr. Zin) 1 ; 
1} Y . . ; SHops where ObDINLY Of Varied produc s > 
YY , ’ ’ { +) ’ + ° 
‘ } eS ( ) 1)¢ qd pat ( C ‘ Ose Tex e equipme i 3 Le sed = 
\ nal } ( 1) ——_— role y ‘ 
er ‘ , el ' 0 ; : Wo?) (ons opel mn « the snop is all <= fey 
‘ , hey y oY . 
rr ] Keep he pr “lu : velt he mal 5 ‘i 
( yn a ) Wi l ? } i } s 
Ke Oo chat Ime, don buy expens 
. . : hines tha ! ve utilized r er purpos 
( ne novelty t) ¢ Llyyme t it's ( Pe} cr} 
2 ne ee vets a ‘ , } 1 1 
ii Heooden Indian” Prospee and easily adapted to other purposes, or else s 
‘ it those buvers who wot per m ive that it may be scrapped once the nove 
advises A. H. Deute 1 selling ) Vi ( irticle wears off." Mr. Atkin advises. Remer ! 
. y> 9 7 } 
wyit ) fo. a recent Issue ( Lilt dle machinery causes losses. he furthe} ) Q . 
*\\ ael nda LVD ire Tw i Sta (rie re ine capable ) are outpu and low COs 1) 
thoughttul buyvel rt othe dum running constantly may be a poor investm 
ide because he finds 1 Irective 1 gett rid of cern using it To) only a portion ol the time,” \ tes 
men He even “enjoys a mental snooze while the “A cheaper machine with smaller capacity is more nearh 
( ! pu ort! ! best efforts He ! es no adapted oO the company’s needs and gives lowe 
ments. He ust Sits. Finally, whet aqumbness unit costs because it will be operated most 
exhausted the salesman, this “Wooden Indian” pros Also, choose machinery that fits in with ma : t 
“takes the matter under advisement,” and the sale installed in order to avoid “bottle-necks” in product 
! deteated processes tnat tving-up of activities where rate rou 
’ ‘ ] v9 4 { } mas » all ms sin ; + he ] « > ] r) } ] 
orce the “Wooden Indian Ou ) nis she ecom put Trom all machines is not balanced. Consider, als 
mends Mr. Deute. Pass the move Oo him Trequ tiv DN the labor s ipply available. Do not sele ma le} 
ding the sales talk into several distinct points, each quiring highly trained machinists when it is to be oper 
ading up to an opportunity to close. Refusal to close ated by semi-skilled worker 
east passes the move to the prospect. and he has to Other factors to be ar ed wludes Mi \ : 
ter the conversation with something definite. even if are the kinds ot power to be utilized, vibration we 
: . . . . ° } 4 ~— ; ] «4 } ) 
a neyvative expression. If salesmen rattle off all of the machinery If the factory is located 
heir talking points and get to the end of the rope before building, for instance. where there is a limit t the 
tempting to close, where are they, the author wants — bration the structure will stand: installation and u 


know. “You've nothing left to say except to repeat tion costs, and the machine’s rate of depreciation. He 


ints already made,” he writes. “And that immediately repeats that it is the cost per unit of output that counts. 
ores the prospect. Your selling talk becomes a sort “The small scale manufacturer must take care n 
plaguing, and that leads to resentment.” Shoot for select a machine the capacity of which is too large for 
he goal much as the basket-ball plaver does. “There his factory.” he states. 
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Wood Split Pulleys 





Prompt Shipment Always, from Maysville 
Stock 








The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U.S.A. 














Steady profits in Kiele 

Steam Traps. Investigate 
the Kieley line of spec- 
ialties for Steam, Water 


and Air. 


Kieley & Mueller, Inc. 
34 West 13th St. N. Y. City 


The Latest Thing in Babbitt 
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“DIVCO” Mill Bearing Babbitt 
is made from virgin metals, carefully com- 
pounded by skilled labor, and will do the 
work in many places as well as higher priced 
metals, thereby saving the consumer the 
extra cost. Packed in approximately 50 and 
100 |b. boxes. 
Other “‘Divco’’ Metals 
Divco Genuine Babbitt } 1 spee 


**Divco”™’ Commercial Babbitt to high peed an 
Distributors 


Ask for t 


Division Smelting & Refining Co. 
836 West Kinzie St., Chicago, Ill. 














PIPE WRENCH 


FORGED STEREI 
PHROULGHOUT 













PROFITS to you 
from SALES and USE 


tsk Your Nearest lobber or Write 


THE LAWSON MFG. CO., Sta. B, Cleveland, O. 








COCHECO 
LEATHER BELTING 


Always the first choice of engineers 
who know that it pays to buy the 
best in belting and that is 
Cocheco. 


I. B. Williams & Sons 
Dover, N. H. 


14-16 N. Franklin St. 71-73 Murray St. 111 Summer St. 
Chicago New York Boston, Mass. 
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The blade that lasts the longest, cuts the 


most and is adaptable to the largest num- 
ber of jobs in your shop, is the most 


ec onomical. 


Users of the Victor hack saw blades have 
found that they are the cheapest blades in 


every way. 


Let us send you free samples of this 


Wonder Blade. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 




































The largest Auto- || 
mobile Body Builders | 
in the United States 
are using the Circu- | 
lar Cut “‘PANSAR’ 
Files to-day, because | 
they are fully aware | 
of their superiorqua- | 
ities, which consist 
of sharpness of teeth | 
and lasting quality in 
service. Besides this | 
they assure a very 
fine smooth surface 
to which paint and 
lacquer can be direct- = 
ly applied. Tr 








SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 
116 BROAD STREET, NEW YORK 


MINNEAPOLIS SEATTLE MONTREA, 


























EDGEMONT TYPE E 
DISC CLUTCH 


An efficient clutch 


F fa for high speeds and 
14 quality drives. 





Designed especially to give long, carefree service 
with a minimum of attention. Made by a company 
levoted exclusively to building friction clutches. Our 
years of experience have been put into the Type E 
Disc Clutch to make it a clutch suited to present day 
needs. 


The business for which the Edgemont Type E 
Clutch is adapted has barely been touched. This 
clutch will make a paying addition to your line. 


Our engineering department will co-operate at all 
times. Full information on request. 


THE EDGEMONT MACHINE CoO. 
DAYTON, OHIO 











For Every Pumping Problem 


TRAHERN Pumps are suitable for pump- 
ing water, liquid petroleum products, bilge 
water, milk, cream, alcohol, paint, syrup, 
molasses, road oil, asphaltum, brine, fuel 
oil, ete. 

Also used for pumping chemicals and 
acids of all kinds; circulating coolant on 
machine tools, and gasoline engines; used 
extensively in factories in which food prod- 
ucts are handled in liquid form, in textile 
mills, at gas plants and in construction work. 

Write for Catalog 50 
GEO. D. ROPER CORPORATION 
Rockford, Illinois 


PUMPS FOR PERMANENCE 
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New Products 











The Standard Electrical Tool Co., 1938-46 West Eighth 
street, Cincinnati, is 


ball bearing 


now manufacturing a new type of 
The switch is 


and is of the 


grinder. located on top ot 


the motor housing 


type. This t; 


quick make and break 
manufactured 


pe of ball bearing grinder 





on rt! mnne-half., one and two horsepowel sizes 
for both alternating and direct current. The armature 
shafts are made of a high grade nickel steel, and the 
all arings, which the company states are of the high 
est gra are mounted in dust proof chambers. Thess 
grinders also manufactured in the pedestal type. 


Mfq. Co., 
nue, Cleveland, is out with an impr 
pipe vises. 


of malleable iron, 


= ° = . 

3 steel jaws, which have a 

tz curately milled teeth, are 
KG eo treated for hardness and tem- 


pered in oil to give tough 


ness. Cold rolled steel is 


for ft 
hand 


usea 
he screw, screwhead and 
le. The handle is made 
of one piece of steel, with the 
ball upset, 
manufacturer claims prevents 
these from coming off. 
The with 


three 


ends which the 
ends 
flat made 
bolt may be 
The vise is well finished 
parts are put together with hexagon head bolts. 


base is 





holes and 
mounted on any plane surface. 


and all 


The self-locking hook is said to be easy working and 
unbreakable. 
Templeton, Kenly & Co., Ltd.. 1020 South Central 


manufacturers of 
line of 


avenue, Chicago, 


with a 


Simplex jacks, are 


out Simplex steel trench braces, trench 





brace fittings and timber brace fittings. The ball and 

socket joints at each 

end of the trench 

st §. braces permit quick 

; = al adjustment and 
—— . ° 


Yt 


tight gripping at 
all angles, according 

to the 
handle fastens the brace 
The manufacturers 


over and 


manufactur- 
ers. A 
tightly against 
the 


be adapted to any width of trench by substituting 


turns of 
the 


may be 


few screw 


sheeting. 


State 


braces used over again and 


a different size of tubing or pipe and drilling a hole at 
the pipe for the insertion of a cotter pin. 


steel 


one end ot 


screws are and the fittings malleable iron. 


QY 


Trench brace fittings are furnished to contractors who 
wish to put on pipe to suit themselves. The addition 
of a piece of standard gas pipe, cut to the required 
length, with a small hole drilled in one end to receive a 
cotter pin, completes the brace. The cotter pin may be 
removed and shorter or longer pipe substituted. Timber 
brace fittings are designed for wide and deep trenches 
and may be for foundation mine 


The the same as in trench 


and 
the 


used vertically 


work, screw ends 
braces. 


are 


Brownie Manufacturing 2921-23 Pennsyl- 
Fort Wayne, Ind., manufacturer of 
ware specialities, is issuing a small, but attractive display 


stand with 


( ‘ompan if, 


vania street, hard- 


its No, 550 assortment 
of plain and galvanized turnbuck- 


les, on the belief that neat dis 


play stands which do not take up 
too much space are a big asset.to 
any store. The stand is made for 


on the wall or 
standing on the counter 


but 


finished in blac 


hanging 
and takes 
board Is 
the hooks 
as to enable 
svmmet- 
turn- 
four different 


states will take care of 


+44] . Yn Th 
littl room. rhe 
and 
fasten In such a Way 


the turnbuckles to hang 





The assortment of 


{ 


stand 


rically. 


L-] 74+, 1, "4 oe . | 
buckles with the are of sizes, which 


the company 
all 
for radio use. 

Ru ess Rule C Tne., 9-1] Latavette 


has provided a method tor 


stretching lines and 


Wires of kinds and which are particularly adaptable 


avenue, Buffalo, 


using discarded safety 


blades for scraping and cutting purposes by developing 


the “clean scrape, handy cutter,” in which 
: + } A he h] } ;] yn ++ Yn 
may be inserted. The blade may be easily inserted in 01 


Cj» 


a 






removed from the holder and the 


made ot 
le COMpany in manu- 


guarded when not being used. 


the same spring aluminum used by tf 
facturing its folding rules. 

Pas; 
market a bolt threading and cutting 
tvpe. It is 


Williams Tool (Co) yorat Oj} Erie 
! ’ ’ 
yn the 


just placed 
machine of 
The 


ie geared head very compact. motor 








The 


renewable 


base. machine uses large die holders t 


support small, dies of high-speed steel, and 


the die holders do not have to be removed from the hea 
to change dies. The size of the thread desired is 
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STEEL BELT LACING 


1633 Lexington St., Chicago, U. Ss. A. 
England at 135 Finsbury Pave., London, E.C.2 
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care of by the length of the dies, and dies may be changed 
quickly and simply. ‘The operator has complete con- 
trol of the machine from one position and can get seven 
two levers. 
chine has other interesting features, 


different speeds by operating only The ma- 
including ease with 
be changed and the simplicity of the 
head, and reduced die cost 
are claimed as advantages of the machine by the manu- 
facturer. 


which gears may 


automatic die Time-saving 


The Ferry Cap & Set Screw Company, 2151 Scranton 
road, Cleveland, has added to its line of brass and nickel, 
silver covered nuts a new steel covered nut. Advantages 
claimed for the new product are strength and durability 
because of its construction and the fact that it permits 
of painting, galvanizing, P 


arkerizing,  sheradizing, 





cadmium-plating, 
and buffing. 


nickel-plating, burnishing, polishing 


The advantage of the steel nut, over which 
the steel covering is attached, is that it may be tapped 
all the way through, allowing the screw head to extend all 
the way nut. 

Mfg. Co 


avenue, Chicago, is 


to the cap ot the 

Alemite 
2640-54 
making a utility 
will 
handle 


Die-Casting &«& . with plant at 
Belmont 
hand truck, which, 
allow 


500 


it states, one man to lift 


and pound loads. The 











truck platform “shovels” under the 

load, it being unnecessary to raist 

the merchandise off the floor first 

The truck is so designed that th | 

operator lifts the load by pping 

back the truck, the principle of lev 

erage being applied and the load be 

ng on the truck, not on the mar 

It handles easily in close quarte) 74 
. ic ay Vt 

the makers state. The brackets and = Ley 


] ; 4 on ] P ° ‘ } ; f ry 
wheels ol ne truck are made Ol P| 
em oo 
with roller beari 


steel, 


made of heavy steel plate, reinforced with ang] 
The handle is made of heavy pol pre The tri 


warehouses, st 
Tool North 


manufacturing a spring cutti 


ories, 
Bro 


NIcayo Is 


used in Tact 


Armstrong Co., 317-357 Krancisco 
avenue, ( j i 


tool 


“chatter” 


for use in lathes, which is designed to eliminat 


and prevent breaking of blades. The “goose 


neck” form ot 
tool gives the 
ter a resiliency 


which the 


cut- 


manu- 
facturer states will 
take up 


ARMSTRONG 
CHICAGO U.S.A. 





any “chat- 
ter” and keep work 
from climbing up on the tool, which latter is the 
of practically tool breakage. The 
is adjustable to any desired clearance. 1 
both held at an 
clearance and top rake. 
The Flor-Flos Company, Gardenville, N. Y., is manu- 
facturing a new absorbent floor cleaner, called Flor-Flos. 
It is non-combustible, and the manufacturer states it is 


cause 


all cutting-off cutter 


It is beveled on 


sides and angle, which gives good side 


Ee NN RMT ELT NE A AE GENE RAN |e set 
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easy to use. A scattered handful, pressed well down 
into oil, grease or water, stirred with an old broom and 
swept away leaves the floor as clean as before the oil 
touched it, it is said. It is claimed that Flor-Flos may 
be used several times, until thoroughly saturated, and 
auto owners are advised by the manufacturer to leave 
a handful on the floor, where it will and absorb 
dripping oil. It is also claimed that Flor-Flos is a 
dust absorbent for sweeping auto show rooms, store and 
office floors. 


t 
I catch 


pot d 


Walworth Company, 88 Pear! street, Boston, announces 
a new line of 300 pound railroad valves. 
are rated for working steam pres- 
sure up to 300 pounds at 600 degrees 
Fahrenheit. They 


These valves 


are made in 
globe, angle and cross styles, both 


screwed 


range in 
inches. <A 
feature of the new valve is the nickel 


and flanged, and 


size from 14 inch to 3 





alloy regrinding seat. 


qisc 


The seat and 
can be easily and quickly re- 
moved for regrinding and renewing. 
Advantages claimed by the manufac- 
turer include durability, ruggedness 
to withstand vibration and depend- 
ability against leaks and failures. 
J.D. Wallace & Co., 134 South California avenue, Chi- 
manufacturing a new This 
is of compact construction, Electric 
Universal, air-cooled motor as an part, and 
weighs 23 pounds complete. The machine carries an 
eight-inch blade with a ®xs-inch round hole. It 


cago, are electric handsaw. 


with the General 


. as 
integral 


has vari- 
ous types of blades, rip, cross-cut, mitre, metal cutting, 
*--inch dado head 

When the 


etc., and a for dado or 


saw is in operation the 


may be used 


yrooving. 


exposed 





+ +}. 7 , "174 ‘ sani 
section is covered, and a strong spring automatically 
naps the safety shoe covering the remainder of the 

oN 
\ 
' 
blade when the saw 


is lifted from work. An adjustable, 
hairline guide enables the operator to follow the line 
it is said, and the edge of the shoe also may be 
as a guide. The company that un- 
shut off the current when the handsaw is 
not in use and that the covered toggle switch will not 
burn out under heavy load, being so located that the 
current will not be 


‘ i] i? 
easiiv, 1 


used states it is 


necessary to 


turned off and cause damage if the 


saw blade stalls in work. The saw is equipped with a 
stop to regulate the depth of the saw cut and a trigger 


for releasing the safety shoe and lowering the 


le saw in 
work. 


The Paine Co., 2951 Carroll avenue, Chicago, manufac- 
turer of pipe straps, is now selling them in five-pound 
cartons, which makes for ease in handling and for stock- 
ing on shelves. 
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“To Get the Right Start—Equip with *M#EDART- 


Ses 





© What are the sizes, Y ; fe 
regardless of what an rie = 
quantities, you want y 2 jill = 
shipped TODAY? Raat = 
© Wire them—phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 
(MR. SL ie DEALE! 


i] engaged in the 





ulley business for great deal more 
, ther concerns. 

{ I Y in ilding H 1 Split Pulleys is: Cheap 

mess is sut ul; pr ‘ must be the best in t class. We 

f gunning the slightest risk pairing the 
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value ,? wait . t ur 


Get the “MEDART” WOOD SPLIT PULLEY from stock! 


mmeriy M vt tent 4bie 


fices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 
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Why the ATLAS is the Most 
Powerful Car Mover Made 






pivotal point at the back of the 
energy is transmitted to the 
linkin together of three parts, 
obtaining compound leverage 

o pivoted that the smallest 

only be forward, thus using all 
( ri t No power is 








We have made it easy for + 
1TLis Cik VOLER 


of salesmen and let us send vou literature 


our lesmen to demon 


strate the Give us the number 


APPLETON CAR MOVER CO. 


P. O. Box 42 Appleton, Wis. 














UBBEY GAUGE GLA» 
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LIBBEY 


High Pressure Gauge Glass 


High Pressure Red Line Gauge Glas- 
Standard Pressure Gauge Glass 
Lubricator Glasses 
Oil Cup Glasses 


AMERICA’S STANDARD 
and 


Made in U.S. A. 
i rite for Soo0kle: 


The Libbey Glass Mfg. Co. 


Virs. of Railroad and Industrial Glassware 


Toledo. Ohio 


SATE HW A 















Know It? 


“Inswell” is the distinguishing 
mark of good chains—Inswell” 
Electrically Welded Chain with 
twenty-five per cent greater strength at the 
weld. Because of its smooth outer surface 
it is adapted for use in plain sheaves of 
any kind—and customers know what to 
order when they send in their “repeats.” 


FHE COLUMBUS McKINNON CHAIN COMPANY 
Sales Office: 


Plants: 


Columbus, Ohio 
Columbus. O. Tonawanda, N.Y 
In Canada Vchinnon Columbus Chain, Ltd... St. Catharines, Ont 


“INSWELL” ELECTRIC WELD. 
CHAIN 
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The Billings & Spencer Co., Hartford, Conn., has issued 
the thirty-sixth edition of its catalogue on drop forged 
mechanics’ tools manufactured by the company. This 
book is replete with price and specification tables and 
illustrations. It consists of 122 pages and cover, the 
latter in colors, and is called a pocket edition catalogue. 

Mechanical 1790 Broadway, New 
York, manufacturer of mechanical rubber goods, has 
issued a large wall calendar for 1927. Each sheet con- 
tains, in addition to calendars of the current, preceding 
and succeeding months, illustrations of the company’s 
plant, its products and their uses. 


Rubber Company, 


Air Reduction Sales Co., 342 Madison avenue, New 
York, manufacturer of atmospheric gas products, weld- 
ing and cutting torches and machines, et¢., has issued 
Catalogue Section No. 5. This is an eight-page, illus- 


trated section devoted to acetylene generators made by 
is prepared for attachment to other 


the company and 
| which will be 


«y+ 
catalowvue 
ALAIOLPU 


sections, sent by the manu- 


turer on request. 
C. J. Tada Mfg. Co., 


} 


klvn, manufacturer of 


abire 18 to 88 Thirtv-third street, 


Broo pressure gauges, regulators, 
with Catalogue No. 905C « 


of the company. This is a well arranged 


thermometers, ete., 1s out 


the products 


} 
} 


ook of 104 pages and cover, containing descriptions, 
prices, specifications, etc. An especially interesting 
feature of the catalogue is the many _ illustrations. 


Several pages are given over to single illustrations. 
The Bristol 


‘ r))} . & ‘ an ’ . ] , nti, + ; 
Catalogue Of 2d pages and cover, devoted entirely to tne 


( Oni pail, ssued 


Waterbury, Conn., has 


safety set screws, cap screws and closely 


sories manufactured by the company. The catalogue 
There are 
American 
both fine and coarse series, 
company’s screws. 


well illustrated. 


specificat ion 


‘ontains descriptive matter, 
compact price and 
standard screw threads, 
on the 


tables of 


used 


{ynes Shovel and Tool Company, Ames Bldg., 


and its 


Boston, 


subsidiaries, manufacturers of shovels, spades 
and scoops, have issued a new combined catalogue, No. 
152, on their products. 


This is an attractive book 
of 78 pages and cover. ip 


Five 
labels in colors. 


pages are given over to 
The catalogue is well 
illustrated throughout. A small booklet of eight pages 
and cover, illustrated, descriptive of Oliver Ames shovels 
for the foundry, also has been issued, likewise a folder 
describing the Oliver Ames coal scoop. 

T. B. Wood Sons C0. 
Catalogue No. 70 on the 


illustrat 1ONS of 


Chambersburg, Pa., is out with 
power transmission equipment 


103 


manufactured by the company. This well arranged and 
handsome book consists of 340 pages and a fine, hard 
cloth cover. It contains complete information and 
dimensions of products manufactured, together with list 
prices, and is well illustrated with both photographs 
and diagrams. The book resembles a high grade library 
or text book, but is printed on much better paper stock 
than the average book of those types. 

The Wood Shovel & Tool Company, Piqua, Ohio, is 
out with a very attractive catalogue. The manufacturer 
had in mind, in compiling the catalogue, a simplifica- 
tion of the company’s line of shovels, scoops and spades, 
so that there would be no difficulty in writing orders for 
these goods, and succeeded very well in his efforts. Com- 
plete information, in condensed form, is given for order- 
ing each article, the company even going so far as 
to print the telegraphic code of each. Every article 
illustrated is shown with both back and side views. A 
desiring to order a certain article may 
from the list price given in the table to the 
in the rear of the book. 
price lists may 


person refer 
price list 
The book is so arranged that 
be changed. The book has forty-eight 
pages and cover. 

Wheel Trae ng Tool Co., 


called, ‘The 


Detroit, has issued a booklet 


Diamond in Industry.” 


This is a very in- 
teresting story of the diamond, its mining, the func- 
tions of industrial diamonds, their selection and care, 
and their uses in the products of the company, which 
manutactures wheel trueing and other tools. The book 


is splendidly illustrated and has 27 pages and cover. 


(@bituary “a 


Warren I. Hunter, a well known salesman in the rub 
ber industry, died from a sudden attack of acute 
tion Tuesday, December 21st, 
joined the staff of The Mechanical Rubber Co. Mr. 
Hunter was connected with the Diamond Rubber Co.. 
Inc. for eight yvears, and traveled the southern terri- 
from the Atlanta branch of that company. He 
would have continued traveling the same territory for 
The Mechanical Rubber Co., out of the New York office, 
had he lived. 








indiges- 
five days after he had 


tory 


<= ¢ 


Shipments of Babbitt Metal 
A total of 59,721,579 pounds of babbitt metal 
consumed in 1926, as compared with 62,405,928 pounds 
in 1925, according to figures issued by the Department 
f Commerce. 


were 


( 





full value to the user 
This Free Trial Offer 
ymers, that ALBU-BAR Belt Dressing 1s a pro 
em you to stock. Will you cooperate with us Mail 
coupon with list attached. 


is to prove to you, through 


Mr. Jobber: 








THe Geo. H. GARNET Co. 


Allentown, Pa. 





FREE a csu-Bar Belt Dressing 


to be sent direct to twelve of your best belting customers for examination and trial 


ALBU-BAR Belt Dressing is a product of superior 
manufacturing belt dressing for the largest belt users. 


Twelve Full Size Bars of 


quality, backed by twenty-seven years’ experience in 
When treated with it regularly, belting will return 
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DISTRIBUTORS 


EERE Ue ORS eS 


A NEW TRUCK 


INCORPORATING 


Perfectly Applied Leverage 


It’s a New Idea 
Amazingly Simple 
Works Like a Shovel 
One Man Loads, Lifts and Easily 
Moves 500 Pounds 





The Alemite Little Giant is a truck entirely different in principle 
from anything on the market. Yet it is so simple you will wonder 
why it was not discovered before. 


One man and the Alemite Little Giant handles barrels, boxes, tote 
pans, heavy chunks of metal and other merchandise with more 


ease and greater effectiveness than two men with the ordinary 
truck. 


pounds. No time is lost in first raising merchandise off the floor. 
No extra man is necessary. One man loads and unloads with the 
least possible waste of time. 


It shovels easily underneath heavy loads weighing up to 5090 


“Leverage,” an age-old principle, is the secret of the tremendous 
lifting power of the Alemite Little Giant. It is so designed that 
the operator lifts the load simply by tipping back the truck. 


SPECIFICATIONS—Brackets and wheels made of semi-steel. Wheels 
fitted with roller bearings. Platform made from heavy steel plate rein- 
forced with angle iron. Heavy pipe handle. 


This is an unusual specialty. It sells 
easily and repeatedly to factories, shops, 
warehouses and_ stores Distributors 
are assured a rood proht and full co 
operation from us Write for more 


details 


Alemite Die-Casting & Mfg. Co. 


2640-54 Belmont Ave., Chicago, Ill, 


Z22ALEMITE LITTLE GIAN 


SQVCS Mast POWCRSs. 

















ee rele, rere menpaallt 





4 draha dissin tte 


jvc tls oat 


February, 1927 


THE Mitt Supply Saves 


Requirements for Scientific 


MAN Was Founded by Ernest H. Smith in 1! 
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1922, and Dedicated to the Pract 
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Distribution of Mill Supplies. Ernest H. Smith, Associat 
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ical Application of Correct Sales Principles in the 
> Editor 


Selling 


Salesmen Need Knowledge and Training and the House a Satisfactory 
Method of Remuneration, and a Policy 


VANCE C. BOYD 


Sales Manager, Standard Supply & Equipment Co., Philadelphia 


Give me that red-blooded athlete 
who has given every ounce of his 
strength in a race and continued on 
his “nerve,” give me that football 
player who “carries on” after he has 
a rib or two cracked, give me that 
baseball player who “delivers” in a 
pinch. 

What’s the answer? A man who, 
in the face of odds, will never spare 
any effort to do a good job well. He 
has drilled into him fundamental 
ybedience—slow detailed instructions 
And in an athletic carni- 
val he wins fame and renown. 

Aren't the 
supply 


spirit. 


fundamentals of mill 
selling analogous? Do fun- 
damentals in different enterprises 
really differ? I say, “No! Though 
hey may be clothed or couched dif- 
ferently.” 
First, we must be willing and 
have a natural sense of responsibil- 
itv. We then go through the slow 
detailed 
yperating 


we are 


training in the stock and 

departments—sometimes 
Then 
evolution. We are mill 
salesmen, a vital cog in the 
wonderful, ever active and 


“serubs” for vears. 
‘comes the 
supply 
highly 
We turn profes- 
sional, not only to win fame, but for- 
tune as well. 


competitive game. 


The development now carries us to 
the degree of success of individuals, 
which, compounded and added, deter- 
mine the Let’s 
help the aspiring salesman by detail- 


ing the following three courses: 


success of the firm. 


1—Scientific and psychological de- 
velopment. 
2—Method of 
3—Policy. 
Each subject is so broad that one 
must hesitate to delve into it as in- 
completely as we must 


Remuneration. 


here. 


You have now a willing verdant 
who knows roughly a few of the 
thousands of mill supply items. He 
cannot be given his head in this day 
and age of high grade salesmanship, 
hence we sales executives must in- 
fuse scientific facts. procedure and 
knowledge into him. 

The salesman 
himself, 


must first know 
then his commodities and 








Boyd 


finally his customer. 
must develop 


Every aspirant 
within himself the 
qualities of meekness, aggressiveness 
and determination. Haven’t you por 
traved supplicating ignorance to “put 
over” a Haven't you. also 
found it necessary to demand busi- 
ness to repay you for your time and 
attention? Haven’t you, with the 
knowledge that your customer can 
and should use a certain specialty, 


sale? 


stuck to it until vou have sold him? 
Learn first to know yourself—de- 
velop these attributes. 

How many mill supply salesmen 
can take just ten specialties, tell 
their complete history, discuss their 
application, and then scientifically 
demonstrate them? Learn to know 
your product! 

Next comes “vour man.” Every 
purchasing agent, shop superinten- 
dent and storekeeper is “your man.” 
Learn to know him. Consult your 
sales manager and learn which of 
your “thousand faces” you should 
wear in your approach. Give par- 
ticular attention to the man and his 
firm—sell him all he needs—make 
your calls count. 

In addition to the foregoing, scien- 
tific selling involves goodly knowl- 
edge of prices, industrial conditions, 
competition (the other fellow’s com- 
modities and practice) and system of 
calling (the A, B, C, D method). 

Psychology can be applied by the 
sales manager, not only to his own 
salesmen, but to the 
clientele, 


sentials of 


salesmen’s 
one of the es- 
selling today, is, to my 
mind, common sense properly applied 
for the purpose of increasing spirit 
or morale and stimulating ambition 
to obtain the best possible results 
from a known situation. Think of 
the profundity of psychology, think 
of its simplicitvy—a worthy subject 
for all of us to delve into, but not 
here. 


Psychology, 


Now we have a pretty good sales- 
man enroute to success, but lest we 
guard well, when he thinks of his 
worth (sometimes imaginary) we 
will have turnover and a= great 
waste of effort. We, ourselves, 
practice the salary, bonus and com- 


nara ne eT 


ne ee 








combination in addition to 
expenses. Salary and commission 
are forwarded on a plan and amount 
which assures the man of a comfort- 
able livelihood, and the company of 
a profitable investment. This sum 
total should not exceed the estab- 
His 
based on a fairly 
computed margin and results in his 
profiting in direct proportion to the 
profits of the This in- 


salesman to sell special- 


mission 


lished four to one basis. “over- 


age”’ bonus is 


company. 


ties showing a good “mark-up,” and 
his efforts on and knowledge of spe- 

ilfies cause the volume of standard 

mmodities to follow at a profitable 
figure. You know you can trust a 
man with little orders if he can sat- 
sfactorily handle big orders. Think 
hat e) 

Che s not much more, but let 
tal It } 1c) We sales managers 
l respo le to a reat exter fo 
~ () 1 M i! ) the Hea in all 
ne That’s be use We al 


Without a Supply House? 


“What Would You Do W 


itnout 


Your Suy House?” is the title of 
an article appearing In broadcast 
to customers and prospective cus- 
. ° +1 7 ’ ! 
mers recently issued by the Ma- 
ninists’ Supply Co., Chicago. It is 
- , é ] aha s 
pl ed erewl lel Na 
I g dist and thei 











“Without your supply house you 
\ ild ot irse be compelled to DUN 
erything direct from the manu- 
acturers. At first glance this pic- 
ure may appear alluring, with the 
niddlemar apparent! eliminated 
nd, in theory, lower prices possible. 
“But a second and more penetrat- 
g gl e reveals certain details 
at, we believe you’ll admit, rob 
much « the attractiveness from 
his picture. Several thousand 
tems to keep supplied with—more 
than a hundred different manufac- 
irers to deal direct with—merely 
fulfill the ordinary tool and sup- 
ply requirements of an average 
plant 
“Supposing that the elimination 


would mean 
1 undoubtedly in 
would not), it would 
Savings in- 
deed to compensate you for the enor- 
mous increase in purchasing detail, 
the tremendous 
nlargement made necessary in your 


{ ] 
or 


11 room and supply inventories. 


your supply house 


lower prices (whict 


he long run it 


a! . our My om } 
ake very considerable 


to say nothing of 
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honest! We are 
and until we can, within 
clearly differentiate 
tween “volume” business and “profit- 
able” business, we will carry on the 
battle. Sometime we’ll all have to 
get together! Who will start it? 
"Nut of that. Let’s get back to 
our company. Our policy is to op- 
erate a sales organization by sales- 
men, and for selling. The purchas- 
ing department, operating depart- 
ment treasury department are 
selling our customers their services 
to the best of their ability. We, | 
might say in passing, don’t have any 
expensive, complicated systems. We 
ig in fundamentals, and do 
most simple manner that 
A detailing 
lots of 
Want to 


not all 
worthy, 
ourselves, 


not trust- 


be- 


and 





this in the 


is reasonably accurate. 


of this would involve space, 


and anyhow we don’t tell 


uu all we know. You think up a 
policy which will make “each year a 
better vear,” as we have, and then 
ve may match methods. That’s all! 


2 
“In spite of the lure of direct buy- 
Ing, May W suggest that vou need 
is at your elbow to keep things run- 
ning smoothly with greatest econ- 
omy”? Frankly, to help us serve you 





John EK. 


Shau 
Machini ts’ 


Vice-President Supply Co. 


better we plead for a greater share 
of your patronage. 


“Instead of eliminating as much 


of your buying as possible from 
your supply house, we suggest it 
will pay you better to reverse the 


order. Give your supply house the 
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It isn’t always the low- 
proves the greatest 


preference. 
est price that 
economy.” 


Bucking Inventory Time 
Crescent Company Bulletin Suggests Sales 
Efforts for That Period 

One of the distributors represent- 
ing the Crescent Belt Fastener Co. 
Was so impressed by a sales “talk” 
appearing in bulletin No. 84 of “The 
Crescent Service Bulletin” series 
that he sent it in to us. While the 
bulletin refers to efforts to be put 
forth in December, still it is of suffi- 
cient interest to warrant reprinting 
a portion of it. Here it is in part: 

“Somewhere along the line 
that old bug-a-boo, inventory, insti- 
gated the custom of halting business 
each vear about this time. 

“Salesmen relax their 
are allowed to run 
‘consumer, being given no 
ment to buy, stops buying—and bus- 
falls off or practically stops. 

“Fortunately, the mental hazard 
of inventory is losing its 
cause the cold hard figures in 
ary show that ‘if it 
November and 


back 


efforts, 
low—the 
induce- 


] 
StOcCKS 


ness 


yrip be- 
Janu- 
hadn’t been for 
December, we would 
had an excellent year.’ 

“Ts there any inven- 
should be allowed to play such 
an important part in spoiling sales 
> Of course, there are items 
your won't buy in 
this time. 
which the 


have 
reason why 


t r\ 


records ? 
customers 
quantity at 
may be others in 


— 
whicn 
any 


great 


There 


problem of inventory may make it 
advantageous to materially reduce 
+ L- 
STOCKS 


“But. why not turn your attention 
to products that can be sold now and 
which form no appreciable inventory 
problem ?” 


This Salesman an Organizer 

Elstner Hilton, a salesman for E. 
C. Atkins & Co., Inc., Indianapolis, 
is entitled to credit for establishing 
a lumberman’s association at Osaka, 
Japan, the first lumber association 
in the Orient, according to an article 
in The Saw Kerf, published by the 
Atkins company. 


Vot So Vany Cigars Vou 


Time was when many salesmen 
carried pockets full of cigars and 
1anded them out promiscuously to 


prospective buyers. The cigar un- 
doubtedly was intended to pave the 
way for sales. Times have changed, 
however. Not so many free cigars 
are being smoked, but salesmanship 
is much more effective than it was 
in the old days. 














1 cine 


pabtnsigh cen cismsts. 
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Don't Talk Yourself Out of Business 


Say What You Have to Say to State Your Case, but Don’t Chatter About 
Useless Things or to Hear Your Own V oice 


As someone has put it, “If sales- 
manship were all talk, a phonograph 
would be the greatest salesman in 
the world.” 

Do you remember that line in a 
popular song: “Oh, it’s talk, talk, 
talk, when you haven’t got a word 
to say?” That was a jibe at social 
small talk, but there is such a thing 
as salesmanship small talk, and it is 
just about as valuable in selling as 
the other kind is in promoting in- 
telligence. 

It is likely to be the case that the 
salesman with a surplus of mere 

nversation is afflicted with a short- 


Sometimes we think 


we can cover up a lack of knowledge 
vith a flow of conversation. That 
sort of thing may get by in society 
ut not in business. Very few 


buyers of mill supplies are impressed 
by the gift of gab. They know how 
easy it Is to talk and how hard it 
s to say something. 

[ once heard an after-dinner 
speaker remark, “There are two 
conditions under which a man arises 
to speak—when he has something to 
say and when he is asked to say 
Similarly, I think there 


are two kinds of salesmen. One 


something.” 


kind has something to say and the 
other kind merely finds it necessary 
to say something. 
It was my misfortune to. be 
brought into competition with a 
salesman for a line competing with 
mine where we were both trying to 
sell a town board. I had been told 
that this salesman was a_ great 
talker, but I had not been told the 
half of it. It seemed to me that the 
ten minutes I took to present my 
proposition to the board was ample. 
As a matter of fact, I don’t know 
how I could have used more time to 
advantage. I sat down in the ante- 
room to wait while my competitor 
told his story, and I waited an hour 
and a half, and I could still hear him 
talking. He spoiled two hours of 
time, and whether he talked himself 
out of an order or not, I don’t know, 
because I don’t know whether he was 
at any time within sight of one, but 
I know he did not make the sale. 
Possibly some salesmen have a 
feeling that unless they can _ talk 
longer about their product than their 


FRANK FARRINGTON 


competitor talks about his, it will 
look as if they had less to present in 
its favor. They are underrating the 
intelligence of their listeners. If a 
buyer is interested in considering 
the purchase of what you offer him, 
he wants to know such facts about it 
as are not self-evident. He does not 
want to know the number of feet or 
acres of floor space in your factory, 
nor the plans of the management for 
taking care of the sick among the 
employes. He is buying the equip- 
ment or the tool he wants to use, 
not the attitude of your boss toward 
pension funds for retiring employes. 

When there is time to visit socially 


with a buver in an exchange of ideas 





Dont a (a the Buye 


in general, you may care to talk 
to him about those things related to 
the house you represent, but not to 
the purchase and use of its products. 
But when vour time is brief and you 
are invited into the office to present 
vour selling talk, why clutter it up 
with non-essentials? 

If a salesman must stop talking to 
the buyer while the buyer is still in- 
terested in getting more facts, then 
the salesman is himself short of 
facts, and he will not camouflage the 
shortage by talking something else. 
The buyer knows when you_ have 
reached the end of your intelligence, 
and he has no sympathy with your 
desire to keep your tongue wagging 
on after the brain has ceased to 
provide it with good subject matter. 

A salesman may find that he has 
said all there is to be said in favor 
of his product, even when he is as 
well informed as he ought to be, and 
yet his prospect is not sold and is 
willing to listen longer. Perhaps in 


such a case there is nothing to do 
but to talk on in the hope that the 
buyer may weaken and in a moment 
of weariness put his name on the 
dotted line. But the chances are 
that the selling talk has not been 
properly aligned or it would have 
come to a climax somewhere along 
the line with the opportunity to com- 
pel a “‘ves” or a “no” in decision. 

Some salesmen lack the ability to 
make their best selling arguments 
impressive and convincing. They fall 
upon the buyer’s ears like just so 
much clatter of tinware. The fault 
in such instances may be with the 
salesman’s voice or manner. or 
the bored attitude of the buver. n 
any case, if the fault is not remedied. 
the sale is lost. 

Haven’t vou seen salesmen who 
appeared to just cut loose when they 
got a buyer's ear? They seemed to 
be full of talk that spilled forth like 
the waters over a dam, and they 
practically drowned their hearers in 
a flood of words, many of which bore 
real relation to the product they 
sought to sell, but many others of 
which were thrown in for good 
measure. The trouble with cutting 
loose is that your control may cease 
to be effective. There are some 
baseball pitchers who have a world 
of speed when they cut loose, but 
they fail in control and walk one 
batter after another. Speed without 
control is worthless in selling talk 
or in pitching. The more wild 
pitches, the more passes. The more 
wild, uncontrolled selling talk, the 
more lost sales. 

Not only is speed without control 
speed without headwork is 
also useless. Cutting loose and talk- 
ing fast does not create a favorable 
impression. Quite the reverse. I 
remember once in a game of ball on 
the Buffalo league grounds I faced a 
pitcher whose whole thought was to 
strike me out with all the speed he 
had. He was going to pitch to me 
with so much speed that I would 
never know what had_ happened. 
Well, he stuck two strikes over be- 
fore I got his speed measured, and 
the third one I slammed to the left 
field fence for three bases. I have 
had salesmen try that kind of sales- 
manship on me. They were going 


useless; 











You Can 
Guarantee 


SIMONDS - 


FILES 


When your cus- 
tomers are order- 
ing files they just 
naturally want 
good files that 
will give them 
the most work 


for their ; 
money. This , / 
is another ! / 
place where / 


you can 
show them 


your desire 
; to be of 
service to 
them, and 
also to show 
your ability 
as a salesman. 
Tell them and 
sell them Si- 
monds Files and 
they will order 
again after one 
trial. You can 
guarantee Simonds 
Files for every kind 

i of cutting. 


Simonds Saw and 


j Steel - 


SIMONDS 
FILES for 
Industry 
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to give me the whole works so fast 
that I would have no chance to think 
for myself, and they would have it 
all their way and walk out with my 
name on the dotted line, leaving me 
wondering what it was all about. 
Perhaps some salesman may have put 
that across with me sometime. If 
so, I don’t recall the incident. But 
I do recall some of those salesmen, 
and I recall that they walked out, but 
without my autograph in 
may 


their 
pockets. | 


what it 


have known 
was all about, all the talk 
they gave me, but I at least was not 
swept from my feet by a 
language. 


never 


flow of 
I remember a story I have been 
told by a Scotsman of my acquaint- 
ance. He spent part of his youth 
with his grandfather and grand- 
mother, who were staunch in their 
religious beliefs and resented very 
much the use of an organ when it 
was first introduced into the local 
church. But the young man, belong- 
ing to the coming generation, was 
strong for the instrumental music as 
an addition to the church service. 
On one occasion he came home from 
church unusually enthusiastic in 
praises of the organ, and he talked 
to his grandmother about it, recount- 
ing in his grandfather’s hearing all 
the advantages he could think of that 
favored the organ. 

Finally, the grandmother, herself 
half-convinced, said to the old grand- 
father, who had sat in silence as the 
“Do ve no 
Robbie has to say 


Fayther?” 


boy talked, hear what 


aboot the organ, 


““Ay, ves,” responded grandfather. 
‘The young mon heareth the 
of his voice 


sound 
and it pleaseth him.” 
The story is not out of line with 


some salesmen’s apparent apprecia- 


tion of the music of their own voices. 


It takes talk to make sales, but it 
judgment 


takes 


f tall ] 


of talk that does make sales. 


to produce the kind 
There 
are plenty of fellows who go talking 
their way through lite without ever 
influencing listeners or making any 
They 


talk because they think they are ex- 


sales, even of their services. 
pected to talk, or because they enjoy 
They 
they talk 
spill the 
them safely into the 


the music of their own voices. 
are not salesmen, and when 
they are just as likely to 
beans as to put 
oven, 

The ability to talk is a valuable 
attribute in a salesman, but I have 
seen salesmen who, I thought, would 
get along better if they were stricken 


dumb. 
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That Successful Approach 
Prospects Welcome Salesmen Who Describe 
Vew Methods and Equipment 

“Want anything?” “No?” “Well, 
I'll leave some circulars, anyway.” 
And he departs, leaving not only his 
circulars, but also the 
that he’s a poor salesman. 


impression 
His idea 
cover it 


is to cover 


quickly. 


and 
“No grass growing under 


ground, 


my feet,” he proudly asserts. For- 
tunately that type of salesmanship 
is rapidly passing. The salesman 


with superior approach and organ- 
ized sales talk crowds out those weak 
in sales technique. He not only 
knows his own products thoroughly, 
but he keeps well informed on gen- 
eral activities of the field. ‘‘You’ve 
issued a new catalogue?” he asks in- 
terestedly as he spies one on a cus- 
tomer’s desk. He is glad to examine 
it thoroughly and to tell about other 
catalogues he has encountered in the 
field. Who is better equipped than 
a salesman to describe the salient 
points about any interesting, mod- 
ern catalogue, journeying about con- 
tinually as he is? 

Often this superior salesman 
makes himself somewhat of a spe- 
fields allied to his own. 
that machinery lubrica- 
tion, for instance, receives more at- 
tention now than formerly. It used 
to be a can of oil, with no scientific 
method of application, and almost 
any workman to pour it on machin- 
ery parts. Perhaps, then, when a 
executive complains that he 
getting results from his mod- 
high type of equipment, his 
salesman caller has a new lubricat 


cialist in 


He knows 


factory 
isn’t 


ern, 


ing system to suggest, the success 
of which he has noted on similar 

Having classified ma- 
chines as to types of oil needed, he 
advises a particular lubricant for 
the machine in question. If the cus- 
tomer manufactures perishable fab- 
rics and faces the difficulty of ex- 
cess oil dripping, it might be perti- 
nent to suggest the installation of 
tvpe of bearing. 


machinery. 


a new 


Such salesmen may not tell thei 
rade much that is entirely new, but 


tnev are at 


least capable of better 
approaches than the one first men- 
tioned. If outline to an 
executive new and interesting meth- 


ods for keeping machine records, if 


they can 


they can give foremen glimpses of 
other shops, if they can describe to 
engineers 
methods 
plants, 
with 


interesting equipment or 
of production noted in other 
their approach is fortified 
something stronger than gen- 


eralities. 


MU ew 
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What the Onlooker Sees 


Observations on Salesmen and Salesmanship by an 


Individual Who Is a ““Rank Outsider” 


A well known national magazine 
is featured by success articles which 
are very interesting, and from which 
many valuable may be 
drawn. But on one occasion that 
magazine published an article, “Why 
I Have Been a Failure,” and the 
writer was immediately attracted to 
it, because it was different. 


lessons 


Likewise, the following brief ob- 
may be of interest be- 
cause, rather than being written by 
one who has had great experience 
in selling or has studied the prob- 
lems of salesmanship thoroughly, 
they are the thoughts of an_ indi- 
vidual who is almost a “rank out- 
sider.’ He has done some selling, 
but never followed it as his primary 
work, and he has had practically no 
experience as a buyer, so his obser- 


servations 
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Outside, Looking Ti 


{ ] 


vy those of a 


vations, for the most part, are main- 
ih ooker-on. Perhaps 
salesmen will welcome a bit of com- 


ment from that angle. 
A young trade paper man walked 
into the office of the district 


man- 
ager of a large phonograph com- 
pany seeking news for his publica- 
tion. “What do you do on your 
job?” the district manager asked 


the young man after he had = an- 
swered the latter’s questions. The 


young man informed him. 
think you'd like to- sell 


“Do you 
phono- 
graphs‘? the manager asked, and 
the young man, thinking he was be- 
ing “‘kidded,” laughed. ‘No. I'm 
: insisted, ‘“‘I 


like the way vou come in here.” The 


serious,” the manager 


young man went away from that of- 
fice amazed and thrilled, for he had 
always considered himself a bit too 
difident in his approach. He never 
went to work selling phonographs, 


+ 


bu the district manager later 
proved that he meant what he said 
by offering to back the young man 
in a venture which showed he } 

confidence in his Which 
serves to indicate that a salesman 
doesn’t have to be of the blustery, 
“Well, I’m here and determined to 
sell you” type to make a good im- 
pression on a prospective buyer. 


“protege.” 


Not long ago the writer saw a 
salesman make a comparatively easy 
sale. But the salesman wasn’t con- 
tent. He wanted to sell something 
else he had, or to make arrange- 
ments for a future order on the same 
item he had already sold. It was 
plainly evident that he could not do 
any more business right there than 
he already had done, but he kept on 
urging, and I was fearful for a time 
lest one of the buyers would become 
irritated and cancel the order he had 
already given him. In other words, 
This reminds 
one of the definition of a good news- 
paper reporter: “He should be 
to handle a man like a telescope: 
open him up, see through him and 
shut him up.” But the salesman 
should know when he needs to shut 
himself up. 


he talked too much. 


able 


It is undoubtedly pretty difficult 
for a salesman to determine when 
a man is an immediate prospect and 
when not. I have been approached 
by solicitors who had no more 
selling me than the man 
full well that 


and though 


in the moon. I knew 
I wasn’t in the market 
to be pleasant, it was a waste 
p 


of time for them and an irritation 


for me to have them continue in 
their selling efforts. It seems to me, 
however, that if a salesman can de- 
velop the 


or not 


ability to discern whether 
there is a possible sale, he will 


} 


do a lo 


+ + 


to improve his own efficiency 
and save himself a great deal of time 
and effort on many occasions. 

There is one thing that impresses 
Most of them 


are very neat. not elaborately. but 


me about salesmen. 


attractively dressed, and give = an 
A good ap- 
pearance is a very substantial aid to 
Everything else be- 


ing equal, all of us are more inclined 


appearance of success. 
salesmanship. 
to do business with a man who is 


neat and attractive in 
than one who is slovenly. 


appearanc® 
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The belt you recommend and 
sell represents you and your 
belting department in the 
manner in which it “stands 
up” on the job, and the serv- 


ice it gives. 


It can only perform these 
duties well when “properly 


joined”. 


So a word or two at the time 
of sale, a recommendation 
that the belt be joined with 
Crescent Belt Fasteners will 
insure the belt’s best and 
longest service, and eliminate 
much of the unnecessary and 


‘grief” belting 


undeserved * 
departments must contend 
with, due to improper and 


inefhicient joining methods. 


CRESCENT BELT FASTENER CO. 
217 PARK AVENUE, NEW YORK, N. ¥ 


Sales Service! 


( : B 


CRESCENT 
BELT FASTENERS 














/ 
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66 ERVICE” is one of those 
S words of comparative mean- 

ing. Instead of talking loud 

and long about service, the Ladew 
man invites you to try a Ladew Belt 
on your toughest drive: a better way 
to learn what belting service means 
than listening to the most eloquent 


phrases about it. 


Read this: 


The Ladew “Proof Book™ 
contains just a few words and 
a lot of pictures about some 
interesting Ladew Belting 


records, Send for a copy. 


EDW. R. LADEW CO. Ine. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street. New York City 








Harris Floats 
at the Power Show 


The various types of Harris Floats will 
be on exhibit in Booth 181 at the Chicago 
Power Show, February 15 to 19. Harris 
Floats are constructed according to scien- 
tific principles, which we shall be pleased 
to explain to you when you stop at our 
booth. There will also be on display other 
products of our brass foundry and copper 
shops, selected for their interest to power 
users and distributors of power plant 
equipment. Ask us for a complimentary 
pass to the show. 


ARTHUR HARRIS & CO. 


Enuineers, Coppersmiths, Brass Founders and Finishers 
210-218 N. Curtis St., Chicago 


Fstablished Last 

















ONARCH BALL 
METAL is a business 
go-getter. It gets the business 


and holds it for several hundred 
nill supply distributors. Why 
delay longer putting it to work 
for you? 


Sample Ball and Prices 
sent on request 


MONARCH METAL CO. Chicago 
119 South Lincoln Street 


Associate Member National Supply and 

















ALLEN’ 


the 30% stronger Hollow Screw 


30°, extra strensth over broached hollow screws- 
the only other kind made. Cold-drawn by a pat 
ented process which increases the density of the 
steel around the socket-hole, and_ heat-treated 
scientifically according to size and style of point. 
The Allen process makes deep, perfectly formed socket-holes, 


with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point 


depth of socket for the wrench. All sizes in stock from ™% 
to 1%” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 


Wrenches—Allen pri 
The Allen booklet, with its charts of sizes and 


prices, will make itself useful to every mill sup- 
ply dealer who sends for it. 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 
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ee a eee eas The est ib me? of the ( cago office Chicago of the Norton 0:. Worcester, 
Personals and the appointn we of Mr. Schwalb Mass, He had been associated wit! 
the first move in this direction. that company for 20 years. Oscar E. 
ee ee eT TOT ER Fee a Te ter Ted R f ieeriees Nordstrom, formerly assistant man- 
( . ~, Ol sl I n-~ ° . 2 & 
P | ’ ie ois ager of the Cleveland office succeeds 
| i S D ) peen app nted eime!l Company, Cincinna e na bec n \I 
5 » , : . » Co r( 
( enginee) ot 1 elected ecretary-treasurel of the new Mr. udworth. 
( oO ‘ f the Kent Machin v forme Cincinnati Association of In mB. FF. Lytle, for the last two vears 
rer sent, Ohio, which was. r lustrial Ad tise in the Philadelphia district sales offic 
625 Monadnock Block. m AC ; radar) aacadeeemnah ales of the Westinghouse Electric & Mfg 
Vl Schwalb v formerly connect ici Ee det. as adh atlas ti Co., East Pittsburgh, has been made 
" \ { ; te as z : anaver P 4 > ‘a ‘al scales livision 
Mar eturing Con he Plimpt Lift Truc Marnorstvon nae of the Central sales division 
‘ 4 treat » lar > AP) Oo ‘1 J a | 
ty of chief enginee Stamford, Conn., with headquarters at ne Hyatt Roller Bearing Co., Newa 
| n the mate | ndlins im) P a N. J., with headquarters at 806 Fulton 
‘ uilding, Pittsburgh. 
] | R ime \ ale repre C p . . | 
a ; Ohio f he Madtewal reorge H. Lang has joined the sales 


\ | ( ( ‘ force of the Josam Manufacturing Co., 
IP and will cover the s 
al 1}) . . 

nd Maryland, and t 





t 
l > y 
he [District of 








umbia, with headquarters in the Cen- 
Pr. A. Johnson, formerly with the tral Building, 40 North Sixth Street, 
Bb n B e J . Johnson Philadelphia. Mr. Lang was 
( Inc.. ] nted manage with Fleck Bros. Co., Philadelphia. 
he Ne \ I ! with head . <a : 
George Collinge has been elected 
1 U¢ ‘ ! tree 


president of the Conneaut Shovel Co. 


‘onneaut, Ohio, succeeding W. = H. 


e 4 \] tT > . me P 

ue 0 e Morris Machine Too srown, resigned. Other officers electe 
Co,, Cinemnati, 1 the past twelve were: Chester Welsh, general maz 
vears, has re ned to become manage ger; J. T. Grant, vice-president; Wat 


f the Nil Tool Works, Hamilton, en Miner, secretary and = treasure 
Ohio. He w cated at Hamilton. and W. V. Miller, assistant treasurer. 


J. W. Webster, who was connected William F. Bilyeu was appointed 





with the B. F. Goodrich Company’s At sales manager of The Trane Company, 
inta branch fi everal years, is now La Crosse, Wis. He previously was 
ith the Mechanical Rubber Company, with Warren Webster & Co. for sixteen 
New York, and will make his head years, and during the past two years 
quarters at Richmond, Va., traveling while assistant sales manager, Mr. 
the eastern territory. Bilyeu’s work brought him into direct 


J. W. Neidhardt has been appoint contact with agencies from coast to 
assistant works manager of the Put coast, 

man Machine Works, Fitchburg, V. E. MeMullen was recently aj 
Mass., a subsidiary of Manning, May pointed manager of the Indianapolis 
fie neluad that of designing well & Moore. Mr. Neidhardt wa plant of Fairbanks, Morse & Co., t 





i @ Ww 0) 
and cor uction engineer. In 1920 a formerly general manager of the Det succes b. J. Meyer who was trans 
yndicate of Spanish sugar deale: rick & Harvey Machine Co., Baltimore, ferred to the company’s Chicago office. 


called upon him to moderate thei Mad. During the past few years, Mr. 


lufacturing methods, particularly Walter EF. Harris. wito has been McMullen has been an engineer and 





with ef “ to mate ial so associated with the Stephens-Adamson division supervisor for the company at 
equipment. ’revious to this, one of hi : : ; oloit se 

jaca . : Manufacturing Co., Aurora, TIll., manu Beloit, Wis. 
neccompy iment Was the development 


facturer of transmission and screening J. M. Briee, for several vears man 


a . machinery, has been appointed district ager of Humphrey company’s Ne 
ment. The Kent Machine Company ; : : 


1 ’ + 
cae I : manager of the company’s branch at York 
vas long been identified with the manu 


facture of material handling equipment 


of a line of beet sugar handling’ equip 


office, located in the Bush Sales 
1108 Martin building, Birmingham, building, 130 West 42d street, New 
Ala. Y< 


apet rk, has been appointed manager of 
nd t lepartment of its business is an ae s me 
R. KE. Flandei of the Jones & the company’s Brooklyn branch at 125 
mportant counterpart to the extensive ; - wets ’ Spiga ee os ne sie ee at ; 
; f | mad Lams Machine Co., Springfield, Vei Fulton street, and in addition has been 
ine ¢ transn ion macninery nace aie ceca py oe . 5 ? , ° ’ ’ ’ 
= : ° nont ac bh re-elected ch; ‘ ; made general supervisor of New Yor! 
by The Falls Cluteh & Machine ry Con mont, ha peen ( lected chairman of : 1 I N 








pany, Cuyahoga Falls, Ohio, recently the Committee on Publications of the sales activities. 

urcha ( i by The Kent Machine Co. American Society of Mechanical Engi R. W. Horsfield, formerly of the 
Mr. A. B. Babbitt, general manager of neers. He has also been elected a general office of the United States 
the Kent concern, has made clear hi nember of the board of managers of Electrical Tool Co., Cincinnati, has been 
intention of making the conveying the society. placed in chat of the company’s St. 
machinery division one of the biggest Hiram N. Cudworth has resigned as Louis office, 3521 Washington avenue. 
lepartment f the company’s business. manager of the machine division in Mr. Horsfield has broad experience in 


Bit. 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers. 


a " 
Fes. 2 
i ™ 
ok le with H1St or Psy xaos Ts and other interesting ata sent 


pr eee ee Slee F ‘le & Tool om 


410-416 Trumbull St., Elizabeth, N. J. 


“VR” 


Victor Balata 


Belt 


Ampere 


CANVAS STITCHED 
BELTING 

Sold Extensively by 

Mill Supply Houses 





i Ask for Prices ; 
Victor Balata & Textile Belting ( Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 














\“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Strong 


BROWNIE No'S, 


jobber or 
write us for a catalog. 


Ask your 


and durable. Furnishec 
either plain or galvanized. 


BROWNIE MFG. 
CO., INC. _ 


Fort Wayne, ind. > Ss Ss KO 
a , wi sa Se 
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“LENOX” 
1d DROP 
N FORGED 
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SCREW DRIVERS 


“The Toots tn the Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 
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Cushman 
sey Essential 
CHUCKS «* 





Cushman Chuck Cog 


oe iT! 
HARTFORD. CONN. Pte «Tee 


K 4 
. Independent, Eccentric 




















SKINNER Clamps 
Stop Leaks 











“MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


‘Biaxre MacneWorks 








ee “= NOT INC © 





456 IN. Union Ave., Chicago 








ELCO Wood Screws 


Iron and Brass 


made 
from our large stock of Iron 
and Brass Wood 


Machine Screws 


Prompt shipments are 


Screws and 


You will be pleased with the at 
tention given to your orders 


and instructions. 


ET - 
# kil ( evve 2 ‘ 


ELCO TOOL & SCREW CORP. 
Broadway at 13th Rockford, Ul. 




















A ea Pat RN 




















ete 





ee oe SR IE A ON 














February, 1927 


the electrical tool field, and is a gré 
uate of the electrical 
partment of the University of Illinois. 
The 
Steam 
Philadelphia 
Bldg., is now in cl 
and R. W. 
many years had been joint 
of the New York office. 
tinue the management of the New York 
district, with 
rganization. 
M. B. 
northwe 


engineering de 


Buffalo Forge Co. and Buffalo 
their 
Title 
Koit 

fo. 


managers 


Pump Co., announce that 
the 


Land 
W. S. 


r., Who 


office in 


ham 





They will con 
an enlarged engineering 
Urquhard, after 20 


stern manager of the Keystone 
Ca. 


years as 


Lubricating Philadelphia, has re 


ened to assume the western manage 
ment of the Philadelphia Grease Mfg. 
Co., Philadelphia. He will have office 


warehouse in the 
Colo., and at 


reet, Salt Lake 


at the 
Ideal 


company’ 
Denver, 


West st 


building, 
144 South Fifth 
City, Utah. 

I. B. Williams & 
manufacturers of 


kindred 


Son 


Dover, N. H., 
leather belting and 
product announce the ap 
of EF. J. White 
New York, Pennsylvania and 
parts of the Virginias, 

C. Ruf. Mr. White wa 
nected with the Cran 
Palmyra, N. Y., and 
this te 


pointment to represent 
them in 
succeeding John 
formerly con 
lall Packing Co., 

well acquainted 


ritory. 


affiliated with the Bock Bearing Com 
pany, Toledo, Ohio, h joined the sale 

force of the Roye ford Foundry & 
Machine Co., Inc., Royersf LF ind 
will cover the states of Illinois, lowa, 
Wisconsin, Minnesot: ix well tha 





1 on oft Mic] l al Inc na ? 
rally tributan to Chica: it ( 
point My Buti W maintal 
i lqua te 
\ y Jame been plac ! 
( ree I he Bunting > & B ! 
Company Pacific « ! \ 
qua it 198 Se eet, S 
I ( Mi Jeume Wil orme 
( manage ( ie iton ( ( 
( men ( 1 Dec 
omote oO ¢ t n }) 
n n the Bu } mpany from it 
ory partment in ha ran 
ed himself w the steps i 
iction tron iV n N t ( 
KF, A. Esten, f many years pr 
lent and treasurer of the R. 1). Nuttall 
S (CO., Pittsburgh, manufacture) of 
gears, and a subsidiary of the West 
| rhouse Electric & Mfg. Co., has been 
made chairman of the board. E. M. 


—— 


Herr, president of the Westinghouse 


j company, became president of the Nut 
' } 1 

f tall organization; Milton Rupper, vice 
i president, assumed also the duties of 
: treasurer; F. A. Merrick was elected 
} first vice-president, and James C. Ben 
; nett, secretary. 

; Howard F. Meyers, sales manage) 
| for the Ohio Injector Company, Wad 

worth, Ohio, has been on the road very 


consistently since the first of the year, 


and has talked with many mill 


He found a majority of 


: supply 
' . 

§ distributors. 

' 


them confident they were in for a year 





of stable prices and good business, with 


a tendency in placing orders to antici- 


pate needs considerably further in ad- 
vance of their usual custom. This 
would indicate a _ belief that price 


changes generally were more likely to 


be upwart lan the reverse. 

Fred S. Doran has just been made 
manager of the Cleveland plant of 
Joseph T. Ryerson & Son, Ine. This 
new warehouse plant of the Ryerson 
Company was from 


purchased the 
Bourne-Fuller Company, Cleveland, on 
January 3, 1927. Mr. Doran 
with Joseph T. 
for 21 years. 
office he 
tory for some time 
assistant to A. M. 


manager of 


has been 
Ryerson & 
in the 
terri- 
made 


general 


associated 
Son Beginning 
the Wisconsin 
until he was 
Mueller, 
He Is 


traveled 


=ales 
ales. 


one of the 
best posted and best liked men in the 
teel-service busine Mr. Doran has 
keen ability as a manager and a 


friendly and sincere character that has 
brought him 
walk of life. 

At 


Cculive 


many friends in every 


the January meeting of the 
of the A 
Massachusetts, 


exe 
committe 
of 


ssociated 
Col. 


the 


Industries 

Frederick H. 
Greenfield Taj 
Ma 


Payne, of 


Corporation, 


pres 


«& Die 


ident 





Greenfield, when called upon to 
give his opinion as to business condi 
tions, said: “I think the industries that 


were practically taken over by the gov- 
ernment during’ the war have had a 
good deal of house cleaning to do. We 


1921 and ser 


We believe 


tarted In 


machine we have put our 








ouse in ord The year 1926 was 
l be Ve ! ales and earning 
nee 1920. We achieved the result of 
te ping ! ind cove ne new 
territory, u tit Wha ou 
esme ! I have been n 
I teen ount Lhe T two 
\ ! ( \ WCeCK I hal 
end cove t cour is far 
1¢ Pacific ( LC 1 inothe. 
» to Southe 1 ‘ 
dw Bl: Ce r nt the 
Greenfic I Lic Co ratior 
more i ven ened hi 
flice at vere active connectior 
wit the con ny ot December 31st. 


Mr. Blake a } bes } 228. 4 


connected with the 


yp and adie naustry ever ince 1902, 


he entered the employ of 
H« 
until 

idence, R. I., 
the J. TF. 
this 


pany. emained 
Peek. 


and 





2 mpany 


when he went to Prov 


became general n of 


anager 


Slocomb Company. After holding 
position for three years, he went to 
New York, where he engaged in busi 


for 
1917 he 


Twist 


nes half In 
Linecoln-Williams 

of 
mpany afterwards being 


Drill 


one and one 


years. 
purchased the 
Drill € 


name of the e 


ompany, Canton, the 


changed to the Lineoln Twist 


Company. He went to Greenfield and 
was elected vice-president of the Green- 
field Tap and Jie Corporation, in 


charge 


1922 


of the sales of the company, in 
Mr. Blake will shortly announce 


his future business plans. 





Factory Additions 





The Lenoir Pad Co., Lenoir, N. C., is 
building a 
factory. 

Northern . Janesvil 
Wis., plans to build a one-story addition 
to its factory. 

The City Iron Works, Inc. 1531 
Sixtieth street, Brooklyn, will build a 
one-story addition. 

Mfg. Corporation, 383 
avenue, Boston, will build 
a one-story foundry addition. 


two-story addition to 


Conveyor Co 





Hunt-Spiller 
Dorchester 


The Gibson-Homans Co., 28366 Wood- 
hill road, Cleveland, will build a 
two-story addition, 50x57 feet. 

The Buell Die & Machine 


troit, has awarded 


Co., De- 
contract for a 
-story addition to cost about $23,000. 

The Wire Goods Co., 149 
Washington street, Worcester, Mass., 


one 


Parker 


will build a one-story addition, 60x87 
feet. 


The Robbins Mfg. Co., 1815 
Central Park avenue, Chicago, 
build a factory addition to 
$18,000, 

The 
1610 


North 

will 

cost about 

Cleveland Gasket 

West 116th street, 

planning to build a two-story addition, 
feet. 


& Mfg. Co., 
Cleveland, is 
60x120 

The Lufkin Foundry & Machine 
Lufkin, Tex., will build a 


addition at an estimated cost 


Co., 
one-story 
of $20,000 
with equipment. 
Carborundum Co., Buffalo 
rara Falls, N. Y., 
a four-story addition, 


»O00, 


avenue, 
build 


reet, to 





plans 


830x100 


to 


cost about $7: 


Ludlow Ignition Co., 


Battery & 


‘anklin 





and 


streets, 





4) Oo. Wl lb lil 1 one-story additior t 
ut 

$50,000 with equipment. 
The Kelly-Springfield Tire Co., Cum- 
berland, Md., will build a two and 


tory addition, to cost approxi- 
$225,000 with equipment. 
> Mfg. Co., 


Angeles, 





Elect 


United States ric 
street, Los 


200 East Saluson 


: . 
has awarded contract for the construc- 
tion of a one-story additior 25x85 
feet 

The United States Radiator Co 


poration, Wright street, Dunkirk, N. Y., 
plans to build a one-story addition t 
cost approximately $45,000 with equip- 
ment. 

Joseph Pollak Tool & Stamping Co., 
81 Freeport street, Dorchester, Boston, 
will build a three-story addition, 50x72 
feet, to cost about $40,000 with equip- 
ment. 

The Philadelphia 
Land Title building, 
contract for 
two-story 


Rubber Works, 
Philadelphia, has 
the of 
addition to its 


awarded erection 


a one- and 
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Electrical Tools and Equipment 
Sold by Mill Supply Jobbers 











ly. Heat 


PIONEER strcrmc DRILLS 







gear Every 
i tested. New 
g fan. Rugged 
proot switch. 





The PIONEER 
heavy duty and Gar 





i 


Ball Bearing Equipped, but cost 
no more than the plain bearing 
tools now on the market, 


Louisville Electric Mfg. Co 


Louisville, Kentucky 


THE CORRECT 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis 


We need a few more ‘# yy. 
Distributors for he t hediy (dake 


Economy Pumps PEG, 


They are made in various types for heating, ventilating, 
and building service; vacuum and boiler feed; bilge and 
sewage, field work, etc. Electric 
and gasoline driven. 


To Help You Sell 


ynomy l 
2 and described in an 8 a 
bulletin, well printed on 1ame!l 

Ask for set f I 


rritory you are « 


c 





Economy Pumping Machinery Co. 


1412 N. Curtis st., Chicago 


Built for the Work! 









14” Size ° ° ° 
$28.00 She Cancinnait 
14” Size ‘iis 


$58.00 


line of portable electric 
drills, grinders and buffers 
is complete, including ail 





types, sizes and prices for 
every purpose. 


Write for complete catalog 
and Jobbers’ proposition. 


The Cincinnati Electrical Tool Company 


2681 Madison Road Cincinnati, Ohio 





fype M2 1-10 ILP. Motor 





Standard 
Ball Bearing Grinders 


Made in sizes from 'y H.P. up t 
t 5 H.P 

Tool Post Grinders 1; to 2 H.P 
Polishing and Buffing Lathes '4 to 5 
H.P. 
Aerial or Hand Grinders '4 to 3 H.P 
Bench Grinders and Buffers ! t 
H.P. 


Drills -” toi 


The Standard Electrical 
Tool Co. 


1916 W. Sth St. 
Cincinnati, Ohio 


GtrandD 


Flexible Shaft Grinding, 
Polishing and Buffing 
Machine 
is a Mighty Handy Tool 


When once installed it become 
t popular machine in the 








several sizes 
1-19 to 2 HB. P 


Catalog Upon Request 


Manufactured by 


N. A. Strand & Co. 


5001-09 No. Lincoln St., Chicago, Ill. 


Factory Maintenance with 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


Doing It Electrically 





T! 1 ] 
The electric motor is one of the simplest and 


isiest methods of putting power to work, and the 


imber of machines a portable tools operated 
lectrically is constantly increasing. Mill Supply 
Distributors should give careful attention to the 
innouncements of manutacturers of electrical tools 
and equipment who are secking dealer distribution 
In addition to those on this page, others will bi 
found on Pages 12, 21, 46, 72, 76, 90, 120, 127 and 
129 of this issue. It will pay to cooperate with 
vho want t operate with you 
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plant at Oaks, Pa., 30x120 feet and 
30x80 feet, estimated to cost $65,000 
with equipment. 


The Fidalgo Pulp Mfg. Co., Ana- 
cortes, Wash., has awarded a contract 
for the erection of an addition to its 
mill, to cost about $72,000 with ma- 
chinery. 

The National Foundry & Furnace 
Repair Co., Bolander avenue, Dayton, 
Ohio, has awarded contract for the 
erection of a one-story addition to its 
foundry. 


H. F. Holbrook-Henry Brewster 
Corp., 1720 Fairfield avenue, Bridge- 
port, Conn., will build an addition to 
its plant at an estimated cost of 
$40,000, 


Robeson Rochester Corporation, 176 
Anderson avenue, Rochester, N. Y., 
plans to build an addition to its factory 
at an estimated cost of $50,000 with 
equipment, 

The Gardner Governor Co., Quincy, 
Ill., has awarded contract for a one- 
tory addition to its machine shop, 55x 
150 feet, to cost about $40,000 with 
equipment, 

New Haven Clock Co., 139 Franklin 
street, New Haven, Conn., has awarded 
contract for the construction of a one- 
tory addition, 25x100 feet, at an esti- 
mated cost of $20,000. 


The Wilmot Engineering Co., Marble 
>, 





Bank Building, Hazleton, Pa., has be- 
2 the construction of a one-story 
ldition to its plant at White Haven, 
P to cost about $20,000, 
The Hobart Mfg. Co., Troy, Ohio, 
ha warded contract for the construc- 


tion of a three-story and basement 
addition, 65x170 feet, to cost approxi- 
ly $100,000 with equipment 
Winslow Boiler & 


Chamberlain street, Galesburg, IIl., is 


Engineering Co., 
a one-story and base- 
Y9Ox150 feet, to cost 
approximately $65,000 with equipment. 


The Vacuum Oil Co., 61 Broadway, 


New York, has awarded contract for 
two-story and basement addition to 

i finery a Paulsboro, N. J., 

Za 7 feet o cost about $65,000 with 


The Heywood 


venue and Third street, 


Mfg. Co., Fourth 
North Minne- 
apolis, Minn., i reported to be plan- 


ning the construction of an addition 


factory to cost $30,000 


about 
with equipment. 

Pulaski Foundry & Mfg. Co., Pulaski, 
a., Will build a one-story addition, to 
be used largely for equipment 
fore at the Dora foundry of the 
Iron, Coal & Coke Co 


recently 


hereto- 
Vir- 
.. Pulaski, 
purchased by the Pulaski 
Foundry & Mfg. Co. 

The Bethlehem Shipbuilding Corpor 
ation, South and Water streets, Balti- 
reported to be 


gZinia 


more, is planning the 


construction of a new shipyard unit 
Highway, comprising one 
and two-story 


on the Key 
shops, to cost approxi- 
mately $1,000,000 with equipment. 





New Factories 





Showers Bros., Bloomington, Ind., will 
build a new factory at an estimated 
cost of $400,000. 

Armour & Co., Union Stock Yards, 
Chicago, will build a power house at 
an estimated cost of $150,000. 

The Akron Equipment Co., Exchange 
and Annandale streets, Akron, Ohio, 
will build a two-story plant, 63x65 feet. 

The Somerville Machine & Foundry 
Co., 14 Kent street, Somerville, Mass., 
will build a one-story plant, 40x80 feet. 

The Roselle Foundry Co., Oak street, 
Roselle, N. J., plans to build a one- 
story building on adjoining site, 80x100 
feet. 

Weber Engine Co., 
street, will build a 
feet foundry at an 
$7,000. 


1101 Winchester 
one-story 950x100 
estimated cost of 


The Muncie Galvanizing & Mfg. Co., 
will erect a plant on the site for- 
merly occupied by the Midland Steel 
Works, Muncie, Ind. 


The Chicago Pump Co., 2336 Wol- 
fram street, Chicago, will erect a new 
plant at Benton Harbor, Mich., at an 
estimated cost of $120,000. 

Helwig Iron Works, 69 Almaden 
avenue, San Jose, Calif., will build a 
show and foundry on Vine 
an estimated cost of $11,000. 


street, at 


Decora Mfg. Co., 448 Larkin street, 
San Francisco, plans the construction 
Richmond, 
an estimated cost of $40,000. 


of a new factory at Calif,., 
t 
t 


a 
The Auto Supply Co., Laredo, Texas, 
has awarded contract for the erection 
plant, 100x160 feet, to 
cost about $35,000 with equipment. 
Royal Metal 
Western avenue, 


c 


or a one-story 


Mfg. Co., 
Chicago, will build a 


Michigan City, Ind., to 


2318 South 


new plant at 
cost about $75,000 with equipment. 
The Metal West New 


Haven, Conn., will build a new one- 


Products Co., 


story factory, 35x125 feet, at an esti- 
mated cost of $24,000 with equipment. 

The Weber Engine Works, Twelfth 
and Winchester streets, Kansas City, 
Mo., will proceed with the construction 
of a new 500x100 
feet. 


one-story foundry, 





Comwall Quality Tool Ce., Cuya- 
hoga 
struction 


Falls, Ohio, is planning the con- 
factory at Moga- 
estimated cost of 


of a new 
Ohio, 


$60,000, 


dore, at an 


Luehrs Co., 118 St. Clair avenue, 
Cleveland, has awarded contract for the 
erection of a one-story factory at Can- 
ton, Ohio, at an estimated cost of about 
$60,000. 

The Mfg. Co., 326 
Frelinghuysen avenue, Newark, N. J., 
will build 
district, 


Lidgerwood 


a new plant in the Bayway 
Elizabeth, N. J., 
block of property has been acquired. It 


where a 
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will consist of a one-story machinery 
and assembling plant, 120x600 feet; 
one-story iron foundry, 120x400 feet; 
pattern shop, warehouse and distribut- 
ing plant, power house and two-story 
office building, to cost about $150,000. 

The N. O. Nelson Mfg. Co., 590 
Linden avenue, Memphis, Tenn., will 
build a new factory branch at Jackson, 


Miss., with storage and distributing 
facilities. 
The Boyle Mfg. Co., 5100 Santa Fe 


avenue, Los Angeles, Calif., is building 
a new one-story plant at Alameda, 
Calif., to cost about $80,000 with 
equipment. 

The Jasper Veneer & Mfg. Co., 
Jasper, Tex., plans to build a one- 
story factory for the manufacture of 
veneer specialties, to cost about $35,000 
with machinery. 

The Marshall Electric Co., 
Locust street, St. Louis, has awarded 
contract for the construction of a one- 
story branch factory at Elkhart, Ind., 
to cost about $27,000. 

The Midland Safe & Lock Co., 617 
Washington avenue, North Minne- 
Minn., is planning the con- 
struction of a new plant to cost about 
$100,000 with equipment. 

The Troy Motor Sales Co., Los 
Angeles, plans to build a four-story 
and basement service, repair and gar- 
age building, 150x204 feet to cost close 
to $175,000 with equipment. 

The American Mfg. Co., 
Texas, is 


3225 


apolis, 


Fort Worth, 
building a new one-story 
plant on a 30 acre tract near Hodge 
Station, Fort Worth, which will cost 
about $35,000 with equipment. 

Fritch Brothers, Jasper, Ind., have 
awarded contract for a one-story and 
basement machine shop, 
garage building, 100x100 feet, to cost 
about $50,000 with equipment. 


service and 


The Western Electric Co., 195 Broad- 
way, New York, plans to build another 
unit to its new plant at Kearny, N. J., 
which is to be five-stories, and will cost 
about $650,000 with equipment. 

The Pacific Electric Mfg. Co., 5815 
Third street, San Francisco, will build 
a new plant at St. Louis, to be one and 
two stories, 90x182 feet, at an estimated 
cost of $150,000 with equipment. 


The Tumwater Paper Mills Co., 
Tumwater, Wash., will soon begi 
superstructure on new buildings for its 
local mill, which will cost approxi- 
mately $550,000 with machinery. 


n 


The Duncan MacKenzie’s Sons Co., 
Hamilton and Clark streets, Trenton, 
plans to build a new two-story foundry, 
60x196 feet, in the Fernwood section, 
to cost about $100,000 with equipment. 

The Rochester Gas & 
poration, 


Electric Cor- 
tochester, N. Y., has awarded 
contract for the construction of a one- 
story plant for 
approximately $45,000 with equipment. 


pole service, to cost 

The San Antonio Machine & Supply 
Co., 102 South Chaparral street, Corpus 
San Antonio, plans to build a new fac- 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








WE WANT JOBBERS 


OCS 


| eee Nias | 


Gu ial to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising for our jobbers gets the orders. 
Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


Buffalo 
Hose Clamp 


Made of Sheet Brass 


Rustproof 
Durable 


Economical 





Fries & Company 
91 Main Street Buffalo, N. Y. 


THESE TOOLS 
Won't Be “Orphans” 


Neithe Yr will your tools be “‘or- 

phan if you do what this 

man 1s doing—brz ar nding tools 

and equi pment with an 

Everhot Branding Torch, the 
nost effective way to stop tool 

] 

losses. 

The EVERHOT brands or solders 
yntinuously. Car ri¢ its fu 
rdinary gasoline in the handl 





BALE moet poe 


rr Vaal 





| ag 1% s py 
MANUFACTURING co.“ 


20,000,000— 


S.A.E. and U.S.S. Thread 


CLEVELAND 








Na’) 

& AP SCREWS 
Are always stocked for immediate shipment. 
S fi at De troit, Chicago, New York, 
ngeles, Atlanta, Boston, St. Paul, Cin- 


. Norfolk, Waco and San Francisco 
ouse complete stocks in first four cities. 





The Cleveland Cap Screw Company 


2071 East 79th st. Cleveland, 0. 


The Schultz 


a successful friction clutch 
Has but a few simple parts. 
Any workman can replace friction 
blocks and reassemble the clutch. 
Takes up slight mis-alignment of 
shafting. 
Made in solid and split types. 
Cannot engage or dis-engage acci- 
dentally. 
Oceupies relatively little space on 
shaft. 





l sed suceessfully on hardest drives A. L. SCHULTZ & SON 
in many industries. 1675 Elston Ave. 


tsk for Catalog and Distributors’ Prices. Chicago, Hl. 


AVIS Valve Specialties have 

been performing satisfactorily 
for over fifty years. Thousands of 
experienced engineers know the 
value of Davis design and insist 
upon Davis for repeat orders and 
plant extensions. 
You can take full advantage of 
this established position by han- 
dling the entire Davis line. Write 
for the details. 


The G. M. Davis Regulator Co. 
408 Milwaukee Ave. Chicago, Tb. 


OAV UE S VAIN YE 


STEA aver S SINCE 187 


SPE CLALTIES 


MSS-G 


The HOLLANDS Line 


will increase your 
vise sales 








; 


_"w'sn 
SONY 70H | 


Send for 
Catalog and 


Terms 


HOLLANDS MEG. Co. 


ESTABLISHED 1887 


ERIE, PA. 


You Can Increase Your Profits 
Speed Up Your Turnover and 
Better Satisfy Your Trade 

with 
Torches 
Fire Pots 


Gas Furnaces 


HUFFMAN 


{ll Torches and Fire Pots have the 
Huffman Trouble-Proof Needle Valve 


Literature and prices on request 





HUFFMAN MFG. CO. DAYTON, OHIO 


When writing to Advertisers please mention Mitt Suppties. 
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Christi, Texas, with headquarters at 
tory branch, storage and distributing 
plant, 100x140 feet, at Corpus Christi, 
at an estimated cost of about $225,000 
With equipment. 


Galion Iron Works & Mfg. Co., 
Galion, Ohio, has awarded contract for 
the construction of a one-story ware- 
house and service building’ at 
City, Mo., at an 
$75,000. 


Kansas 
estimated cost of 
The Thornburg-Lewis Co., 1500 East 
Washington street, Indianapolis, will 
build a two-story machine shop and 
automobile service works, 90x190 feet, 
to cost approximately $60,000 with 
equipment. 

The Essmueller Mill Supply Co., 1220 
South Eighth street, St. Louis, has 
awarded contract for a new one-story 
plant, 50x110 feet, at Kansas City, to 
be used as a machine 
approximately $50,000. 


shop, to cost 


The Motor Oil Co., Eighteenth street 
and the Wabash Railway, Logansport, 
Ind., will build a one-story and_ base- 
ment storage and distributing plant, 
15x130 feet, to cost approximately 
$30,000 with equipment. 

The Standard 
Bessemer 


Mfg. Co. 


Sanitary ‘ 
Pittsburgh, will 


building, 
with the 


proceed construction of its 


proposed new factory branch at 
Altoona, Pa., 196x210 feet, to cost 
approximately $150,000 with equip- 


ment, 

The Philadelphia Electric Co., Tenth 
and Chestnut streets, 
plans to build a two-story ub 
85x94 feet at Twenty-fifth 
treet and Washington avenue, at an 
estimated cost of 
ment. 

The White Motor Co., 842 East 
Seventy-ninth street, Cle 


build a one-story 


Philadelphia, 





pow? tg 
tation, 


S.2900,000 with equip 


’ : 
veland v] 
veranda, vi 


factory branch, ser, 


ce and part building on Cypres 
ivenue near 153d street, New York, 
175x214 feet, to cost about $100,000 


with equipment. 
The Crescent Storage Battery 0:; 
Crescentville, Philadelphia, care of the 
William Steele & Sons Co., 219 North 
Broad Philadelphia, 
and contractor, will begin the erection 
plant, 60x125 feet, to 
‘ost about $50,000 with equipment. 


street, enginee) 


f a one-story 


a 





Field Notes 





The Excelsior Tool & Mfg. Co., New 
York, has removed from 486 Greenwich 
treet, to 881 East 147 street. 

J. D. Johnson Co., Inc., discontinued 
its branch at Fifth and Washington 
avenues, Long Island City, New York. 

Charles Crum, manufacturers’ agent, 
Philadelphia, was appointed 
entative for the Pittsburgh Engineer- 


> 


ing’ Co., Jeannette, Pa. 


repre- 


The Abco Boiler Corporation, Pough- 
keepsie, N. Y., sold at auction its prop- 
erty and plant on Fulton street in that 
city, by direction of Hon. Thomas I). 


Thacher, judge of the District Court 
of the United States. 

The Jacksonville branch of the 
Cameron & Barkley Co., Charleston, 
S. C., has moved into its new quarters 
at 605 East Forsyth street. 

Foote Bros. Gear & Machine Co., 
Chicago, has appointed Banks-Miller 
Supply Co., Huntington, W. Va., its 
representative in that district. 

The Cambridge Plumbing Supply Co., 
Cambridge, Mass., has changed its 
name to Monroe Co. There has been 
ownership or manage- 





no change in 
ment. 

The Sullivan Machinery Co., Chicago, 
has removed its Butte, Mont., office 
from 48 East Broadway to 54 East 
Broadway. It is in charge of James G. 
Graham. 

Finney and Fuller Co., Utica, N. Y., 
announces the withdrawal of Guy W. 
Finney from the company, and the con- 
tinuation of business under the cor- 
porate name as heretofore. 

The Wetmore Reamer Co., Milwau- 
kee, manufacturer of adjustable ream- 
ers, is now represented in the state of 
Michigan by Rummins & Murray, Inc., 
1829 Woodward avenue, Detroit. 

Worcester Machinery Co., Worces- 
ter, Mass., manufacturer of small ma- 
chine tools, has been taken over by 
Harris Grace, head of the Grace Ma- 
chinery Co., Worcester, and will be op- 


erated under the Grace Ma 


name of 


chinery Co. 


James L. Mayer and Frederick E. 
Oswald announce the opening of a 
sales oflice at 352 South La Salle street, 





A 

Chicago. They are now representing 
Magnetic Separator Co., and 
Stamping & Tool Co., 
manufacturers of pressed steel 


wheels, trolleys and 


the Dinge 
the Saginaw 
Over- 
head conveyon 
casters. 

Hardware 
street, Provi 
ating for the 
se of the property of the Provi- 
Warehouse Co., at West Ex- 


change and Mason streets for $200,000. 


The Belcher & Loomi 
Wey bosset 


l reported to be 


lence, 


nepyotl 





It is the intention of the company to 
erect a large storage and distributing 


plant on this site. 
formed Midland 


reports the 


The newly 
Supply Co. 


Pipe & 
opening of 
1638 to 


its offices and warehouse at 
46146 West Roosevelt Road, Chicago, 
with a complete line of piping material. 
J. E. Walsh, formerly connected with 
B. Limbert & Company, Chicago, and 
Walworth Company, is vice-president 
of the new company. 

Stevens & 
Worcester, 
August as 
Inc., 


Company and Walden- 
Inc., consolidated last 
Stevens-Walden-Worcester 
recently joined actual 
forces, offices and warerooms 
were occupying the old 

tion at 375 Broadway, New York City, 
being moved to the plant of the com- 
bined company in the’ suburbs of 
Worcester, Mass. The Export division 
of the consolidated company remains in 


physical 
which 
Stevens loca- 


New York, occupying a large portion of 
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the old Stevens & Company 
where a complete line of samples is 
on display for the convenience of 
foreign buyers. These lines _ in- 
clude Stevens tools, Walden-Worcester 
wrenches, and the products of a group 
of manufacturers of standard automo- 
tive appliances. 


offices, 


The Brown-Bevas Co., 470 Third 
street, Los Angeles, Calif., distributor 
of machinery, has reorganized. 
The company name will be continued, 
and the new officers are: Dan R. 
Brown, president; Charles W. Miller, 
vice-president; George R. Bury, treas- 


been 


urer; Walter M. Parson, assistant to 
president and sales manager; Rex 
Hardy, secretary. 


The Chase Companies, Inc., Water- 
bury, Conn., have purchased the assets 
and good will of the U. T. Hungerford 
Brass & Copper Co., New York, with 
mills at Waterbury. It is announced 
that the acquired company will be 
operated as a division of the Chase 
Companies, retaining its corporate 
name. Headquarters will be main- 
tained at the present location, 80 
Lafayette street, New York City. 

The Union Manufacturing Company, 
New Britain, Conn., has purchased the 
entire manufacturing assets of the 
Franklin-Moore Company, Winstead, 
Conn., that have to do with the pro- 
duction of chain hoists, blocks, trolleys, 
etc. As this line fits in with the present 
product of the Union Manufacturing 
Company, it is not contemplated that 
at present any substantial increase in 
facilities will be 

At the 


Exposition at 


necessary. 

recent Sesqui-Centennial 
Philadelphia, The Amer- 

ican Pulley Company, Philadelphi 

given the grand 


» Was 





prize for its pressed 


steel reels, spools, beams and beam 
heads for wire and textile manufactur- 
ers. The Company also received the 


Medal of Honor for its steel belt pulleys 
and steel shaft hangers, and a gold 


medal for its pressed steel car wheels 
for hand and inspection cars on rail- 
roads. 

The Josam Manufacturing Company, 
Michigan City, Ind., announces that it 
has absorbed the S. L. Marsh Com- 
pany, Los Angeles, Calif. The sale and 
manufacture of the Marsh company 
products will be under the supervision 
of the Mfg. Co., with S. L. 
Marsh in charge of the Josam-Marsh 
interception division. Mr. Marsh will 

headquarters at the new 


make his 

office and warehouse of the Josam 
company at 215 East Thirty-seventh 
street, New York. 

The Worthington Pump & Machin- 
ery Corporation plans to discontinue 
its Blake & Knowles East Cambridge, 
Mass. plant. The pump business will 
be transferred to the Deane Works, at 
Holyoke, Mass. It is also planned to 
build an addition to the Holyoke 
plant to take care of the new work. 
Diesel engines now made at East Cam- 
bridge will be made at the company’s 
Buffalo plant, while the locomotive 
heater work will be carried on at the 
company’s Harrison plant. 


Josam 
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The preferred babbitt 


he choice of thousands of engineers because 
ays uniform in composition, melts and pours 
well, and assures cool. running, efficient and eco 
nomical bearings. 





Government tests prove it to have the lowest 
frictional coefficient of any known bearing metal. 


7 Metal Co., 75 West St., New York 


AGNOLIA 


SMETAL 


“Reliable” 


Cap and Set Screws 








4 
Zit VS 
mt : Zo. SS 
Hexagon, Fillister and Flat Head ZS os 
Cap Screws GIS 
Square Head Set Screws S.A. CAP 
TTT) a ae 
Milled Nuts (=a gn) 
€ products Cap and Set Scre € 
Made from yeCcia ate 





RELIABLE CAP & SET SCREW CO. 


411-413 S. Clinton St. 


Chicago, Ill. 


1 Bw 
As i / 
FQ GAA SA 
if ahr | />F= ry 
A WA (SAT MENG 
ag / te fh 8 VSM ? 
MI y * 





No. 32 i h CLAYTON & LAMBERT MFG. CO. 


Ask for latest price 6257 Beaubien st., DETROIT, MICH 


The No. 401 Champion 
Steel Rivet Forge 


can be seen 
. 100 < 







king on 99 out of 


very 1 al tee buildings 
being built in : Unit ed States to- 
ay. The same may be said of all 





railroads, bridge builders, boiler 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
f trade in the United States, but also 
throughout the entire world. 

Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 


Champion Blower & Forge Co. 


Lancaster, Pa. 





No. 40! 





BLAKESLEE JET PUMPS 


All parts inter-changeable--Economical, reliable-* 
Freezing does not injure it as it is self draining. 





Send for Latest Price List and Catalogue 





Has No Valves--Cannot wear out--Pumps 
sandy or dirty water equally well--En- 
tirely Independent of Engine. 
BLAKESLEE MFG. CO. 

Du Quoin, IIL, 





None Genuine Without Trade Mark 


10 Q Street, 





Sockets 
and Sleeves 


One solid piece—Standard except the flat ; 
AN ORDINARY DRILL SOCKET will drive a twist drill 
only as long as the drill has a tang. When the tang twists off 
or the shank breaks, the drill is useless in the ordinary socket. 
BUT—grind a flat (time 3 minutes) on the broken drill, slip 
it into a “‘Use-Em-Up” Socket, and it’s as good as a new drill. 
Furnished in Sleeve or Socket Type. Specials made to order. 





Write for Jobber’s proposition. 


LOVEJOY TOOL WORKS 


328 West Ohio Street Chicago 


ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can't loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 

No delay in shipment. Complete stocks of all 


sizes. Also made in br ‘ass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill. 


“FILES THAT CUT” 





Write for story of Delta Files that is 
told in a surprising booklet entitled 
‘Files that Cut.”’ 
to any shop. 


DELTA FI LE WORKS 


BRIDESBURG dj 


It is worth money 


y PHILADELPHIA 





> DELTA Camm 





* mention Mitt Supp.ies 
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The A. Harvey’s Sons’ Mfg. Co., De- 
troit, announced the recent appointment 
of William J. Watson as sales manager 
of the company. Mr. Watson served 
director of the company’s pur- 
department for twelve years. 

Eastern Malleable Iron Co., with 
plants at Naugatuck, Bridgeport, Conn., 
Troy, N. Y., and Wilmington, Del., has 
Malleable Iron Works, 
Conn., formerly owned 
Allen, Auburn, N. Y. 

The Beaver Machine and Tool Co., 
Newark, N. J., 
4. W. Mai 


been 


as a 


chasing’ 


purchased the 
New Britain, 
by Henry & 


announces that the 
shall Co., Louisville, Ky., has 
appointed its agent in that state. 
Franklin McDermott, 610 Louderman 
Building, St. Li been appointed 


ales representative in St. 


W. V. Kebert & ©0:, 


suis, ha 
Louis. 
Inc., Newark, 
a new warehouse 


branch in Orange, N. J. The 


open 


Egbert 


ompany has purchased a site, 70x270 
‘eet, at North Park and Lake streets, 
vhich is now partially occupied by a 
building, and is ereetinge another one- 
O} warenou 
The Greenwood Mfg. Co., Detroit, 


its name to the Norman 


is ¢ l ! { 
Boose \I ( H. Brooks, who was 
e | t State Rubber Com- 
vice president and sales man- 
©) ! vy connected wit the Nor- 
in B MI Co. Lewis J. Frost, 
Vho ( vit the Greenwood 
( ( ] ve rs, ha been 
treasurer ot the new 
J H. Hi ( man o ( Hill- 
Coal & Coke Co e group 
control of the Oil 
We Suny Co large ¢ ! itor oO 
pipe ar ipplie 
1 e of the ck o 
J I I on M Hill il ] 
A. M. I ( 
Pittsb : nutacture? of wrought 
oO! ) Oil Well Supply Co., 
‘ n 1862 lar 
i ( 1 ( oil equip 
P ) Oi ¢ P O 





CLASSIFIED 
ADVERTISEMENTS 


SITUATIONS WANTED 


a fair salary to start. Address Box 2, 
De Ray Apartments, 745 Adams, Mem- 
phis, Tenn. 


SALES AGENT with first class con- 
nections desires agency for established 
line in Eastern states, selling either 
direct to the factory or mill supply 
dealer. Address No. 885, care MILL 
SUPPLIES, 537 S. Dearborn Street, Chi- 
cago. 

PURCHASING AGENT, thoroughly 
experienced and familiar with Mill, 
Mine and Factory Supplies, and how 
to buy constructively for jobber or in- 
dustry, wants to make change. Chi- 
cago, Cleveland or Pittsburgh district 
preferred. Address No. 884, 
MILL SUPPLIES, 537 So. 
Street, Chicago. 

MANUFACTURERS 


ires to take on one oO 


care 


Dearborn 


AGENT de- 
two additional 


lines selling to the Mill Supply Plumb 
ing, Hardware and Automotive job- 
bers. At present represent manufac- 
turer covering Ohio, Indiana, Michi- 


gan and Kentucky. Married, 
old, well known to trade and a pro 


oo years 


ducer. Addre O. J. Oberwegner, 
2309 Glendale, Toledo, Ohi 


EXPERIENCED in mill 
heavy hard 


supply 
are and allied lines, 33 


age, seeking position as gen 





eral manager, sales manager or assist 
ant to either, or will consider any ex- 
Ildre 


No. 881, care 


ecutive position. A( 
7 S. Dearborn street, 


MILL SUPPLIFS, 53 
Chicago. 
EXCLUSIVE AGENCY in WN 


England tory for high grade prod- 
nerana \ l ign grade pro 


+ + " " ] ] } « 4 
uct in e mecnanical line, Dy a man 
ith a tho gh busine ind 





cal experience. Address No. 
M 


Chicago. 


LL SUPPLIES, 537 S. De 


SALES ENGINEER, clean cut, capa- 


le, energetic, 384 vears old, married, 

(ie ire to c i e, pro\ rec 
vit eal ] 
ipply sale experience specialize 

pumpimne ec ) ©) st, n ecialtic 

Nn ( ine ( Lie rubpe? oods 

tran te ( ne 


ern states ( 
MILL SUPPLIES, 537 Sout Dearbo. 


eet, ( cago. 


SALESMAN, 


] 


main line for jobbing trade in Indiana, 


Tenn. Com 


ba preferred. Financially 


Addr No. 882, ca 


\7 S. Dearborn St., Chicago. 


with best ot reverence. 


‘© MILL SUPPLIES, 
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The National Supply and Machinery 
Dealers’ Association bulletins the fol- 
lowing: We know of an experienced 
salesman in the following lines: Mill 
Supplies, Machinery, Transmission and 
3elting. He is at 
ployment, and 


present out of em- 
would be willing to 
accept a position either as a salesman 
or inside worker in any of the above 
lines. We can personally vouch for his 
through a acquaint- 
ance of 15 years. Do you know of a 
position open to this salesman? If so, 
address No. 883, care MILL SUPPLIES, 
937 South Street, 


ability personal 


Dearborn Chicago 


SALESMEN WANTED 


WANTED—Several salesmen for 
New York City Metropolitan district as 
well Northern New 
experience in 


who 
mill 
to become 


Jersey, 
selling 


tools, 


ave had 


supply and machinists’ 


ecnnected with one of the oldest con- 
cerns in New York City. Applications 
are only desired from men who have 


established clientele in 
‘ess No. 876, care 


this 


vicinity. 
MILL SUPPLIES, 
937 S. Dearborn street 


t, Chicago. 
WANTED 
oO assume 
ing supply 


ml 





! 


-Salesman not over 35 
complete charge of plumb 
artment of Southern 
supply house. Do not apply unless 
sufficient experience and ex- 
ecutive ability to han 





1) 
Ii 


you have 


ile a difficult but 


lucrative job. Address No. 875, care 
MILL SUPPLIES, 537 S. Dearborn street, 


Chicago. 
WANTED—Salesman calling 


1] ] , 
mill and macninery 


regu 


supply 





irly or 





jobbers to sell high grié 


ne of grinding wheels as side line. At 





active proposition; fast turnover. 
Sample eigh one pound. Goodric} 
W hee Co., 1500 West Madison $§st., 
Chicago 

WANTED—Traveling salesman, well 

hl + +11 ] 
qucated, experience nil supphes, 
pumps, motor and po ransmission. 
\9 iirty to thirty ¢ lowa terri 


ry & Supply Co., 


AGENT 


WANTED 





Muropean OrkKs 

ure Jointing (compressed  asbest 

fibre sheetings) requires in U. S. A. 
Wholesale Dealer or General Agen 

Write full particulars Box 1301, Doi 


and Agency, Ltd., 14 Regent Street, 





| ee 
PARAMOUNT SWEDISH BANDS 


ACCURATELY SPACED TEETH-) 
NO CRUSHED POINTS ~ GUARANTEED 





J.D.BURRILL & SON ~ ILION N.Y. 

















“Fortify for Fire Fighting” with 
Diener Safety Fire Appliances 


Approved and labelled by 
Underwriters Laboratories, Inc. 


Diener Products are sold 
through the jobbing trade. 
Quality and good service are 
regarded a duty of first impor- 
tance to our distributors. 





Protection Safety Cans are 
popular and in strong demand. 





All industrial plants, garages, printing houses, clean- 
ing establishments and those using gasoline and in- 
flammable liquids in small quantities throughout build 
ings require Protection Satety Cans. 
Write for Fire Appliance Catalog No. 25 
Manutoetured by 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave. Chicago, Ill., U. S. A. 








[Torrid Torches made 
by Diener give the great 
est value to both co 
sumer and to the dealer 
They ive complete sat 
isfaction to the user and 
satisfactory proht for 
the jobber 


Geo. W. Diener 
400 N. Monticelle Ase... Chicago, I 
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The Valve with the a 


&, Seat and disc of Nicu- 
€ | c= 











lanium — a hard, tough, 


close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 


and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze _ body 
200 Ibs. pressure. Total 
temperature 550 deg. F. 
IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 


No. 780 














GENUINE 


Self Lubricating - Anti-Frictional 


oa — 





Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 


Sole Manufacturers 


1285 Elston Ave. 


Chicago, Ill. 
BRANCHES 


9 Broad St., New York 228 W. Fourth St., Los Angele 


209 Broad St., Boston 2428 Riverside Drive, Minneay 











SELF-OILING 
a e DIRECT 
wee WATER 
aS ff 1A SYSTEMS 
-) Lox Ghee 
Sm Shallow 
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COMPLETE ~ 

UNIT 
FRESH WATER 
SYSTEM 











ave many calls to recommend, sell and 
install wate ystem With Myers Line your 
ales effort m to one or two styles. 
W juar for water systems 
u yle and size for ever 





y service. Ex 
dependable service, that is 


juality, 
me MYERS stands for 


{sk for information, catalog and prices. 


THE FLEL.M YERS & BRO.SS. | 


ASHLAND, OHIO. 


ASHLAND PUMP AND HAY TOOL WORKS 
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AIK) COMPRESSORS BELTING, LEATHER BOLTS, MACHINE 
ANVILS iH L, r& di ° : < ‘ & Nut Co 
bus Anvil Dac i. tad i The > Mig. Co. 
APRONS, LEATHER Rahmann & Co BOLTS, SINK, STOVE AND PLOW 
W Q ; S | adelphia se ok ESI MRE 
; 1. B. Williams & Son BOLTS, SPER 
ARBORS rh 1} 5 «& Bolt Mfg, Co, 
- ee . BELTING, LINK ewes 
BABBITT METALS ; eae BOXFS, TOTE 
BELTING, ROUND Mu 
paar BRACES, TIMBER AND TRENCH 
BRACKETS, WALL 
M \1 kdw R ley I > Bond ind & Machine Co, 
BARRELS, STEEI “ m wats r : - os Pe? 
Mu i BELTING, RUBBER Tho. wf ri Peas! Se, OUR Se 
BARRELS, TUMBLING Bost n We & Ru r Co T. BOW sc 
: ae witt Rubber ‘ BRAKE BLO ; 
BARROWS YM ret ; BRAKE BLOCKS AND LINENG 
BEARINGS, BRONZE The es _ BRANDING TORCHES 
BELTING, THRESHER BRASS GOODS. STEAM 
; & ibber ‘ a 2 
BEARINGS, SHAFT, BABBITTED Detroit ‘ a 
, } n i \ ) ‘o. 
TI I & vundry Co. a Oo. 
T P ~— S g Co. 
BEARINGS, SHAPT, BALL ews ALY ? 
’ BELTING, TRACTOR BRONZE BARS, CORED AND SOLID 
BELTING, TWISTED ; Bunt & Bronze Co 
BEARINGS, SHAFT, OLLLESS 1 & 
Viet t BROOMS, FACTORY, WAREHOUSE AND 
BEARINGS, SHAPT, ROLLER BELTING. WATERPROOF RAILROAD 
! a It ish & Broom Mfg. Co 


Nf 


BRUSHES. BENCH, FLOOR, ETC. 
rhe ‘I I G I c J n Mfg ) 


BELT DRESSING 


BUCKETS, ELEVATOR 


, 1 | illiog 
BELTS, WELL DRILLING BUFFERS, ELECTRIC 
In BENCHES (WORK), JEWELERS ‘ 
BENCH LEGs 
BELT FASTENERS BURNERS. GASOLINE AND KEROSENE 
BINDERS, CATALOG, LOOSE LEAL n & : 
BUSHINGS, BRONZE 
Bits POOL HOLDER 
BELT LACINGS, LEATHER > 
BLO¢ a IN 
M " ge Peirce CANS, OILY WASTI 
CANS. SAFETY, GASOLINI 
BLOCKS, PILLOW ‘ I ( 
M CARDS, ENGRAVED 
BELT LACINGS, METALLIC te 
t ui CAR-MOVERS 
: mt 
BELT SHIPTERS ae 
BELT TIGHTENERS 
BLOCKS, TACKLI CASING, WELI 
« 4 Oo. 4 z > ( 
4 BLOWERS, FORGE = ge gr i a 
BELTING, BALATA 
¥y ; = tit BLOWERS, GAS AND OIL COMBUSTION CASTINGS, BRONZI 
BELTING, CANVAS STITCHED 
) M rt BLOWERS, PORTABLE, ELECTRIC CASTINGS, GRAY AND MALLEABLI 
BELTING. CONVEYOR BLOWERS, SANDBLAST M 
o Leimat CASTINGS, SEMI-STEEBI 
BOILERS, TUBULAR AND WATER TUBE t I & M ne 
ae tee Vogt M CATALOGS, SUPPLY HOUSt1 
New’ i } a BOLT ENDS 2 
The Renubl : r & M ; 
Star ting Corporatior BOLTS, CARRIAGE . CATCH BASINS 
Vv t t & Textil tine } 4 + t & Nut I 1 : : , 
BELTING COTTON. SOLID WOVEN : N M _ CEMENT, ASBESTOS 
~ tir ratior BOLTS, EYE, HOOK, RING AND LAG M 
Vict ‘a Nese elting CX e & CEMENT, LEATHER BEL! 
BELTING, IMPREGNATED BOLTS, GALVANIZED AND MONEI M 
ine poratior rT} > & Mfg. Co, Pons 


When writin \ rs p mention Mitt S$ S 








N hieren | 
CEMENT, PIPE JOINT 


CHAIN, WELDED 


M 1 
CHAINS, TIRE 
Mckir I 


CHARGING SETS, BATTERY 


\ 


CHUCKS, DRILL 
CHUC KS, LAT HE 
CLAMP I INTL RES 

CLAMPs, BAR 

CLAMPs, BELT 


CLAMPS, “C” 


cl AMPS, CARRIAGE 
CLAMPs, PIPI REPAIR 
CLEANERS, FLUE 
CLIPS FOR PNEUMATIC SI 
CLIPS, WIRE ROPE 
CLOSETS, FROST PROOF 


CLOTHS, WIPING 
I 


CLUTCHES, FRICTION 


COCKS Aik 


COCKs, BALI 


COCKS, CORPORATION 


COCKS, STEAM AND SERVI 


COIS L\ND BENDS, PIP! 


COLLARS, SHAFT 


COLUMNS, WATER 
COMPOUND. UIP JOINT 


COMPRESSORS, AIR 
COPPERSMITHIS 
COPPERS, SOLDERING 
COUNTERBORES 


COUNTERSHAFTS 


ts 


) ROLLERS BOILER PREsst Ri 


The Medart Company 
liovyersford Foundry & Machine Co, 
T. B. Wood Sons Co, 


COUNTERSHAFTS, SMALL 
N A. Strand & Co 
COUPLINGS, SHAFT 





Chicago 1} & St Co 
Dod M turir Corporation 
The H itch Machine & Foundry Co. 
Th M t mpany 
lio & M Co 
Ss &«& M ». 
7 B Wood Sons Co, 

COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machit A 
BT ound & M 
‘i t M «& our 
- Med 
7. BW i Sor oO 
COUPLINGS, SHAFT, FRICTION CUT-OFI 
I> M 
but mont M I ( I 
r t 
I M 

“« » 


] t V ot > oO. 
COUPLINGS, SHAFT, MARINE 
COVERING, PULLEY 
CRANES, HAND POWER 
| ) I M . 
CRANES, OVERHEAD, TRAVELING AND JIB 


1 } \ \] 
Ik hara \ \i 


CRANES, PORTABLE 
1 


CRAYONS, LUMBER 


CUPs, LEATHER 


CUPs, OIL. AND GREASE 


CUTTERS, BEUI 
CUPTERS, GASKET AND WASHER 
CUTTERS, GLASS 


CUPTERS, MILLING 


CUTTERS, PIP! 


CYLINDERS, WATER, AIR OR GAS 


DERKICKs 


Dikis, THREADING 


DIPPERs, COPPER 
DISCs, VALVE 


DOGS, LATHI 


DRESSERS, GRINDING WHEE! 


DRILLING POSTS 


DRILES, ELECTR 


DRILLS, POs 


DRILLS, RATCHET 


February, 1927 


DRILLS, TWIST 
Cleveland Twist Drill Co 
Morse Twist Drill & Machine Co 
DRIVES, POWER 
The Oster Mfg. Co, 
The Toledo Pipe Threading Machine Co, 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood Sons Co, 


KJECTORS 





American Injector Co 
Na Manutact & Co. (acid) 
r’« rthy Inje oO 
Sherwood Mfg. Co 
ELECTRIC GLUE HEATERS, COOKERS 
AND POTS 
Sta-Warm E tric Heater Corporation 


ELECTRIC LAMPS, ADJUSTABLE 
etol Elect Companys Lice lite 


App ! 
ELEVATORS, PILING AND TIERING 


ELEVATORS, PORTABLE 
: Compar 

ELIMINATORS, OLL 
rh I T \\ H \ Ce 


ENGINI AND BOILER PIEPTINGS 


Ar In 
M & : 
~ M 
Wi \ 
EAPANDERS, TUBE 
sv) \\ 
EXPELLERS, O11 AND MOISTURE 
The V. D, At on Co 
ENTENSIONS, TAP 
] \llen M ‘ 
ENTINGUISHERS, PIRI 
Ww. I M rer 
b's 1 Mrs Co 
FANS, VENTILATING, ELECTRIC 
M tl > t M Co 


PASPTENERS, BEL 


FEED WATER SOPTENER AND PURIFIER 
’ M 1 , 
PEEDER VALVES, STEAM HEATING 
BOILER 
Pitts 
& ‘I 


Pik ENTINGUISHERS 
1 


FIRE PREVENTING EQUIPMENT 


Pri DENGS, HiGih PREsSStKri 
ri PINGS, HOsSK, BRASS 
I pn enna HYDE AL LI 
PITTINGS, PIPE, MALLEABLI 


FITTINGS, PIPE, STEEI 


PLENIBLE SHART bhQuIPMENtTs 


PLOATS, ALUMINUM, LEAD COATED 
AND STEEL 


FLOATS, COPPER 
PLOOR STANDS 


M 


PLUN, SOLDERING 


PLY WHEELS 


rORGES, BLACKSMITH 


PORGEs, RIVE 
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Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 

Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 















Automatic Feeding— 
A Revolution in Printing Methods! 


Displacement of the human press feeder means 
lower costs in printing—means increased pro- 
duction—increased income for the printer, an 
advance as important as typesetting itself. But 
it must be done by using a rapid and reliable 
paper feeder for the printing press, ruling ma- 
chine and folder. 


LEIMAN BROS. 
Rotary Positive High Pressure 


Blowers 10 


and SIZes 


Vacuum Pumps 


produce a ste -ady air blast to loosen the paper sheets 
on the pile, and a constant, never-failing vacuum to 
carry the sheet along. No speed too rapid for these 
pumps, 

They take up their own wear by the action of 
centrifugal force. That one feature alone means 
dollars and cents to the printer—not alone in repair 
savings, but in saving of lost time through broken- 
down feeders. 





The simplicity of Leiman Bros. Blowers and Vacuum Pumps is here shown. The wings slide in 
and out No springs. They scoop up the air and none escapes. Nothine to get out of order—few 
parts. 

The illustration shows the rotary vacuum pump—the source of the suction power of most of the good 
feeders of today. 

{lso used for 
Folders, Mailers, Addressers, Wrappers, Labelers, Gatherers, 
Bottle Fillers, Fuel Oil Burners, Agitating Solutions, Cooling 
Linotype Moulds, Gas Furnaces, Sand Blasts, Cleaning dust from 
machinery, Blowing stampings from presses, Melting stereotype 
metal. Ilustrated catalog free 


LEIMAN BROS. “xcs 


Makers ot Good Machinery for 35 Years 
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FRAMEs, HACK sAW ng < LUBRICATORS 


FRAMES, WALI , Med . M Minn 


\ 


Hil MACHINI rOOLS 


ADs, ENHAUS1 


FURNACES, GAS, INDUSTRIAL HEATERS, FEED WATER 


NERY CLUTCHES 





MACHI 
FURNACES, SOLDERING i . 
HEATERS, GLUE, ELECTRIC 
HEATERS, GLUE, STEAM AND GAS | 
HOISTS, CHAIN 
FURNACES, MELTING ; ) ’ 
l i MACHINERY, COAL HANDLING 
GAGES, HYDRAULIE HOISTS, ELECTRIC t ! t 
: MACHINERY, CONVEYING AND ELEVATING 
GAGEs, IRON, AMMONIA AND CHEMICAL \ Mfg. \ 1 ri n 
M 1 HOISTS, HAND t M ! & indry Ce« 
GAGES, WATER . MACHINES, GRINDING AND POLISHING 
4 & M ne Co 
HOLDERS, TOO! ) 
I M : 
“& ‘ « 
: HOOKS, BEL! s Elect Tool Ce 
GASKETS MAC HINE RY. ICE AND REFRIGERATION 
HOSE, COTTON MACHINES, PIPE CUTTING AND 
PHREADING 
: ad | \i ( 
GAUZE, TUBULAR KNITTED HOSE. RUBBER MACHINES, PUN arNe AND SUEARENG 
S F lioyverstord undry & chir Oo. 
GEARS MACHINES, TIRE ROUGHING 
> t I ) Oo 
MACHINERY, WOODWORKING 
MALLETS AND HAMMERS, RAWHID1 
GENERATORS, ACETYLEN!I rR ’ MI oO 
HYDRAULIC LEATHER WANDRELS 
GLASSES, GAGI & M 
MATS AND MATTING, RUBBER 
GLUE HEATERS, COOKERS AND POTS INJECTORS 
GOVERNORS, PUMP SPEED MERCHANDISE CONVEYORS 
METAL, BEARING 
GRAPHITE FOR ALL PURPOSES INSULATING MATERIALS 
GRATES, ROCKER AND DUMP ION PRESERVATIVES 
GREASI LUBRICATING IRONS. SOLDERING 
JACKS, AUTOMATIC LOWERING 
GRINDERS, BELT. ROPE AND MOTOR JACKS, BALE-BEAVRING, SCREW 
: N 
DRIVI MILE. LEATHERS, ALL KINDS 
JACKS, GOVERNOR CONTROLLED 
GRINDERS, BENCH AND FLOOR 
, 9 IACKS, HORIZONTAL 
JACKS. LIFTING 
MONEL METAL 
JACKS, PIPE FORCING . 
VONORALTL SWITCHES AND TURNTABILL-> 
JACKS, POLI 1 
> re S VORTISERS 
GRINDERS, DIS¢ JACKS, PUSH AND PULI 
= > MOTORS, ELECTRIE 
GRINDERS, DRI JACKS, SPECIAL PURPOSI 
> >< 1} IC MVOVERS, CAR 
GRINDER I CTRI KACKS. TRACK 
JOINTERS, WOODWORKING 
MULE STANDS 
JOINTS, EXPANSION, COPPER 1 
KETTLES, STEAM JACKETED 
KNIVES, MACHINE 
NUT SETTERS 
GRINDERS, VALVI : 
‘ LACERS, BEL NUTS. MACHINE SCREW 
LADDERS SAPETY 
GRINDSTONES LADLES, MELTING ( 
‘ = Ol PUMPS, HAND 
GUARDS, ELECTRIC LAMP M Sherwo Mf 
Be OU. WELE ACCESSORIES 
GUARDS, CABLI HIGHWAY LAMP GUARDS The W w ‘ 
OILERS. HAND 
GUNS, OIL AND GREASI LAMPS, ELECTRIC, ADJUSTABLE 
M t OILING DEVICES 
LATHES, LABORATORY, ELECTRIC tor ; 


HAMMERS 





HANGERS, BALL BEARING 


HANGERS, DOOR 


HANGERS, PIP! 


HANGERS. SHAFT 


LEATHER SPECIALTIES 


i 
LI ATH Rs, HAND 
LEGs, BENCH 
LOC KS, INDUSTRIAL 
{ t BRI ANTS, BALL & ROLLER 


AT 


BEARING 


Ctr ro wh 





( o., Inc. 


Fell Co, 
~ x Mfe 
T} I \ = Vv e Co, 
PACKING, AMMON 
M 
M 
New Y¥ g & H 
The 1 Rubber Co, 
PACKING. HYI 
le Mfg. Co 


RAT 


TA 


Co. 


LIC 








Why Wait 
Until it is 
Too Late? 














| 
; AE | iy wih 
—_ a ‘ i ; 
INJECTORS oi con: 





PENBERTHY INJECTOR COMPANY 


1262 Holden Ave., 
Detroit, Mich 


Canadian Plant, 
Windsor, Ont 





ACO UC UMMA 
> Tee S SPmawn 


Sidelug—40 to 150 lbs. 
Genuine Nason Steam Trap 


or severa! of them 
Best Since 1841. Write Us 
NASON MANUFACTURING CO. 
Steam Specialty Specialists 
71 Fulton St., New York 








Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 

Catalogs will be sent you free upon 

request. 
Catalog upon Standard Friction Clutches 
with single disc for moderate speeds. 
Catalog upon Standard Friction Clutches 
with double disc for moderate speeds. 
Catalog upon High Speed Friction Clutches 
for high speeds and great horse power 
Catalog 


with sleeves for use with American Steel 


upon Standard Friction Clutches 


Split Pulleys. 


The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S, A. 





CRESCENT WOOD WORKING 
MACHINES 


are eflicient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CO. 


96 Columbia Street - Leetonia, Ohio 























PACKING 


PAINTS 


PASTI 


Pil 


POWER I 


PRESSES 


"I 


I Hidsil 


& 


"ACKING, PISTON 


PACKING, SHEET 


VALVE STEM 


PADLOCKS 
INDUNSTRIAI 
PANS, TOTE 
PANS, VACUUM 
SOLDERING 
Mm PINS, BELT I 


ACING 


PHUREADING TOOLS 


PRESSURE 


PIPES, STEEI 


NERS, WOODWORKING 


It 


FORMS, LIRT TRUCK 


I... JEWELERS’ SENSITIVE 


DRILLS AND POO 


PRIMING CUPs 


PROTECTORS: ELECTRIC LAME 
PULLERS, PINEON 
PULLEY COVERING 

PULLEYS, BALE BEARING 
PULLEYS, CAST IRON 








Do turing Corporation 
ct Machine & Foundry Co, 
h npany 
t f 1dry & Machine Co, 
oe Wood Sons Co 
PULLEYS, CONVEYOR 
Ar n Pu y Company 
Lo M Arlt 
it M « ni 
rt M t 
| a \ t y We i 
I I Woo Sons ¢ 
PULLEYS, FLANGE 
\ 1 Company 
L> M Zz orp tior 
Tt 1 
T M t 
i ) \ vy W I 
S ¥ M 
r. B. W is s 
PULLEYS, FRICTION CLUTCH 
B yundr & Machine Co, 
Ch » Pul & Shafting Co 
I Manufacturing ry i n 
T Edg M hir Lor 
I M x 
I M I 
rt M & \ o 
R 
\ Ss & Son 
PULLEYs, IRON CENTER 
I Mar iri Cor} tion 
M 
PULLEYs, LOOSE 
& Ss f E 
M tion 
=: os MM 
PULLEYS, MOTOR 
I M 
S MI 
PULLEYs, PAPER 
PULLEYs, ROLLER BEARING 
PULLEYS, STEEI 
PULLEYS, STEEL RIM 
PULLEYS, STEP AND TAPER CON! 
PULLEYs, WOOD SPLIT 
PUMP JACKS 
PUMPs, AIR 
PUMPS, CENTRIFUGAT 
PUMPS. ELECTRIC 
PUMPS, GAS AND VACUUM 
PUMPs. HAND AND POWER 
PUMPS, JET 
PUMPS. MINE 
PUMPS, OFT 


February, 1927 


Geo I> Koper 


. Corp. 
oherwood Mfg, 


clo, 

PUMPs, TANK 

my Pumping Machinery Co. 
mps, in 

rs & Bro, Co, 

PUNCHES AND DIES 
Foundry & Machine Co, 
PUNCHES, SCREW 

Lovejoy Tool Works 
RADIATOR 
\I 





S. Mye 


Royersford 


CONTROL VALVES 
Joh ivall ’ tion 
RADIATORs, 


Nason Manufacturing Co, 


RAILS, ELECTRIC MOTOR 
k 





Birkle Machine Works 
KAILS, STEEL 
I I koster Co 
RASPS 
Ivil Works 
~ dinavian Western Importing Co., Ltd 
RATCHETS 
Armstrong Bros, Tool Co, 
REAMERS 
( Twist DPrill Co, 
M t ’ & M hit Co 
REAMERS, ELECTRIC 
‘ \l to 
\ rn Electr Por ( 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co, 


REELS, ELECTRIC LAMP 

! t ( t *“Reelit 
REGULATORS, ENGINE BLOWING 
PEED LINE 


REGULATORS, BOLLER 


REGULATORS, DAMPER 
REGULATORS, PUMP PRESSURE 
STEAM FAN 


REGULATORS, 


KksSEATING TOOLS, VALVE 


Rivbts 


‘\ i Ww N it 
ROOKINGS, ASBESTOS 
ROVE DRIVES 


h, Machine & Foundry Co, 


ROPE, WIRI 
KLE BBER GOODS, MECIEANTIOAL 
[r 
- % tinc & 1 ine 


SAFETY DEVICES 


OUTETES 


Afar , ( 
SAND BLASI 


w & Mf 


SAWs, BAND 


Mt . c% 


SAWS, CIROEULAR 


SAWS, HACK (Blades) 


SAWs, SWING, CUT-OFI 
I M tie 
SCRAPERS 
I w Co 
SCREWDEIVERS, bbE¢ 
& er Mfg. Co. 
I ‘tl 1 Tool Co, 


rive 


SCREWDRIVERS, HAND 


SCREW MACHINE PRODUCTS 


SCREW PLATES 


SCREWS, CAP AND SEq 


SCREWSs, HAND 
SCREWS, LAG 
SCREWS. MACHINE, BRASS AND 


SCREWS, SAFETY SET 


HlGis PRESSURE VERPICAL 
tte BE 


HYDRAULIC 
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“HILL CLUTCH” | AUNNULYNAQQQQN000OOOOUUUULUULUVVEQQQQUTOOOOOOUTTTTEEYATAAAE AN 
MILL EQUIPMENT 7 ; : 


“Cleveland Type” Oil Film Bearings 


Flood lubrication, and nothing else, makes oil film 
bearings that are capable of steady and continuous 
service. These qualities are secured only in the 
“Cleveland Type” Oil Film Bearing. 





Every day theoretical 
and practical proofs 
of the advantages of 
true oil film bearings 
are accumulating. 


You Should Know 


fbout Them 
{sk Us 



























UG and WIFE Used a Water-Jacket! 


Many glue pots and heaters of today still use the ancient 
water-jacket principle invented by stone-age savages. 


But hot water evaporates quickly. As it gets lower, heat 





Our “Cleveland 





1 ball { Type’ Flood Lubri is distributed only part way up the pot wall. Glue is too 
r | nstruction of our 72 7, eee + ie cold on topto be used and must be constantly stirred. 
PP gee sl tia cated Hearing nas If water-jacket boils dry, heating element burns out. 
large oil capacity. An 
automatic pump insures flood lubrication. An oil 


film develops in the bearing from the moment the 
shaft starts and continues until it stops. It will au 


ta-Warm 


ELECTRIC GLUE POTS & HEATERS 


Have their wails evenly heated at 
all times. No stirring of glue needed, 
no crust. The ancient water-jacket 
is now replaced by mild, even heat 
around the pot walls giving safe, 
DIRECT heating of glue. 

Better still, this heat can never ex- 


tomatically carry on under daily operation or con 
tinuous twenty-four hour service. It is designed 
for all kinds of power transmission service,—plain 
or water cooled, and low, medium or high speed. 











Wasted power through inefficient bearings, shut 





POINT NO. 1 


downs and loss of production make wrinkles in the 


forehead. Our antidote for lubrication problems Why ceed 140 degrees Fahrenheit. Ad 
is along new and original lines. SiaWacm te . how 
You should know the facts {sk us Giniste Pate and Write for‘ The TRUTH about 
Catalog giving complete information mailed upon request, oa no 5 sae ae i 
° Sent FREE—No ligation. 


The Hill Clutch Machine & Foundry Co. 2 
rae Tonner rs STA-WARH CORPORATION 


Cleveland, Ohio 


| 523 a TD 











THE COLUMBUS Let Lge Pg 
ANVIL & FORGING CO. use this guide 


Let them select their glasses 
with the aid of the Moncriefl 
Gauge Glass guide shown at 
the right. You can be sure ; 
they are getting glasses that are sures 
suited to their special needs. : 
Moncrieff genuine Scotch —— 
Gauge Glasses truly reflect the CUNIFiC 
high character of your house tor Ste ann pres 
Made from special Scotch sand * a Haas 
by J. Moncrieff at Perth, Scot 
™ land, they « mbine clearness GATE ENAMEL 
The Famous “Arm & Hammer and strength to an unusual de 
gree. They are the only genu sine Wael 
‘i ine Scotch Gauge Glasses in the cal apy Big 
Wrought Iron Anvil world ie 
JENKINS BROS. 
Crucible Steel Face S S.. + for MONCRIEF! (BEACON REO) 








ch GA GE ¢ SSES 
~y ~ 80 White Street New York, N. Y. with re nid 
Prompt Shipments Made From Stock “ak cc Maaads .  Saen, Ween ce dae ee 
133 No. Seventh St.....Philadelphia, Pa. pressure up to 15 
646 Washington Blvd. Chicago, III. ! 


Main Office and Plant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


glass 


(CUBRICATOR 9 


General Forgings of Wrought Iron and Steel 
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ut Company 
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PRUCKS, HAND 
! & M ° 
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aT 
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Wir \ 
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VALVES, PRESSURE REDUCING 

G. M. Davis Leguiator Co 
Kiel & Mueller In 
M 1 RK llate (or 
W V h Company 

VALVES, PUMP. RUBBER 
The Cincinnati Rubber Mf; Co 

( lt 

r \ har ! tu r Co 
New York Belting & Packing Co. 

VALVES, QUICK OPENING 
Nas iM 1 rit Co 
Seott Valve M Co. 

VALVES, RADIATOR 

1) I ( 
Ohio Brass (i 
~ ex Mfg. Co. 
Walworth Company 


VALVES, KADIATOR CONTROL 
Many Corporation 
VALVES, THROTTLE 


Scott Valve Mfg. C 


The D. T. Williams Valve Co 
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e | er I Co 
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| t ] ne CC 


WINCHES 
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a ie tiicaeh tia. Mie, 
WIRE ROPE. 
WIRE SOLDER 
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WRENCH SETS 


"I 1 Works 
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Bonney Forge & Tool Works 
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ra Wil ms & oO. 

WRENCHES, HOPPER CAR 
Ad e Car Me Co 
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Armstrong B Too o 
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J, H. Williar & Co 
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Armstrong Br To Co, 

I orge & Tool Works 
Lawson Mfg. Co 

\ worth Company 
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WRENCHES, PIPE, CHAIN 
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WRENCHES, SOCKET 

The Allen Mfz. Co 
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THE SATURDAY EVENING POST 





Fr) ? f’ 7 : 5 « j | ie t € 
Td ofa taseareh Fu OYrDrise 
LUCK VJ (ALL LEX Ligcesr erte bw Fits Oe 
ork is commenced on Susquehanna No matter how large or how small 
super-power project — the job, the Portable Electric Drill al- 
A 3000 room hotel 1s erected 1n most invariably playsan important part. 
Chicago— The Portable Electric Drill 1s of 
Mammoth movie stage is constructed major importance in modern industry 


in Hollywood — — in some cases thousands of electric 


A vehicular tunnel connects drillsare used by one concer. 
Manhattan and New Jersey — 

Railroad buys 30 new loco- 
motives — 


Back OF ALL INDUSTRIAL 
ENTERPRISE is the PorRTABLE 






Exectric Dritt, and among 
Portable Electric Drillsthe best 
known and most widely used 


A super-dreadnaught is 
launched—or someone has a 
hot water heater installed—a 
radio set is built—a motor car 
is repaired. 


1S the 


BLACK & DECKER 


“With the Pistol Grip and Trigger Switch” 


“THe BLACK ® DECKER MFG.CO 


TOWSON, MD, U.S.A 


February 5, 19 
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t i 
Gil, 
' 
| 
| 
i 
fio SIR — those Arguto 
| Bearings have been on 
| those countershaits almost as 
4 re 
long as | can remember. \Ve’ve 
never touched them — never 
given them a drop of oil. I 
guess they'll be there after 
we're gone. 
‘y ne 
N Somebody told me the other 
\ 


day about an Arguto Bearing 
which had run for 22 years 
with no sign of wear to shatt 
or bearing. Some record, but 
I guess ours will match it!” 











fre YOU interested in bearings 
that will give such service? 
Write us. 





ARGUTO OILLESS 
BEARING CO. 


a ' ' ™ 
Wavne Junction. Phila.. Pa. 
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In addition to the Ferry Patented 
Brass and Nickel Silver Covered Acorn Nut 


| We announce 
| A new Steel Covered Acorn Nut 
Patented by Ferry 


ECAUSE of its construction, this new Acorn Nut 
is recommended for strength and durability. 


It has the added advantage of permitting painting, galva- 
nizing, Parkerizing, Sheradizing, Cadmium-plating, 
Nickel-plating, burnishing, polishing, and buffing. 
Comes in sizes *4" across flats and tapped 14", 716", 
8S") 416", and 42", Also in sizes “16" across flats and 
é 4 9 (ae 4 4 

tapped 12", %16", and %", 


Send Coupon Today 


Send for your sample of this new patented Ferry All-Steel | 
Covered Acorn Nut—let us tell you more about its advantages 
and low cost. Fill in the coupon below and mail today. 






PROCESS SCREWS | 





a s 
s THE FERRY CAP & SET . : H 
; SCREW COMPANY Size — Material — —— = $ 
| 2151 Scranton Road on “ate 
/ : Cleveland, Ohio Tapped Finish 
: Please send us sample of your Name Position — é 
s new Ferry All-Steel Covered : 5 3 
s Acorn Nut, together with further Firm a H ‘ 
: information and prices. Street City State “ H ‘ 
SSSSSSSSSSSSESEESSERESER EEE EEE EEE ESESEESESRESEESR EER EEE EER EE EEE EE EE BEES Seaae ies acaba eae taabdaaaintiaaniac manele mnaak amaeinateaaaaaae 
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Lt. PRINTING & BINDING CO., CIIICAGO, ILL. 











